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Examination Problem 
Watched Closely By 
Companies and Agents 





Failure to Settle Commissioners’ 
Fight at Quebec Meeting 
Viewed as Dangerous 


AGREEMENT IS LOOKED FOR 


National Board Deplores Contro- 
versy Between States; Agents 
Name Special Committee 








Fire and casualty company and pro- 
duction circles have been viewing with 
considerable anxiety for several weeks 
the fight started by the demands of cer- 
tain Western members of the National 
Association of Insurance Commissioners 
that New York insurance companies be 
examined under the zone, or “conven- 
tion examination,” system of the com- 
missioners’ organization. Insurance Su- 
perintendent Louis H. Pink of New 
York has consistently maintained that 
the laws of this state require that New 
York companies be examined by civil 
service employes of the New York In- 
surance Department and not by outside 
examiners. When the commissioners 
hold their annual convention at Quebec 
June 15-18 the insurance business hopes 
that an amicable settlement of this 
whole problem will be reached. Other- 
wise it fears that the repercussions will 
be distinctly injurious to companies, pro- 
ducers and the public alike, particularly 
if some Western commissioners should 
refuse to relicense New York companies 
and New York in turn should invoke its 
retaliatory statute. 


National Board Statement 


The National Board of Fire Under- 
writers last week, through its committee 
on laws, said that there is much to be 
deplored in the present controversy and 
that failure to adjust differences of opin- 
ions would result in increased costs to 
companies and much confusion arising 
from duplication of work and failure of 
various state insurance departments to 
work together harmoniously. 

This week President Charles F. Lis- 
comb of the National Association of In- 
surance Agents appointed a special com- 
mittee of three to study the effects on 
agents and the public of this whole 
problem should it not be solved at the 
Quebec meeting. Those on this com- 
mittee are William H. Menn, Los An- 
geles, chairman of the National Asso- 
ciation executive committee, and repre- 
sentative of California, largest state in 


(Continued on Page 27) 
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Package Sale 


That’s a phrase which we find scattered among Home 
Office magazines and Agency bulletins, in Sales Congress 
addresses, and in articles in the insurance journals. Not 
long ago we saw this remark in the bulletin of one of our 
Agencies: —“Package sales seem to click better than any 
other.” The term applies to an insurance plan complete 
within the edges of a single contract. It may provide a 
single service, or it may broaden into two or three. 


As one underwriter states it, “From this complete pack- 
age, Mr. Prospect, there will be delivered money for,” as 
the case may be, a clean-up of family indebtedness when 
needed, or a combined clean-up fund and adjustable in- 
come for his wife, or payment of the mortgage, or college 
education for his children, or for a retirement income in 
his own later years. 


From all we hear there’s sales power in the complete- 
ness and definiteness of that word “package.” Variations 
in the use of it will occur to every underwriter, but to 
“click” it must be deftly used, else it may make the pros- 
pect think of a pound of butter. 


THE PENN MUTUAL LIFE INSURANCE CO. 


Wy. H. Kincs.ey, President 
PHILADELPHIA 


Independence Square 
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New England Mutual 
To Reorganize Its 
Agency Department 



























New Office of Director of Agencies 
To be Filled by William E. Hays 
of Los Angeles 


HASTINGS IN HONOR POST 


Retired Veteran Superintendent 
Retains Title; Charles F. Collins 
Agency Secretary 








President George Willard Smith of 
the New England Mutual Life has an- 
nounced to the field force of that com- 
pany a reorganization of the executive 
responsibilities of the agency department 
at the home office which will become ef- 
fective August 1. Glover S. Hastings, 
who, as announced in The Eastern Un- 
derwriter, retires June 3 from active re- 
sponsibility as superintendent of agen- 
cies, will continue to carry this honorary 
title as long as he wishes to do so. 


New Offices Created 


Two new offices are being created, 
director of agencies and agency secre- 
tary. William Eugene Hays, a member 
of Hays, Hudson & Bradstreet, general 
agents of the company in Los Angeles, 
becomes the first director of agencies, 
and Charles F. Collins, now assistant 
superintendent of agencies, becomes the 
first agency secretary. The growth of 
the company’s business causes these 
changes following Mr. Hastings’ resig- 
nation from active service. 

Mr. Hays is a native of Kentucky, 
born in Owensboro in 1903, son of Rolla 
R. Hays, senior member of Hays, Hud- 
son & Bradstreet. When his family 
moved to the Pacific Coast seventeen 
years ago he entered Stanford Univer- 
sity, being graduated in 1926. His fra- 
ternity affiliations were Phi Kappa Psi 
and Kappa Sigma Sigma, and he has 
served as president of the Alumni As- 
sociation of the latter fraternity. He 
is a Mason. 

Immediately on graduation Mr. Hays 
engaged in the life insurance business 
with his father, winning the C.L.U. des- 
ignation in 1931. He became general 
agent of the New England Mutual Au- 
gust 1, 1932, through a partnership rela- 
tionship and was given charge of the Los 
Angeles office of the firm. Previous to 
joining our ranks he had been associated 
with the Mutual Life of New York, 
being a member of their Quarter- Mil- 
lion Club. 

Mr. Hays served as president of the 
Orange County Life Underwriters As- 
sociation, and as vice-president of the 
Los Angeles Association. Last January 
the General Agents Association of the 
New England Mutual elected him a 
vice-president of that organization. 




















































Success of Los Angeles Agency 


From the very beginning of Mr. Hays’ 
work in life insurance he has been in- 


(Continued on Page 8) 
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The Northwestern Motual ca 


oT NOR fe Pan SPECIE 





THE ROUTE TO PROFITABLE SALES 


People everywhere are interested in “security”. When shown how they 
can achieve security for themselves and their families through The North- 
western Mutual’s EXTRAORDINARY Life Plan, their interest is much more 


readily developed into buying action. 


Of direct and continual help to Northwestern Mutual underwriters as 
they capitalize on this buying interest is their complete, coordinated, and 
exclusive kit of personal sales and advertising equipment. Pre-call and per- 
sonal build-up letters, interview and presentation forms, a visual selling 
manual, booklets and related aids, help Northwestern Mutual underwriters to 


improve their selling efficiency. 


At the approaching 62nd Annual Meeting of the Association of Agents 
in Milwaukee, July 25th, 26th, and 27th, successful underwriters will describe 
the many ways in which they have put this material to profitable use during 
1938. 


Northwestern 
Vutual 


LIFE INSURANCE COMPANY 


VA iS 
tr BILLION DOLLAR ESTATE J 





THE NORTHWESTERN MAUTUAL LIFE INSURANCE COMPANY 
Home Office—Milwaukee 
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What the Public Wants to Know abou 


Life Insurance told by Policyholder 


Prominent New York City Bank Executive Talks to 
Luncheon Meeting of Life Managers Association of 
Greater New York; Says Public’s Mind Should Be 
So Satisfied it Would Find No Mystery in Life Insurance 


Some suggestions on the part of a pol- 

icyholder were presented to life insur- 
ance this week by Joseph A. Bower, ex- 
ecutive vice-president of the Chemical 
Bank & Trust Co., New York City, at 
the luncheon meeting of the Life Man- 
Association of Greater New York 
in the Bankers Club June 1, After a few 
preliminary remarks discussing current 
trends, in which Mr. Bower saw the lack 
of confidence in the economic policies 
of political leaders as the greatest deter- 
rent to a sound recovery, the speaker 
swung into the subject of life insurance 
and made a number of constructive sug- 
sestions to make the policyholder better 
informed about the institution of life in- 
surance and as a result to improve com- 
pany relationships with the public. He 
said that he would like to see the public 
mind so satisfied that it would say: 
“There is no mystery in life insurance.” 

Mr. Bower has been a life insurance 
policyholder for thirty years. His busi- 
ness activities in addition to his execu- 
tive position with the Chemical Bank & 
Trust include membership on the Port 
of New York Authority, directorship 
with Panhandle Eastern Pipe Line Co., 
Commercial Investment Trust and the 
Oknite-Callender Cable Co. In 1927 he 
was one of the organizers of the Detroit 
International Bridge Co., which built the 
sspension bridge from Detroit to Wind- 
sor, Ont. 

The meeting was the first one at which 
new officers of the Life Managers As- 
sociation presided. They are Gerald A. 
Eubank, Prudential, president; Osborne 
Bethea, Penn Mutual, vice-president, and 
Sam P. Davis, Phoenix Mutual, secre- 
tary-treasurer. Immediate past president 
is Clifford L, McMillen, Northwestern 
Mutual. The members paid tribute to 
Mr. McMillen and presented him with 
1 gift. Presentation was made by Harry 
Gardiner of the John Hancock, also a 
past president. 

After his opening remarks on_ busi- 
ness trends Mr. Bower said: “I propose 
tomake some comments concerning both 
life insurance companies and their rep- 
resentatives with the hope that a policy- 
holder’s reaction may quicken some plan 
that will increase the volume of policies 
underwritten.” He continued: 

What Policyholder Wants to Know 


“I start from the premise that you are 
interested primarily in selling more in- 
surance and you did not invite me here 
just to add three cheers to everything 
you have done. There is no money for 
you in my cheers so T will not quote any 
of the stupendous figures applicable to 
life insurance of the nation, Since re- 
ceiving your invitation, I have read about 
everything that appeared in the New 
York p apers on life insurance during the 
week of May 9, which period, I under- 
tand, was dedicated to educate the pub- 
lic on the value of life insurance. The 
reaction I got was that you were writing 
lo each other instead of to the ordinary 

polievholder who has no technical insur- 
ince knowledge and who, if he runs true 
to form, has never even read his policy. 
I admit the Saturday Evening Post arti- 
“es came nearer’ to a direct message. 
looking for something that 


agers 


‘T was 


would tell the story of what has become 


ne the principal T have been paying, 
faving in mind that what TI had _ paid 
'S not only to take care of my depend- 


ents, but that T was accumulating a con- 
stantly ‘rowing savings fund. I won- 
ge if it had shrunk 22%—which was 
le shrinkage in the stock and bond 









values listed on the New York Stock 
Exchange during the year 1937? 

“I was looking for the story of what 
had been accomplished by any person 
who took out a policy in 1930 and had 
paid $1,000 a year premium since then 

“I was looking for a comparison of 
what a policyholder received for each 
$1,000 premium paid per year since 1930, 
as compared with what the result might 
have been had he put the same money 
into the stocks used by the New York 
Times weighted index. 

“T wanted to read why my premium 
can receive a better investment manage- 
ment by a large insurance company than 
IT can do with my own small investment. 

“T wanted to learn how an insurance 
company arrived at a given premium 
charge, and why dividends have been 
reduced. I knew the gross earnings had 
been less, but what had been done to 
the expense account? 

“T wanted to know something about 
the portfolio. What success did the com- 
pany have in selling foreclosed proper- 
ties? What was the average rate of 
earnings on all earning assets? 

“T wanted to learn how mortgage ap- 
plications are processed, also something 
impressive about examinations by the 
State Insurance Department. 

“T was eager to learn more about life 
insurance financial statements and see 
them presented in a form so that a 
layman could grasp their importance, 
particularly the liability side of the state- 
ment. The statements are an impressive 
grouping of figures, but do not convey 
much information beyond the fact that 
the debits equal the credits. 

“In a word, I wanted to see the public 
mind so satisfied that it would say— 
there is no mystery in life insurance. 


Suggests Use of Daily Press 


“Why not say those many things 
that arrest the attention of the policy- 
holder and the prospective policyholder ? 
Do you think it is impressive to inform 
the policyholders that there is an aver- 
age of $1,700 of insurance per policy- 
holder and $400 of assets per policyhold- 
er? A great many policyholders are 
uninformed about insurance and inter- 
pret literally what they read. Many un- 
informed may be confused about the $400 
average resources for each $1,700 of in- 
surance. You may think this illustration 
is extreme, but do not overlook the fact 
that most people are familiar only with 
their own particular calling, and any 
other kind of work or business is Greek 
to them. 

“Life insurance is perhaps the greatest 
business we have in this country, so why 
shouldn’t the daily press be used to keep 
the public better informed about the mat- 
ters to which I have been referring? 
Corporations have been doing so with a 


great deal of success. I wish to quote 
Mr. Charles Burton Robbins, manager 
and general counsel of the American 


Life Convention, for he recently said: 
‘We live in an age of advertising and 
so-called propaganda. The Government 


itself, I am told, has spent more than 
$10,000,000 in advertising the Federal 
Housing Administration loans, and many 
other millions in advertising its various 
activities. Life insurance should not be 





BOWER 


JOSEPH A. 


speechless, but should carry its message 
to every citizen in the land.’ 

“Life insurance premiums invariably 
are an important proportion of a policy- 
holder’s annual income and he should 
receive more recognition. Why not have 
a life insurance company official acknowl- 
edge to each new policyholder the con- 
tract written and invite the new client to 
call sometime and meet a designated 
official of the company and make an 
inspection trip through the several de- 
partments of the institution? Would it 
not be well to send a similar invitation 
on some anniversary dates to every pol- 
icyholder? Would it not be well to make 
a special effort to get policyholders to 
attend annual meetings of the life insur- 
ance companies so that they may hear 
the results of what has been accom- 
plished for their benefit from the chair- 
men or the presidents. This would be 
similar to annual stockholders’ meetings 
held by corporations. All policyholders 
could not be expected to attend the main 
office meeting, but would it not be an 
innovation if the policyholders were in- 
formed that on the date of the annual 
meeting there would be meetings held in 
the office of each of the state agents, 
where the same report and information 
would be made available? Perhaps a 
better way of accomplishing the same 
thing would be to have the annual pro- 
ceedings broadcast over a nation-wide 
hook-up and the policyholders invited to 
listen in. 

“The lack of knowledge sometimes 
leads to doubts in the minds of people, 
even to the degree of having them doubt 


the safety and success of the largest 
institutions. You must counteract these 
doubts, not by mere stereotyped answers, 
but with facts that are understandable, 
official and convincing. A large section 
of the public feels that the business of 
life insurance is surrounded by mystery 


and is highly involved. These impres- 
sions should be corrected. Incidentally, 
this converts these policyholders into 


being salesmen for you and without any 
sales expense, 


Lack of Knowledge Leads to Doubts 
“It should be part of your job to see 


that your clients and prospe under- 
stand the basic principles of all forms 
of life insurance and the stability o7 


the institutions with which have 
relations. 

“You and I know there is no mystery 
to life insurance, but I do not think 
that you, as members of the Life Mana- 
gers Association, or that most life insur- 
ance companies, as principals, have made 
serious enough effort to reach the public 
with the kind of life insurance informa- 
tion that will arrest their attention and 
prompt them to know more about the 
functions of life insurance companies. I 
think the policyholder should be prevailed 
upon to know something about the ad- 
ministrators of these vast funds, yet it is 
infrequent that a policyholder has con- 
tact with a company official or visits 
the company offices. I hold a policy that 
is thirty years old and to the best of my 
recollection, the only communication I 
have ever received from the company is 
the annual notice of the amount of pre- 
mium that is due. 

“T believe that whenever a_ rela- 
tionship can be developed directly be- 
tween official management and clients, 
it begets better understanding, increased 
confidence and results in greater growth. 
When this feature is ignored, an institu- 
tion can suffer from prejudice political 
viewpoints and from biased criticisms 
which arise from other sources. These 
other sources do tell their story in lay- 
man’s language to the policyholder and 
can unsettle his confidence because he 
has not been specifically encouraged to 
know the administrative management and 
be informed about the record and sta- 


they 


bility of his life insurance company 
“Remember that you are sellers of 
an intangible thing and that that sale 


carries with it a ‘promised performance,’ 
to be executed in the future. That is 
quite different from buying an advertised 
product with which you walk out of the 
store after you have paid your money. 
The buyer of an intangible thing with a 


future ‘promised performance’ should 
know that the vendor company will be 
able to carry out its obligation. When 


confidence is shaken nationally it de- 
velops into a mania of distrust in all 
the contacts of the buyer because he 
or some of his friends have not had 
the ‘promise’ fulfilled, or because the re- 
sult has been different from what the 
buyer has been led to believe. Dema- 
goguery information circulates fast and 
far.” 
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Had Long Been Sick 


GENERAL MANAGER GREAT-WEST 





Long Prominent in Canadian Insurance 
Circles; Had Been With Great- 
West Thirty Years 


Prominent men from insurance and 
other fields attended the funeral on 
Monday last week at Winnipeg of 


Colin Campbell Ferguson, general man- 
ager of the Great-West Life, who died 
Friday, May 20, after a prolonged ill- 
ness. Mr. Ferguson’s death is a severe 

















C. C. FERGUSON 


loss not only to the Great-West but to 
Canadian life insurance generally be- 
cause he had for many years been active 
and prominent in Dominion insurance 
affairs, 

Born in Marshfield, Prince Edward Is- 
land, March 10, 1878, a son of Senator 
Donald Ferguson and Elizabeth (Scott) 
Ferguson, he was educated at Marshfield 
Public School, Prince of Wales College, 
Charlottetown, and McGill University, 
Montreal, graduating from McGill in 
1900 with a Bachelor of Arts degree and 
gold medallist of his class. 

In 1904 Mr. Ferguson married Edith 
Jean Platt of Toronto, who survives him 
together with four children: Donald 
Ryrie (now supervisor of field service, 
Great-West Life), Blair (Canada Life, 
Toronto), Margaret, and Colin C. Jr., 
(of Winnipeg). He was a member of 
First Baptist Church, Winnipeg. 


Succeeded Founder J. H. Brock 


Following seven years’ service in the 
actuarial department of the Canada Life, 
Mr. Ferguson came to Winnipeg in 1907 
as actuary of Great-West Life. J. H. 
Brock, founder and managing director 
of the company, died in 1915 and Mr. 
Ferguson was appointed general man- 
ager shortly afterward. He assumed di- 
rection of the company during the black- 
est of the war years and guided its 
destinies successfully through the greater 
part of the war, the influenza epidemics, 
the post-war depressions and boom times 
until the early part of this year. Of 
exceptionally clear intellect, he was a 
lucid and convincing speaker who was 
in demand in Winnipeg and elsewhere. 
He has been described as “one of the 
ablest and most articulate of Canadian 
authorities on life insurance and credit.” 
The Winnipeg Board of Trade and com- 
munity service organizations for years 
had the benefit of his active service, 
as did various life insurance groups such 
as the Canadian Life Officers Associa- 
tion, the Canadian Mortgage Association 
and various bondholders’ committees 
made their demands on his time. His 
help was given in a quiet but none the 
less effective manner and his influence 
on their activities was profound, 

He was an associate of the Institute 


of Actuaries and a Fellow of the Actu- 


Illinois Bankers Impresses 


Town With Silver Dollars 


The importance of large payrolls in 
turning the wheels of business was given 
factual demonstration in Monmouth, IIli- 
nois, on May 28 when the Illinois Bank- 
ers Life Assurance Co. paid its 250 em- 
ployes in bags of silver dollars. The 
semi-monthly payment required over a 
third of a ton of the “cartwheels.” 

The company requested employes not 
to deposit the money in banks but to 
use it for cash payment of purchases 
and accounts, in order that the entire 
community might have a practical illus- 
tration of the way a payroll of this size 
permeates and benefits every type of 
business. 

While an unusual amount of office 
work was required to arrange payments 
in this way, instead of by the usual 
form of checks, the company was well 
repaid for the effort by the public in- 
terest aroused when the flood of cart- 
wheels began rolling into business houses 
throughout Monmouth and neighboring 
communities. 

Silver dollars are a sufficient rarity in 
that locality to arouse interest in them- 
selves, and a third of a ton of them 
created a sensation. 


Cc. E. DELONG OUTING 


The annual outing of the Charles E. 
DeLong agency of the Mutual Benefit 
Life, 225 Broadway, New York City, will 
be held at Canoe Brook Club, Summit, 
N. J. on Friday June 10. The program 
for the day consists of play of various 
sorts in the morning a buffet lunch, golf 
tournament in the afternoon, and dinner. 








ANNOUNCES ENGAGEMENT 

Announcement has been made of the 
engagement of Miss Ethel Olivia Kane, 
Irvington, N. Y., to J. Dixon Calder- 
wood of New York, associate editor of 
NYLIC, the house organ of the New 
York Life and formerly on the staff of 
The Eastern Underwriter. 





arial Society, a member of the Actuaries 
Club of Toronto and of the Actuaries 
Club of Winnipeg. Other clubs included 
Manitoba Club, St. Charles Country 
Club and Motor Country Club, He was 
a director of the Northern Trusts Co. 
and the Winnipeg Foundation; chairman 
of the board of administrators of the 
Manitoba Teachers Retirement Fund, 
and a valued member of the Executive 
of the Federated Budget of Winnipeg. 
Those who worked most closely with him 
—the head office staff and the field force 
of Great-West—feel a deep sense of per- 
sonal loss in his passing. 


Public Relations From 
Conservation Angle 


IN TALK BY KARL LJUNG 
Jefferson Standard Agency Secretary 
Tells Ad Men Agents Are Best 


Public Relations Counsel 





Speaking on the subject of public re- 
lations from the angle of conservation 
of business before the Southern Round 
Table of the Life Advertisers Associa- 
tion at its recent meeting in Asheville, 
Karl Ljung, agency secretary, Jefferson 
Standard Life, stated that the best ad- 
vertising medium, the best public rela- 
tions counsel, the life insurance business 
can possibly have is a good agent and 
that conservation is directly related to 
public understanding. 

“We cannot say that our agents have 
done a poor job in selling the life insur- 
ance protection idea,” stated Mr. Ljung, 
“vet we have left the job of creating and 
conserving life insurance policies almost 
entirely in the hands of our agents. If 
we fail to train our salesmen—that is, 
control their efforts—we are inviting 
trouble. Perhaps no plan of training has 
yet been prepared that does a thorough 
job, but given proper understanding of 
the product he is supposed to sell and 
keeping him enthusiastic about oppor- 
tunities to make money and render a 
service, your salesmen will do a credit- 
able job. The one thing I believe cannot 
be controlled in this business is the 
work habits of a salesman. Men with 
varied degrees of ambition and energy 
will work along different lines and 
hours.” 

Mr. Ljung went on to say that in 
North Carolina, home state of his com- 
pany, in 1936 all companies doing busi- 
ness wrote $123,000,000 in new Ordinary 
insurance. During the same year citi- 
zens of North Carolina lapsed Ordinary 
insurance totaling approximately $80,000,- 
000. There are 6,000,000 white families 
in the South and Southwest, 4,400,000 
of which live on farms or in towns of 
10,000 population or less. 

“Take a look at the business you 
receive each day,” commented Mr. 
Ljung, “and see what the yearly income 
of your average policyholder amounts to 
and you can get a good idea of the 
market you are trying to reach with 
your plan of public relations. The aver- 
age income is low, the standard of liv- 
ing is governed by the income. If we 
have a problem concerning our market 
let’s not play over the heads of our 
average citizen.” 
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FRATERNAL REFERENCE BOOKS 

Two reference books covering the fra- 
ternal field—Consolidated Chart of In- 
surance Organizations and Statistics Fra- 
ternal Societies—have just been issued 
by the Fraternal Monitor, Powers Buili- 
ing, Rochester, N. Y. The Consolidated 
Chart combines reports of 384 fraternal 
societies and associations, including rates, 
gain and loss exhibits, insurance in force, 
new insurance and other reference ma 
terial. The Statistics Fraternal Societies 
is a book of 240 pages giving detailed 
information on practically every fraternal 
benefit society in the country together 
with a large amount of information, ex- 
hibits, officers, plans, rates, etc. 

Insurance in force reported in the 193 
edition of the chart shows a total of 
$117,125,778,048. New insurance written 
in 1937 by all classes of these organiza- 
tions aggregated more than $13,000,000; 

. Losses paid were in excess of $1; 
000,000,000. The Consolidated Chart is $1 
per copy in manila binding; the Statis- 
tics is $1.25 manila binding, and either 
book can be had in red flexible binding 
for 25 cents addition. 





ON FIVE-DAY WEEK 
The home office of the Travelers wil 
have a five-day week during July ané 
August, giving all employes ten Satur 
days off. The company has gone on tts 
usual Summer schedule of closing # 
four o’clock. In making the announce: 
ment President L. Edmund Zacher said 
“This plan is adopted for 1938 only. !t 
cannot be considered a permanent ote 
nor should it be accepted as a prect 
dent.” 


PRUDENTIAL TAXES REDUCED 

Reductions totaling $3,519,400 from the 
1935 assessment levied by Newark °! 
five Prudential properties near Broa 
and Market Streets have been granted 
by the State Tax Board. The redut- 
tions are approximately 15% of the total 
assessed value of the propertics—$2" 


198,500. 
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Mutual Life National _ 


Field Club on Coast 


HOME OFFICE HEADS THERE 





Largest Field Club Convention in Com- 
pany’s History Gathers This Week 
At San Francisco 





Members and associate members of 
the National Field Club of the Mutual 
Life of New York were in attendance 
this week at the twenty-third annual 
convention held June 2 and 3 at the 
Fairmont Hotel, San Francisco, This is 
the largest field club convention in the 
company’s history, and those in attend- 
ance comprise a substantial percentage 
of the representatives responsible for 
its total annual production. 

The keynote of the convention is “Im- 
proved Methods, Broader Service, In- 
creased Sales, Greater Success.” Presi- 
dent David F. Houston of the Mutual 
Life attended and addressed the conven- 
tion, Which was presided over by George 
\. Patton, vice-president and manager 
of agencies. Also on the program from 
the home office were Frederick L. Allen, 
vice-president and general counsel; G 
A. Sattem, superintendent of agencies; 
J. k. Hull, assistant superintendent of 
agencies; and Walter Klem, assistant 
actuary; also Managers Gordon W. Hay 
of the Mutual Life’s San Francisco 
\gency and H. B. Cadwell, manager at 
Oakland. ; 

Attending the sessions from the home 
office in addition to those on the pro- 
gram were Austin D. Reiley, assistant 
manager of selection and supervisor of 
risks; Dr. E. F. Russell, medical direc- 
tor; Walter F, Shaw, assistant manager 
of agencies; and E. M. Hunt, manager 
publicity and field service. 

Cornelius J. McCole of Scranton, 
president of the 1937-1938 Field Club, 


and other agency representatives made 
































STUDY THE SHINGLES 


These signs proclaiming business partner- 
ships are plentiful in any community. 


They tell a story of mutual regard 
and confidence that is typical of 
such associates, whether they num- 
ber two or several. 


Such partners or the principals in an 
incorporated enterprise usually are 

















Home Makes Yeoman 
G. A. at Baltimore 


HAS BEEN FIELD ASSISTANT 


Successful in Directing Promotion Of 
Planned Estates Sales Method 
Used by Company 


Home Life of New York announces 
the advancement of Patrick H, Yeoman, 
home office agency field assistant, to 
general agent at Baltimore. Mr. Yeo- 
man went with the Home Life two vears 





PATRICK H. YEOMAN 


ago after six years’ experience in life 
insurance. As agency field assistant he 
has done outstanding work, 

The position of agency field assistant 
was created in 1933 when Home Life in- 
troduced its planned estates idea and it 
is this staff of men in the home office 
who are charged with the responsibility 








constructive contributions to the sessions * > ° * of educating and training the sales force 
with prepared addresses having to do interested In life Insurance for to present planned estates in the most 
BOOKS with life insurance field work. Seven " intelligent and practical manner to 
; the fra- this year were in attendance when the business purposes, when they learn clients. Those selected for the position 
t of In- club was first organized at the Fairmont 5 of home office agency field assistants 
stics Fra- in San Francisco, twenty-three years ago. what it can do for them. are men who have had proved sales rec- 
n issued ords and who have ambitions along 
rs Build- agency management lines. In assisting 
solidated T. D. Semple Made Manager M k th t : general agents in developing the new 
fraternal sales organization in each agency, the 
ing rates, Of Bragg Agency Branch ane em your prospec S. field assistant is given a _ thorough 
in force, James Elton Bragg, head of the Bragg ground-work and training in sound 
ence ma- agency of the Guardian Life, 50 Union agency management which adequately 
Societies Square, New York City, has opened an equips him for the position of general 
detailel J uptown branch office at 17 East Forty- agent. 
fraternal second Street which will be Pyaar the 
together direction of T. Darrington Semple as 
dae Tl wanciake sanmamee. “i F. E. Herb New Utah General 
Mr. Semple has been in life insurance 
the 1938 for more than fifteen years and in addi- Agent For the Penn Mutual 
total of tion to being a successful personal pro- The Penn Mutual Life has appointed 
» written ducer has had considerable experience in Franklin E. Herb general agent for Utah 
yrganiza- managerial work. He is a founder and with headquarters at Salt Lake City, 
3,000,000,- former president of the Westchester succeeding William A. Carter, who has 
s of $1, Southern Society, member of the execu- retired from active management because 
art is $1 tive committee of the Virginia Society of illness, according to an announcement 
e Statis- of New York, member Sons of the Amer- by Vice-President Alexander E. Patter- 
id either ican Revolution, and in 1933 was appoint- aad 
. binding ed treasurer of Westchester County by Mr. Herb is a graduate of the Whar- 
Governor Lehman, an office he resigned ton School, University of Pennsylvania, 
later to return to life insurance work. where he majored in insurance. He be- 
4 _ This expansion by the Bragg agency came associated with the J. Elliott Hall 
lers will 's made necessary by the notable growth agency in New York City in 1925, was 
July and of the organization under Mr. Bragg supervisor and instructor of agents and 
n Satur- which, starting from scratch, ranked transferred to the home office in 1934 in 
re on its sixth among Guardian agencies by the the training branch. He holds the C. 
osing al close of 1934 and now ranks third for L. U. designation and is a frequent 
nnounce- the current club year. speaker at life underwriters’ meetings 
ner said and Penn Mutual agency gatherings. 
only. It CINCINNATI MEETING TODAY 
rent one Jack Lauer, chairman Million Dollar 
a prece- Round Table, is scheduled to address HILLER LEADS PENN MUTUAL 
the Cincinnati Life Underwriters Asso- Walter N, Hiller of the Stumes & Loeb 
D ‘lation at noon today. New officers wili agency, Penn Mutual, Chicago, leads the 
uC be installed at the meeting. Slated by entire filed force of his company na- 
= a nominating committee for office were tionally in production Bag A. first yd 
vark © ese: George J. Woodward, Equitable months of this year. Mr. Hiller is a life 
¢ Broat Society, po oe John C. Schastian, EDWARD D. DUFFIELD, President Home Office, NEWARK, N. J. member of the Million Dollar Round 
grantet Union Central, vice-president; Warner Table of the National Association, promi- 
, reduc: Nilson, Guardian Life, secretary, and nent in C.L.U. activities, and an instruc- 
the tota James C.' McFarland Ohio State Life, tor of life insurance salesmanship at 
es— $2; treasurer, the Northwestern University. 











Page 6 


ene Life Res suits In 
Its Quality Campaign 


AVERAGE UNIT SALE HIGHER 


Comparison After Four Years of Planned 
Estates Shows Higher Amounts, 
Better Business 
when an force 


What happens 
uraged to follow 


agency 


s enc sales methods 


onsistently that will increase their aver- 


age unit sale is seen in figures just re- 
leased by the Home Life of New York, 
ne of the first companies to inaugurate 
a long-term program with the object 
if increasing the quality of its new busi- 
ness. 

A review of paid-for business during 
\pril of this year has been contrasted 
with business produced four years ago 
when Home Life first began its quality 


Results can best be seen in 
contrasting averages. Of the policies 
sold by Home Life in April, 1938, 58% 
in amounts of $5,000 or more. The 
unit sale during April was 
1933, the average unit saie 
was $3,389 and 38% of the policies at 
that time were under $2,000 in amount. 
Today, on the basis of April figures, the 
less-than-$2,000 sale amounts to but 23% 
of the company’s total sales. 

As to type of prospect who contributes 
to quality business, April figures dis- 
close the fact that four out of every 
five applicants for insurance in the Home 
Life are professional and business execu- 
tives and top-ranking salaried employes. 
Thirty-eight percent of the business sold 


campaign. 


were 
average 
$5,311 In 


by the Home Life four years ago was 
settled for on a quarterly basis. Cur- 
rently only 28% of the business is set- 
tled for quarterly—51% is settled an- 
nually and 21% semi-annually. 

The Home Life, which seeks to have 
every salesman keep the factors in mind 
which contribute to quality business and 
increase his income, has concluded that 


to achieve the most favorable results it 
must concentrate and specialize in a 
type of prospect from occupational and 
economic levels who is able to buy in 
larger amounts. In specializing in this 
market, the company has relied on 
“Planned Estates,” a Home Life sales 
plan which is followed in all of its lead- 
ing agencies, 


Best’s Life Insurance 
Reports For 1938 Issued 


Best’s Life Insurance Reports for 1938 
has just been issued by the A. M. Best 
Co., 75 Fulton Street, New York City. 
This is the thirty-third annual edition 
of this standard reference k which 
includes complete financial, operating and 
investment information on legal reserve 
life insurance companies, fraternal bene- 
fit societies and assessment associations 
licensed in the United States and also 
Canadian companies so licensed. 

In addition to the annual statements 
of companies which are analyzed the 
work covers assets and liabilities with 
ratios to total physical assets, rate per 
cent earned, income and disbursements, 
gain and loss exhibits, classes and 
amounts of business in force and sig- 


nificant ratios derived from the state- 
ment. Also on each company are tables 
showing growth, principal statement 
items, cash premium income, history, 
financial condition, management, operat- 
ing results, kinds of business written, 
= directors, territory and reserve 
JaSis. 


TROPHY GIVEN IN MONTREAL 
_The Montreal St. James Branch of the 
Canada Life, under Manager V. R. F. 
Macdonald, has been announced winner 
of the 


new Max Seigler Trophy, an 
award set up for presentation to the 
office lending greatest support to the 
Life Underwriters Association of Mon- 


treal in any one year. Unanimously the 
board voted to give this recognition to 
Mr. Macdonald’s organization. 






June 


5, 1938 





Charles B. fienes il 
Slate of Chicago Ass’n 





CHARLES B. STUMES 


The committee of the Chi- 
cago Life Underwriters 
has brought in the following slate to be 
voted on at the annual meeting: Presi- 
dent, Charles B. Stumes, Penn Mutual; 
first vice-president, L. Mortimer Buckley, 
Provident Mutual; second vice-president, 
William M. Houze, John Hancock; 
treasurer, A. W. Ormiston, Travelers. 
Directors: E. C. Hintzpeter, Mutual Life 
of New York; James H. Brennan, Fidel- 
ity Mutual; Joe C. Caperton, State Mu- 


nominating 
Association of 


tual; Edward H. Dooling, Prudential; 
V. T. Eckert, New England Mutual; D. 
Miley Phipps, Northwestern Mutual; 


Herman A, Zischke, Union Central. 


Hobbs Heads Chicago 
Life-Trust Council 


NEW ORGANIZATION STARTS 
Insurance Men Toke Active Part At 
Initial Meeting; Outlook for Full 
Cooperation Bright 


Formation of the Chicago Life Insur- 
ance & Trust Council as reported briefly 
in The Eastern Underwriter last week 
resulted in election of the following offi- 
cers: president, Philip B. Hobbs, Equit- 
able Society; vice-president, Harold 
Eckhart, Harris Trust & Savings Bank; 
secretary, Alanson S. Ingersoll, Mutual 
Jenefit Life; treasurer, Samuel Marsh, 
First National Bank. On the executive 
committee are H. K. Nickell, Connecticut 
General; E. W. Hughes, Massachusetts 
Mutual; John R. Hastie, Mutual Life of 
New York. 

Edward C, Anderson, 
tor, Connecticut Mutual, was introduced 
as special guest. E. B. Thurman, New 
England Mutual, was introduced as the 
first paid member of the new organiza- 
tion, followed by E, W. Hughes, Massa- 
chusetts Mutual. 

Members Offer Suggestions 

John C. Mechem, First National Bank 
of Chicago, the first speaker, said that 
“The life insurance business and the 
trust business are the two finest busi- 
nesses in the world, first; because they 
are founded on the ideals of protection 
of those who for one reason or another 
are unable to protect themselves, and 
secondly; because they have the great- 
est possibilities for growth of any busi- 
ness in the world. Why then, can we 
not go on together to the end that all 
should ultimately achieve the full mean- 
ing of cooperation, joint action and profit 
sharing ?” 

Felix D. Simon, Penn Mutual, recom- 
mended statistical information be com- 
piled to show rate of return earned on 
life insurance funds placed in the care 
of the trust departments of banks. Alec 


education direc- 
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Kollenberg, Mutual Benefit, suggested 
ote whereas lawyers play an it nportany 
part in arrang ing trust agreemen ts, thar 


a council committee be appon ted for 
cooperation with attorneys. James q 
Brennan, Fidelity Mutual, suegeste 
that a questionnaire be sent to member 
relative to type of programs and activi. 
ties the members of the council Would 


prefer. 
Zimmerman One of Speakers 
J. Zimmerman, general age nt, Con. 


necticut Mutual, who was also a speaker 
at this initial meeting, held that in mog 
instances the corporate trustee should be 


used wherever an int'mate knowledge o 
the condition of the beneficiaries is nee. 
essary. He said that life insurance coy. 
panies should be used where, er the 
amount of insurance is comparatively 
small and wherever the annuity options 
are involved, that the primary functioy 
of both life insurance men and trust of. 
ficers is to keep the best 
the client always in mind; 
tion injurious to one group 
tually be injurious to both groups, and 
he made a plea for continued wader. 
standing and friendship. 


intere Sts of 
that lecisla- 
must even- 





A. F. HAAS HONORED 





Pittsburgh Mutual Life Manager Send; 

Twelve to Club Convention; Strive 

for Fifth Place 

A. F. Haas, Pittsburgh agency 
ger, Mutual Life of New York, 
twelve of ‘his leading producers at a 
luncheon May 12. The following twelve 
were successful in qualifying to attend 
the company’s National Field Club con- 
vention in San Francisco June 2 and 3 
Charles Benjamin, M. V. Hyde, J, N 
Latiano, W. K. Rennie, W. B. Lichiiter, 


mana- 
honored 


H. G. Allen, H. A. Heinem: in, A. E 
Wright, W. Wyatt, W. C. Hood, C 
H. Johnston, J. W. Neff. 

The agency gave a dinner in honor 


of Mr. Haas’ fifth anniversary and pre- 
sented him with a scroll pledging them- 
selves to help attain fifth place among 
all the company’s agencies by the end 
of his fifth calendar year in Pittsburgh. 
Under his leadership the Pittsburgh 
agency has advanced in five years from 
fifty-third to seventh place. 


WEEKLY PRODUCTION RECORDS 





Cesare Maraccini, Sara S. Royall And 
. W. Averett, Jr., on Pacific 
Mutual Life List 

Weekly production consistently for a 
period of more than ten years has been 
achieved by three members of the field 
force of Pacific Mutual Life. Leading 
the group, with 689 weeks of consecu- 
tive production—more than _ thirteen 
years—is Cesare Maraccini, Standeford 
general agency, Fresno, Calif. Second 
ee is held by Miss Sara S. Royall, 
Garland general agency of Virginia 
with 663 weeks of production. W. 
Averett, Jr., also of the Garland bei 
is third with 611 weeks. 

Other Pacific Mutual field men who 
have achieved long records of consecu- 
tive weekly production aggregating five 
years or more are these: 

A. L. Geller, Baumann, agency, Houston; M. 
O. Nix, Jenks agency, Atlanta; R. E, Denman, 
Gantz agency, Ohio; : B. Love, Jr., Schwent- 
ker agency, Arizona; E. I. Rappaport, Hender- 
son agency, Chicago; D. R. Cohen, Sveska 
agency, Omaha; I. M. Alexander, Farrell 
agency, San Antonio; C. Hochstadter, 
Gantz agency, Ohio; W. C. Kern, Janney age? 
cy, San Diego; C. F. Linder, Day agency, 
Oklahoma, ‘ 

Service anniversaries of long duration 
are being celebrated by twenty-two mem- 
bers of Pacific Mutual’s field organiza 
tion. General agents on the list who 1 
May concluded more than ten years with 
the company are these: 

P. W. Satory, Fargo, N, D., 29 years; 
Joseph M, Gantz, Cincinnati, 20 years; 
D. J. Farrell, San Antonio, 17 years; 
Ted Dreyer, manager, Oakland, 16 years; 
Thomas H. Wall, Louisville, 15 years, 
and Harry Reynolds, Billings, Mont. 
years. 


SUPERVISOR FOR GREAT WEST 
C. A. B. MacRury has been appointed 
supervisor for the Vancouver branch 0 
the Great-West Life. 
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Dividends Applied To 
Extend Policy Life 


LEGAL PRINCIPLES INVOLVED 





Theo. H. Tangeman, Counsel Columbus 
Mutua! Discusses Subject Before 
Life Insurance Counsel 





Principles relating to the application 
of dividends and their legal aspects was 
discussed before the Association of Life 
Insurance Counsel at Hot Springs last 
week by Theodore H, Tangeman, counsel 
for the Columbus Mutual Life. Mr. 
Tangeman pointed out that the availabil- 
ity of dividends to extend the effective- 
ness of a life insurance policy which 
would otherwise have expired before the 
death of the insured is still frequently 
involved in litigation. Furthermore, the 
decision by the United States Supreme 
Court in the Williams case has had a 
considerable effect on the question. 


The Williams Case 


In the Williams case the annual pre- 
mium due June 10, 1931, was not paid 
and the insured died October 15, 1931. 
On June 10, 1931, the loan value of the 
policy was $990 and there was a_ policy 
loan of $989. There was also a dividend 
of $74.80 due on that date. The loan 
value after deducting the loan was not 
suficient to carry the policy to the 
date of the insured’s death, but if the 
dividend was applied either as a part of 
the loan value or against the loan thus 
reducing the amount to be deducted from 
the loan value, the protection of the 
policy would have been extended to the 
date of the insured’s death, The Supreme 
Court held that the company had no 
right to apply the dividend to extended 
insurance because the policy provided 
that if the policy should lapse, the divi- 
dend then due should be paid in cash. 
The insured had not elected any of the 
optional applications and therefore the 
“automatic disposition” clause controlled. 
The court also held that the company 
had no right to apply the dividend to the 
policy loan because the loan was not 
really a debt. The contention that a 
Texas statute requiring the application 
of “the reserve at the date of default on 
the policy, and on any dividend additions 
thereto” included dividends, was also re- 
jected. It was pointed out that the statute 
required the application of the entire 
reserve, meaning the reserve on the face 
of the policy and also the reserve of 
dividend additions to the face of the 
policy, but not dividends per se, which 
are not reserves. 

Four Usual Options 


Mr. Tangeman summarized by saying 

that life insurance policies now almost 
universally provide four options as to 
the disposition of dividends at the elec- 
tion of the insured and a_ provision 
automatically disposing of them in a 
specified way in the event the insured 
fails to elect any of the options. If the 
insured selects any particular option then 
the company has no right and conse- 
quently no duty to dispose of them in 
any other way. If the insured fails to 
select any option then the automatic pro- 
vision must control and unless it pro- 
vides, as it rarely if ever does, that the 
dividend shall be applied to keep the 
policy in effect, then the company has 
no right or duty to apply it either to 
Premiums, loans, or directly to extended 
msurance to keep the policy in effect. 
_ The four options found in most polic- 
les are to apply the dividends to the 
Payment of premiums; to purchase paid- 
up additions to the policy; receive the 
dividend in cash; and to leave the divi- 
dends with the company to accumulate 
at interest, 

Controversies will seldom arise if the 
tst option is selected and the case of 
Atlantic Life Ins. Co. v. Bender is 
authority that if the second option is 
selected the dividends are not available 
‘or other purposes. The Williams case 
seems to dispose of any question arising 
under the third option, while a long line 


H. H. Jackson and J. M. Avery 
In Legal-Actuarial Dialogue 


Henry H. Jackson, actuary, and John 
M, Avery, attorney, National Life of 
Vermont, presented before the Associa- 
tion of Life Insurance Counsel at Hot 
Spring last week a discussion in dialogue 
form of some actuarial principles some- 
times not accurately understood by judges 
and lawyers. Particular reference was 
directed to the determination of Annuity 
reserves and the computation of contin- 
ued Term insurance. The discussion 
concluded with comments on surplus dis- 
tribution and the recent New York pol- 
icy loan legislation. 





of cases beginning with Gardner v. Na- 
tional Life Ins. Co., (N. C.) supra, justi- 
fies the statement that the fourth option 
if selected by the insured withdraws the 
dividends from any question of applica- 
case to extended insurance. The Williams 
case and the Toncich case, are authority 
that in the event the insured fails to 
select any option then the automatic pro- 
vision is determinative of the application 
to be made of the dividend. 


The Nature of Dividends 


Commenting on the nature of dividends 
Mr. Tangeman said: 

“It seems clear that the policyholders 
for the time being in a purely mutual 
company have some kind of an interest 
in all of the assets of the company and 
that in case of voluntary distribution all 
of the surplus as well as reserves would 
have to be distributed to them, for no 
one else would have any claim thereto. 
But this interest is a peculiarly attenu- 
ated one for no one would claim that a 
policyholder has any interest in the as- 
sets of the company if the insured has 
died and the death benefit been paid. 

“As have been held in the cases cited, 
there are very good reasons for refusing 
to apply any of that portion of the sur- 
plus which has been retained to provide 
against contingencies to the benefit of 
any individual policyholder. There are 
also very good reasons for requiring the 
application of that portion of the assets 
of the company which has been reserved 
for each policy for the benefit of that 
policy. These last mentioned reasons are 
the basis of the non-forfeiture law. It 
remains to classify that portion of the 
assets of the company which the direc- 
tors have determined is not only not 
necessary as a reserve for contingencies 
but which has been allocated to the in- 
dividual policyholder. 

“Under modern policies providing for 
cash surrender and loan values the re- 
serve on any policy is equally as available 
in cash as is the dividend, The amount 
of reserve for any given time can be cal- 
culated exactly at the time the policy is 
issued while the amount of dividends is 
never certain until they are declared. 
However, the amount of the reserve 
which will be available for purchasing 
paid-up insurance upon lapse of a policy 
is also uncertain because there may be a 
loan against the policy in almost any 
conceivable amount which must be de- 
ducted from the calculated reserve to de- 
termine the amount to be applied to 
paid-up insurance. There seems to be no 
distinction between the attributes of divi- 
dends and reserve which would require 
a different treatment with respect to ap- 
plication to paid-up insurance upon lapse. 

“However, if the reason for giving the 
insured extended insurance to the valuc 
of the reserve upon lapse instead of re- 
turning the reserve in cash is what the 
insured has paid the money for insurance 
and that is what he should receive, then 
by the same token the dividend should 
not be applied to insurance except at the 
express or implied direction of the in- 
sured because the insured did not pay 
the dividend to the company for insur- 
ance but was told that of the amount 
required to be paid as premium an in- 
determinate amount less than the whole 
would be necessary to buy insurance and 
the remainder would be returned to him 
in cash.” 


Law Affecting Agents 
And Brokers in Conn. 


ADDRESS BY FRANK E. DULLY 
Travelers Attorney Presents Comprehen- 
sive Review of Life Insurance Law 
Before Life Counsel 
A comprehensive review of the life 
insurance law of Connecticut and the 
statutory provisions governing the opera- 
tion of companies was presented before 
the Association of Life Insurance Coun- 
sel at Hot Springs last week by Frank E. 
Dully, attorney in the law department of 
the Travelers. Mr. Dully’s lengthy re- 
view was accompanied by exhaustive 
foot notes and presents a valuable com- 
pendium of the law and practice in that 

state. 
Status of Agents and Brokers 

_Of more general interest was the sec- 
tion devoted to the law as affecting 
agents and brokers of which the follow- 
ing is a summary: 

An insurance company has the right 
to remove an agent on account of his de- 
falcations, and such removal terminates 
his interest in future premiums that 
might be collected on existing policies 
or on renewals since the principle that 
an employe who proves radically unfaith- 
ful to his trust or is guilty of gross 
misconduct forfeits all rights to compen- 
sation applies to agents of insurance 
companies. 

If insurance is written in companies 
which the agent does not represent he is 
ordinarily held to be acting, in the pro- 
curing of such insurance, as a_ broker 
and as the agent of the insured. If it is 
written in companies which he repre- 
sents, he is usually held to be the agent 
of the company and not of the insured. 

A broker under Connecticut statute 
acts as middleman between the insured 
and the insurer, He is the agent of the 
insured in negotiating for the policy. As 
such he owes a duty to his principal to 
exercise reasonable skill, care and dili- 
gence in effecting the insurance, and any 
negligence or other breach of duty on 
his part which defeats the insurance 
which he undertakes to secure will ren- 
der him liable to his principal for the 
resulting loss. The principal may sue 
either for breach of the contract or in 
tort for breach of duty imposed by it. 
In the former case the negligence of the 
plaintiff contributing to the injury sus- 
tained by him will not defeat the action, 
but will merely be considered on the 
question of damages, while in the latter 
it will defeat recovery. 

As Agents of Company 


Local agents who are authorized to 
procure and to forward applications for 
insurance are to be treated as the agents 
of the companies, and not of the ap- 
plicants, in any mistakes in the applica- 
tion made by them or by the applicant 
under their direction, Information com- 
municated to, or knowledge affecting the 
rights of the insured otherwise obtained 
by, such agents is imputed to the insurer 
upon the presumption that an agent will 
communicate such knowledge to his prin- 
cipal. Unless the agent is known to be 
acting in fraud of his principal, or unless 
it appears that the agent is acting in his 
own interest and adversely to the inter- 
est of his principal, this presumption is 
conclusive. The mere fact that the agent 
will enjoy a large commission if the pol- 
icy becomes effective does not of itself 
raise such a clear presumption that the 
agent will not perform his duty to inform 
his principal that the presumption of 
knowledge of the principal cannot obtain. 

Insured and Agent 


An instruction by the insurer’ to its 
agent to consider himself as the agent of 
the insured is not effective to make him 
such unless the insured chooses to recog- 
nize him as his agent. 

A provision in the application for a 
policy that no knowledge of the agent 
shall be considered as having been 
brought to the knowledge of the com- 
pany unless stated in the application re- 





Statutory Provisions 
On Policy Loan Rate 


DISCUSSED BY T. A. BRADSHAW 
Provident Mutual Counsel Presents 
Timely Paper Before Life Counsel 
Ass’n at Hot Springs Meeting 
Legal aspects of company practice in 
connection with policy loans was the 
subject of a comprehensive address be- 
fore the Association of Life Insurance 
Counsel, Hot Springs, Va., last week by 
T. A. Bradshaw, assistant counsel, Provi- 
dent Mutual Life. Mr. Bradshaw dealt 
at length with all legal phases of this 
subject. Of particular interest at this 
time is his summary of statutory require- 
ments as to rate of policy loan interest 

On this Mr. Bradshaw said: 


Provisions in Different States 


“The usual ‘standard loan provision 
statute’ does not state the rate of inter- 
est which may be charged on policy 
loans, but on the contrary merely states 
that the loan must be made ‘at a speci- 
fied rate of interest. However, the 
statutes of Idaho, Massachusetts, Ne- 
braska, New Mexico and Washington 
provide that the interest shall be at a 
rate not exceeding 6% per annum. And 
the recent amendment to the New York 
statute (Ch. 450 Laws 1938) provides that 
the interest rate shall not exceed ‘4-8/10% 
per annum if payable in advance or the 
equivalent effective rate if interest is 
otherwise payable.’ And the statutes of 
Colorado, Rhode Island and Utah, hav- 
ing to do with automatic premium loans, 
specify that the interest rate on such 
loans shall be 6%, the Rhode Island 
statute stating that the interest shall be 
compounded, and the Colorado and Utah 
statutes stating that it shall be ‘payable 
annually in advance. And a _ certain 
Louisiana statute (Act 62 of 1908), while 
not fixing the maximum rate of interest 
on policy loans, may in effect be an 
indirect attempt to limit the rate, inas- 
much as it purports to exempt from taxa- 
tion such policy loans as bear interest 
not in excess of 5%. 


May Collect in Advance 


“All of the ‘standard loan provision 
statutes’ provide that the company may 
collect interest in advance to the end 
of the eurrent policy year. The 1938 
amendment to the New York law pro- 
vides that ‘if the loan is made or repaid 
on a date other than the anniversary of 
the policy, the company may collect in- 
terest for the portion of the current year 
on a pro-rata basis at the rate of in- 
terest specified in the policy, ‘which 
provision, so far as advance payment of 
interest is concerned, seems merely to be 
another way of saying that the company 
may collect interest in advance to the 
end of the policy year. 

“Provisions for the taking or charging 
of interest in advance at the full rate 
specified in the policy have generally 
been upheld by the courts. It has been 
said that if the full loan value has been 
taken or is applied for, a demand by the 
company for interest until the next pol- 
icy anniversary is proper, the reasoning 
of the courts being that if this were not 
so the company would be without se- 
curity. 

“But it has been said that if the local 
statute does not specify the policy loan 
interest rate, the statute permitting the 
deduction of interest in advance “at a 
rate specified in the policy” must be con- 
sidered along with the local usury stat- 
ute, and that the right to charge interest 
in advance implies that in event of re- 
payment before expiration of the period 
for which interest was taken, only the 
pro rata interest for the period the loan 
remained unpaid will be charged.” 





fers to matters relevant to the issuance 
of the policy, and does not include in- 
formation coming to the knowledge of 
the agent in the course of performance 
of his duty in the collection of premiums 
(Continued on Page 14) 
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IDEAS that CLICK 
By Paul Troth 


No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an idea. 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern Under- 


writer in this column from time to time. 
No. 35 

\ lot has been said about time control. 

In the actual selling of business there is 

an element of time control in plotting 

one’s calls all in the same neighborhood 

and an important element of timing in 


setting the call when it will be most con- 
venient for the prospect to talk about life 





insurance. There are prospects too who 
can only be seen at unusual hours be- 
cause of the nature of their work. When 
he takes all of those things into consid- 
eration the agent can plan his time more 
profitably. 

One of the veterans in the business 
was given a testimonial party the other 
day and he told a story or two about the 
horse and buggy days when he started 
selling life insurance in the wide open 
spaces of California. While times have 
changed, some of his methods can still 
be applied. The agent is L. G, Campbell 
of Oakland, Calif., who started selling 
life insurance for the Pacific Mutual Life 
just thirty-five years ago. At the recent 
testimonial luncheon President Kemp of 
that company presented him with a thir- 
ty-five years diamond studded service pin 
and his twenty-second consecutive mem- 
bership in the Big Tree Club, honor pro- 
duction group of the company. 

Relating some of his early experiences 
he said that he evolved two plans to 
reach the prospect who otherwise might 
not be interviewed. First, he bought 
himself a bicycle and then he mapped out 
a certain section of the country near his 
home and secured the names of ranchers, 
mining men or factory workers in that 
territory. With his list of prospects and 
his bicycle he would clamber aboard a 
freight train and when the train reached 
its nearest stopping point to the terri- 
tory he wanted to cover, would drop off, 
mount the wheel and speed into the coun- 
try. He would take a whole week to the 
trip, get the interviews and the apps 
and return home Saturday night to map 
out a new territory. The result was he 
got the business. 

The second discovery that young Mr. 
Campbell made was that some of his 
prospects in mine or factory worked on 
the “graveyard” shift. The only hours 
in which they could be seen were be- 
tween midnight and dawn, He told of 
setting his alarm clock for midnight, 
going to bed with the chickens, getting 
up and hustling to mine or mill to see 
the superintendent and to get the inter- 
view with the man he wanted to sell. 


Widening Field Seen 
For Use of Actuaries 


BY PRESIDENT OF INSTITUTE 


V. R. Smith Tells American Institute at 
Chicago Larger Opportunities For 
Technical Men Are Ahead 





Demand for the professional services 
of actuaries is constantly widening, as 
pointed out by V. R. Smith, general man- 
ager of the Confederation Life of Can- 
ada, in his address at Chicago yesterday 
as president of the American Institute 
of Actuaries. While an overwhelming 
proportion of actuaries are engaged in 
the service of insurance companies with 
85% of the members of the Institute so 
employed and 90% of members of the 
Actuarial Society, there is an increasing 
demand for the actuary in government 
service especially in recent years as the 
public consciousness has been quickened 
by the idea that the community or the 
state must make provisions against cer- 
tain hazards of sickness, accident and old 
age as they affect groups of wage earn- 
ers and salaried classes in the state. If 
these plans are to be inaugurated and 
organized along sound lines the advice 
and supervision of experienced and com- 
petent actuaries is a first essential, stated 
President Smith, 

In England more than 10% of the ac- 
tive Fellows are employed in government 
services, while but 3% of American Fel- 
lows are similarly employed. Apart from 
employment on the permanent staff of 
the civil service, either Federal or state, 
the necessity has arisen from time to 
time for the employment of fully quali- 
fied actuaries by the state on special oc- 
casions for the purpose of advising com- 
missions of investigation when inaugurat- 
ing schemes providing life insurance ben- 
efits, pension benefits or sickness and 
accident benefits. 


=— 


John A. Stevenson Re-elected to Hea 
Insurance Federation of Penp 


By E. S. Banks 


Devoid of the fanfare and_ publicity 
which had characterized its annual gath- 
erings for the past two years, the In- 
surance Federation of Pennsylvania last 
Thursday and Friday celebrated its silver 
jubilee by sponsoring the 1938 Pennsyl- 
vania Insurance Days at the Bellevue- 
Stratford Hotel in Philadelphia. 

Its theme that of Sales Promotion, the 
two-day program offered addresses at 
all of the various conferences of all the 
branches of the business replete with 
sales ideas. 

The sales promotion theme assumed a 
big aspect in the welcoming address of 
John A. Stevenson, president of the Fed. 
eration and executive vice-president of 
the Penn Mutual Life, at the conven- 
tion’s opening luncheon on Thursday. 
As Mr. Stevenson phrased it, sales pro- 
motion was more than merely sales aids. 
For “adequate selling is genuine serv- 
ice.” And he asserted that the main 
objective of the Pennsylvania Federation 


(Continued from Page 1) 


terested in the underwriters association 
of his city, of which he is now a direc- 
tor. He is also chairman of the budget 
committee for the California State As- 
sociation of Life Underwriters, and 
chairman of the Southern California 
Caravan Committee in charge of sales 
congress programs for all southern Cal- 
ifornia associations. He is also a mem- 
ber of the life insurance committee of 
the Los Angeles Chamber of Commerce. 
His civic and club activities include 
membership in the University Club of 
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was to render more distinguished seryiy, 
to the owners of insurance policies; {,, 
the companies and the agents and th 
brokers to so arrange their affairs thy 
those who invest one dollar in insurane 
will get back one hundred cents or mor 

This year’s gathering was outstandin, 
for several reasons. There was the x 
tive cooperation of the agents’ asso¢j;. 
tion with William F. Wingett of Scray. 
ton, president of the Pennsylvania Aggp. 
ciation of Insurance Agents, acting x 
toastmaster at the banquet on Fridy 
night. This came about mainly throng) 
the admiration and respect that th 
agents have for John W. Donahue, res. 
dent vice-president at Philadelphia oj 
the Maryland Casualty, in whose hono; 
the banquet was given. 

Again, the opening luncheon progran 
was virtually handled by the Insurance 
Department of Pennsylvania with Insw. 
ance Commissioner Owen B. Hunt a 

(Continued on Page 15) 





Los Angeles, and treasurer of the Los 
Angeles Cooperative Club. 

The notable success that the firm of 
Hays, Hudson & Bradstreet has mae 
in the past six years is reflected by the 
agency’s record of new business, starting 
from scratch during the depression. 


Pease €5 WS) ic ccccsscc $ 270,000 
BRED wo igvniads paveerives 1,532,000 
ER ee, ees 2,353,000 
MD. cade Wadidestacsweses 2,932,000 
SE coh avec seeteettecas 3,409,000 
WF \svix'i ee swe e uses te dos 4,091,000 


Career of C. F. Collins 

Charles F. Collins, now assistant sv- 
perintendent of agencies, who will be- 
come agency secretary, was born in 
Boston of New England parentage and 
was graduated from Worcester Academ 
in 1908. Four years later he received 
his A.B. from Boston University, being 
class orator of his year. He then entered 
the Graduate School of Business Admin- 
istration of Harvard University, receiy- 
ing his degree of M.B.A. in 1914. 

In the Fall of 1914 Mr. Collins joined 
the New England Mutual’s home office 
staff, and his entire business career has 
been with that company. He has worked 
in all departments of the home office 
He paid for an average of $100,000 a 
year for several years on a part-time 
basis; has been acting manager for the 
company in Richmond and at the Forty- 
third Street agency in New York City. 

Mr. Collins was appointed agency sw- 
pervisor in 1927 and assistant superin- 
tendent of agencies in 1930. He received 
the C.L.U. designation in 1937 and is a 
member of the educational committee of 
the Boston Chapter of C.L.U. He has 
served on various committees of the 
Boston Life Underwriters Association; 
he is a Mason, including the Knights 
Templars and the Shrine. He is now 
national president of the Sigma Alpha 
Epsilon fraternity, the largest fraternit) 
in the world. He is a member of the 
Exchange Club, University Club and 
Harvard Club, all of Boston, and of the 
Harvard Club of New York. 


Named Assistant Medical Director 


The New England Mutual also an- 
nounces the appointment of Dr. Olin 
C. Hendrix as an assistant medical di- 
rector. Graduate of the University 0 
North Carolina and of Harvard Medical 
School, 1929, Dr. Hendrix came to the 
company from the position of medical 
and surgical director of the sanitorium 
division of Boston City Hospital. His 
appointment fills the vacancy left by the 
resignation some months ago of Dr. 
Walter C. Bailey. Previous to his ap- 
pointment Dr. Hendrix served on a part 
time basis as a medical examiner of the 
company. He brings to the position 4 
wide experience and an extensive trall- 
ing in medicine and surgery. 
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Design for Securly 


se the architect who designs your house 
and works out the specifications with a 
view to strength, comfort and convenience, a 
New York Life representative may be able to 
suggest a plan and specifications for your life 
insurance policies to give you greater satis- 
faction and peace of mind. 

In developing a plan to carry out your 
wishes more definitely, you and he would 
probably raise certain questions: Exactly what 
do you want your insurance policies to do? In 
event of your death, how much should be paid 


in cash? How much in income for your family? 


SAFETY IS ALWAYS THE 


How much should be set aside for your chil- 
dren’s education? Or, if you should live to re- 
tire, how much would your present policies be 
worth to you in cash or income at, say, age 65? 

After such a review, you may, perhaps, feel 
that your present insurance is inadequate for 
some of the purposes you have in mind. Or 
you may discover that some important need 
has been overlooked entirely. 

In taking additional insurance, you will natu- 
rally want a policy best suited to the purpose 
you have in view. For example, a Family In- 


come policy may be desirable if you have young 


children and want additional monthly income 
protection while they are growing up. Or, an 
Annuity Endowment policy may be advisable 
if you wish to lay greater emphasis upon a pro- 
vision for your retirement income. 

A competent New York Life agent will be 
glad to help you work out a “‘design for secur- 
ity” suited to your needs. You may have this 
valuable service without any obligation to pur- 
chase new insurance. If you are not acquainted 
with the New York Life representative in your 
community, write to the Home Office at the 


address below. 


FIRST CONSIDERATION...NOTHING ELSE I8 SO IMPORTANT 


NEW YORK LIFE INSURANCE COMPANY 


A Mutual Company founded on April 12, 1845 


THOMAS A. BUCKNER, Chairman of the Board 


51 MADISON AVENUE, NEW YORK, N. Y. 


ALFRED L. AIKEN, President 
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Heads I.B.M. Insurance Dep’t 





LITTLE 


Manager of the insurance department 


JAMES A 


of International Business Machines 
Corp. is James A. Little, son of James 
F. Little, vice-president and actuary of 
the Prudential. He has a wide back- 
vround of experience in insurance ac- 
counting and statistics. 

After attending the University of 
Pennsylvania, Mr. Little joined Inter- 
national Machines Corp. in November, 
1927, as a member of the insurance de- 
partment; was appointed sales _repre- 
sentative in April, 1930, since which time 
he has been a consistent sales leader of 
his company, having won membership 
each year in the IBM Hundred Percent 
Club, composed of sales representatives 
who make quota or better for the year. 

As a result of his record and con- 
tributions to advancement of insurance 
accounting, he was promoted to mana- 
ger of the insurance department De- 
cember, 1934. A frequent speaker on in- 
surance accounting methods, he acted 
as host recently to members of the Life 
Office Management Association when 
they visited his company’s World Head- 
quarters Building, 590 Madison Avenue, 
New York City. 
Cincinnati Managers Elect 

Judd C. Benson President 

Judd C. Benson, home office agency 
general manager, Union Central Life, is 
the new president of the General Agents 
and Managers Association of Cincinnati. 
Mr. Benson was elected at the May 
meeting. At the same time R. C. O’Con- 
nor, Reliance Life, was elected vice- 
president, and Glenn T. Kennedy, Lin- 
coln National Life, secretary-treasurer. 





ENGAGEMENT ANNOUNCED 

Mr. and Mrs. Harry Salzman of New 
York City have announced the engage- 
ment of their daughter, Louise Salzman, 
to Burton J. Bookstaver. Mr. Bookstav- 
er is the son of the late J. D. Book- 
staver and a member of the Bookstaver 
agency, Travelers, New York City. A 
graduate of Williams College and New 
York University, he entered the Book- 
staver agency this year and completed 
the Travelers home office training school 
March 31. Miss Salzman attended Bar- 
nard College. 


At the annual meeting of the Union 
Labor Life held at Baltimore recently 
President Matthew Woll reported that 
the company had at the end of the vear 
business in force exceeding $9,000,000 
and also $56,481,000 of Group business 
representing about 12% increase in total 
insurance. The company’s income ex- 
ceeded $1,000,000 for the first time with 
total assets of $2,771,858 and surplus 
account of $562,704. 

_ The company plans to open an agency 
in Baltimore in the near future. 








HEARD on the WAY 





There were many instances of splendid 
cooperation by newspapers in connection 
with Annual Message of Life Insurance 
but nothing that has come to the atten- 
tion of The Eastern Underwriter exceeds 
in effectiveness the splendid job done by 
the Greensboro News-Record which car- 
ried numerous stories, advertisements 
and pictures as well as a special section 
all in connection with the Annual Mess- 
age activity which was headed in Greens- 
boro by W. H. Andrews, Jr., of the Jef- 
ferson Standard and Walter J. Bernstein 
of the Prudential, who is also president 
of. the Greensboro Life Underwriters 
Association. G. W. Bradham of the 
Greensboro News-Record worked with 


the life underwriters in this fine co- 
operative effort. 
At a recent dinner given by the 


L. E. Simon agency of the Massachu- 
setts Mutual Life in this city, the occa- 
sion being the eightieth anniversary of 
the agency, President B. J. Perry amused 
the diners by reading from eighty-year- 
old records of the company. In those 
days there was little which did not come 
before the board. Some notations from 
the records follow: 

May 4, 1858—Messrs. H. Fuller, Sr., 
W. C. Sturtevant and Otis Childs were 
appointed a committee, to whom was 
referred the subject of purchasing a team 
for our agent in Worcester, with powers 
to act. 

September 7, 1858—The committee, to 


whom was referred the subject of com- 
pensation to the officers of the com- 
pany, made a verbal report that the 
salary of the president be $400, and that 
of the secretary $1,200 for the ensuing 
year. The report was amended by sub- 
stituting $1,300 as the salary of the sec- 
retary in place of $1,200 and, as amended, 
the report was accepted. 

October 5, 1858—Voted: That the sal- 
ary of E. T. Ames, clerk, be $125 for 
the first six months of the current finan- 
cial year, and $175 for the succeeding 
six months, provided the directors shall 
think his services are worth that amount, 
and he shall discharge his duties in a 
correct and satisfactory manner. 

At about that same time a report from 
President Rice read as follows: 

“The affairs of the company seem to 
be in a sound condition and, notwith- 
standing the heavy losses during the last 
month, present appearances indicate that 
sufficient funds to meet them will be re- 
ceived before the claims shall mature.” 

And then some of the correspondence 
of that day was rather illuminating: 
From a letter of Secretary Francis Bacon 
to Osborne & Pulsifer, Boston agents, 
in 1852: 

“T wish you would send me a copy of 
every paper that publishes our advertise- 
ment as we wish to look them over. In 
the Christian Register I notice a great 
mistake, the sum of $3,000 being given 
instead of $5,000 as the largest amount 
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Bacx of the Mutual Benefit man stands a home | 
office with a proved ability to cooperate in the draft- 
ing of even minute details of an individual life plan. 
Back of him also stands a record of stability and fair 
dealing—a record of sound protection and liberal 
treatment. The Mutual Benefit has always been 
more liberal than any insurance law required. Of 
its own volition the Mutual Benefit pioneered the 
Principle of Retroaction, which extends so far as 
possible all new benefits to old policies, making 


| them in effect as modern as the newest. 


The Mutual Benefit il 


LIFE INSURANCE COMPANY 
Newark, New Jersey | 
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Elles M. Derby Now General 
Manager Fifth Avenue Ass’p 


Elles M. Derby, formerly executive 
manager of the Life Underwriters Aggo. 
ciation of New York City, on May % 
was elected general manager of the Fifth 
Avenue Association in New York City 
and assumed his new position June 1. He 
presented his resignation to the Life 
Underwriters Association last month. Ip 
his new position Mr. Derby succeeds 
Thomas W. Hughes, formerly genera] 
manager of the Fifth Avenue Associa. 
tion, who asked to be relieved of those 
duties in order to devote his entire time 
to the office of secretary, which he also 
holds in the organization. 





of any single risk. Please have cor. 
rection made. We are expecting daily 
some applications from you.” 

Harvey Danks, manager of agents (and 
first policyholder) to a new agent: 

“If I understand you, the expense of 
advertising our company in your city 
would amount to $7.50 for the year, | 
will allow you $1 extra pay for each pol- 
icy secured through your agency to a 
number not exceeding eight in any one 
year, This will enable you to advertise 
our company in your city.” 

Secretary Bacon to an agent—Novem- 
ber 20, 1856: 

“We charge one-half of 1% extra for 
railroad conductors. You say Hartford 
companies do not. I think you are 
mistaken. Some Hartford companies 
charge 1%. I think you had better spend 
about one week up here after Thanks- 
giving and see what can be done to 
make business better. Perhaps we may 
be able to stir up the dry bones.” 

To another agent: 

“By the way, we have not yet received 
an application on your own life. Anagent 
ought to practice what he preaches.” 

Another: 

“Advertisements are all right, but noth- 
ing can take the place of the spoken 
word. Life insurance is a new idea and 
people must have it explained to them by 
word of mouth.” 





T. C. Thompson, Sr., who died in Chat- 
tanooga March 21, was general agent 
there for the National Life of Vermont 
for forty years, He combined promi- 
nence in civic affairs with activity as a 
life insurance salesman and was mayor 
of Chattanooga for six years beginning 
in 1909. He was called father of the 
Children’s Hospital in that city; admin- 
istrator of a fund through which two 
hundred crippled children were aided; 
introducer of the commission form of 
government in Chattanooga; chairman 
of the local inter-racial committee ; pres- 
ident of the Civitan Club, and in 1932 the 
Kiwanis voted him the most useful citi- 
zen. 

Although he entered civic life with no 
calculating motives, his many contacts 
served him in good stead as a general 
agent. He was a fine personal producer 
and for eighteen years was a member 
of the National Life’s Leaders Club, 
which was founded only twenty-one 
years ago; a remarkable record for a 
man who, during the latter part of this 
time, had passed the age of thrce score 
and ten. 

He was seventy-seven years old at the 
time of his death, one of the oldest gen- 
eral agents in the National’s service. At 
the last biennial convention of the sales- 
men he was celebrating his seventy-fifth 
birthday and was done great honor by 
his colleagues. He was born in Dalton, 
Ga. His schooling ended when he was 
fourteen years old, but in 1913 the Uni- 
versity of Chattanooga conferred upon 
him the honorary degree of Doctor of 
Laws. As a child he knew the terrors 
of Sherman’s march of destruction and 
for a year at that time he was separated 
from his mother and in the care of 4 
negro blacksmith who fled from the 
burning town of Columbia, S. C. At the 
time of the World War Mr. Thompson 
was civilian aide to the Adjutant-Genera 
of the United States Army. e was a 
fine type of old Southern gentleman. 


Uncle Francis. 
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THE SATURDAY EVENING POST 


question: Wo onond clock vi Mclaqpotiiane? 
4 f 
ANSWER: Vhatody 


\ V cv DOES no one own stock in Metro- 


politan Life Insurance Company? 
Because there isn’t any stock. 


In January, 1915, Metropolitan ceased to 
be a stock company and became a mutual 
company. 

That change was initiated by the Directors 
and Officers of the company, in the convic- 
tion that it would be for the best interests of 
all present and future policyholders. 


The Company’s Board of Directors—which 
controls the management and maintains gen- 
eral supervision over the affairs of the com- 
pany —is responsible solely to the policy- 


holders. 


In a mutual company such as Metropolitan, 
the entire assets are held for the benefit of 
its policyholders. 

What happens to money remaining after 
benefits and expenses have been paid, and 
after funds needed to meet future obligations 
have been set aside—including such additions 
as may be made to the extra safety fund (the 
maximum size of which is limited by law)? 
This amount remaining at the end of the year 
is equitably distributed to policyholders in 
the form of dividends. 

The company is operated with the objec- 
tive of providing insurance for its 29 million 
policyholders at the lowest possible cost con- 


sistent with efficiency and safety. 











This is Number 2 in a series of advertisements designed to 


give the public a clearer understanding of how a life insur- 


ance company operates. A copy of the preceding advertise- 


ment will be mailed upon request. 


Metropolitan Life 


Insurance Company 


(A MUTUAL COMPANY) 


Frederick H. Ecker, CHAIRMAN OF THE BOARD 


Leroy A. Lincoln, PRESIDENT 


1 MADISON AVENUE, NEw YorK, N. Y. 


“ 
ay 

















HIS IS THE SECOND* of a new series of advertisements designed to give the public a 
clearer understanding of how a life insurance company operates. This particular advertise- 
ment tells, in simple and understandable language, what a mutual life insurance company is. 


*Appears in: June, Cosmopolitan; June, Nation’s Business; June 1, Forbes; June 11, Collier's; June 11, Saturday Evening Post; 
June 11, Business Week; June 13, Time; June 5, American Weekly; June 12, This Week 
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Sohn Hancock Mutual’s 
Merchandising Method 


PUT AGENT INTO AD CAMPAIGN 
James A. Peirce Tells How Advertising 
Department Cooperated With Agency 
Organization 





Insurance advertising men should ex- 
pend as much energy selling their prod- 
uct to the agent in the field as they do 
in promoting it with their company man- 
agements, James A. Peirce, assistant 
manager publicity department of the John 
Hancock Mutual Life, told members of 
the Life Advertisers Association at the 
Eastern Round Table meeting in New 
York City Wednesday. 

Describing the John Hancock’s 1938 
merchandising technique, Mr. Peirce 
said: “We were considerably aided in 
carrying out our merchandising idea in 
1938 by the current activities of the 
agency department, which is in process 
of establishing the single needs selling 
technique, as outlined in the ‘Successful 
Selling’ course, throughout our agency 
system, We are a pretty big company, 
operating through more than 350 agencies 
and have 10,000 agents. Establishing an 
idea and a technique is a slow process 
at best. ' The single needs selling idea 
and the planned presentation are not 
always easy to sell to the experienced 
agent, who thinks he has been doing all 
right without them. Also staffs cannot 
be built overnight. Men equipped to 
train successfully do not just happen. 


Selling the Salesman 


“In view of the fact that our advertis- 
ing department is not a unit, in any 
sense, of our agency department, this 
particular problem may seem to those of 
you who know our set-up as being none 
of our affair. But we reasoned that if 
advertising could sell a buying idea to 
the consumer, it could just as effectively 
promote a selling idea to the salesman. 
And though the training of agents in the 
technique of selling is no part of the 
function of our advertising department, 
we felt that, through advertising, we 
could help the agency department short- 
en the distance between the development 
of a selling idea and its acceptance by 
the sales force. No matter how many 
trainers we might have on our staff, how 
well organized our plans for contacting 
each man through managers, in a sales 
force of the dimensions of ours there is 
only one possible way of reaching each 
man with an idea at one and the same 
time. That is through the printing 
press. 

“We did it by the simple device of 
making the company’s national advertis- 
ing and sales literature a definite part of 
the agent’s sales process. We put the 
agent straight into the advertising pic- 
ture; showed him it could to work 
for him to produce more sales along the 
lines of the single needs selling pro- 
cedure. For this final development of 
the idea we must disclaim any originality. 
It was inspired by the amazing success 
of a kit designed when our seventy-fifth 
anniversary special Selective Security 
policy was introduced. This kit, which 
contained a planned sales talk, a booklet, 
proposals sheets and a special jacket, put 


go 


the whole sales process into a single 
package where the agent could visualize 
its practical use. It went a long way 


toward breaking down the old resistance 
to planned talks and planned method. 
Steps in Using Kit 
“Because our agents obviously knew 
how to use this kit, had used it with 
amazing success, we introduced our 1938 
advertising with an advertisement on the 





Eastern Round Table of Life 
Advertisers Draws Good Crowd 


Association Tops Membership Record With 102 Companies 
and 149 Individual Members; Plans For Annual Meet- 
ing at Atlantic City, November 14 to 16 


The Eastern Round Table of the Life 
Advertisers Association had the largest 
attendance at one of these group gath- 
erings since the association was organ- 
ized at the meeting held Wednesday in 
New York City. Royden C. Berger, ed- 
itor of publications for the Connecticut 
Mutual, was chairman, C. T. Steven, ad- 
vertising manager of the Phoenix Mu- 
tual and president of the L. A. A., ad- 
dressed the meeting, told of plans for 
the annual gathering to be held at At- 
lantic City November 14 to 16 and an- 
nounced that association membership 
now stood at a new high with 102 com- 
panies and 149 individual members. Nel- 
son A. White, advertising manager of 
the Provident Mutual, will be chairman 


of the committee having the annual 
meeting in charge. 

Among speakers at the meeting were 
Arthur H. Reddall, assistant secretary 
and advertising manager Equitable Life 
Assurance Society; James A. Peirce, as- 
sistant manager publicity department 
John Hancock Mutual; Nelson A. White, 
advertising manager Provident Mutual; 
H. A. Richmond, director of advertising 
research Metropolitan Life; Mary F. 
Barber, manager of sales planning, Penn 
Mutual, and Richard E. Pille, supervisor 
J. M. Fraser agency, New York City. 

Jerome A. Young, assistant secretary 
Monarch Life. conducted an open forum 
discussion. Victor Keppler, nationally 
known photographer, discussed the use 
of photographs in advertising, 


Ten-a-Month Provident Prospecting 
Plan Explained by Nelson A. White 


The new working plan being used by 
the Provident Mutual Life called “Ten-a- 
Month” plan and which was originated 
by Vice-President Wise of that company 
was described before the Eastern Round 
Table of the Life Advertisers Associa- 
tion by Nelson A. White, advertising 
manager of that company. The essence 
of the plan is that each month the agent 
will select his best prospects—men with 
whom he has prestige and who have con- 
fidence in him—and will concentrate on 
selling them, Ten such names are to be 
selected each month. If they are not 
sold that month he may not introduce 
them as new names under the plan but 
must call on them until they are either 
closed or discarded. 

The Provident Mutual has 
heavily for direct advertising which 
would be of maximum service to the 
agent in building and maintaining pres- 
tige with his immediate clientele. It was 
felt that direct advertising rather than 
magazine or newspaper advertising would 
be more effective for the objectives in 
mind. The company uses a direct mail 
manual with suggested types of pre-ap- 
proach letters. These may be processed 


gone in 


at the home office and personalized by 
the signature of the agent or suggested 
letters may be sent by the agent on 
his own letterhead. Other suggested let- 
ters can be sent after the interview to 
summarize sales points. The company 
also uses monthly blotters, a calendar of 
early American prints and other novel- 
ties such as calendar cards, memorandum 
books, bridge scorers, bridge decks, etc., 
which are being used effectively as name 
advertising. 

For a prospect whose needs are well 
known by the agent there is a wide se- 
lection of booklets and leaflets to be 
mailed or delivered, each being built 
around a definite need or a definite pol- 
icy. As almost every specific piece of 
literature has a chance of missing its 
mark the company has the new quarterly 
magazine called “Futures” to fill in that 
gap which is imprinted across the front 
with the card of the agent, It is believed 
by the company that building prestige is 
just as important a part of the “Ten-a- 
Month” Plan as actual working of it and 
all the direct mail material has been de- 
vised to help sell the prospects and to 
build prestige for the agent. 





Selective Security policy, telling the 
agents to use the kit with which they 
were already familiar. This gave us a 
very favorable introduction to the next 
kit and the next advertisement based on 
the idea of readjustment options, We 
dressed up this package, printed it in 
blue and silver, called it ‘Six Simple 
Steps to Selling Readjustment Plans,’ 
presented the steps logically from na- 
tional advertisement through an informa- 
tive booklet, leaflets, sales talk, special 
gadget by which both agent and pros- 
pect could determine at a glance exactly 
how much life insurance was needed to 
achieve any number of combinations of 
option settlements. This kit was sent 
out well enough in advance of the first 
appearance of the advertisement so that 
agents had time to prospect on the re- 
adjustment need and to rehearse the 
sales talk. 

“In order to make these kits doubly 
effective we stagger our advertising over 
a two or three months’ period so that 
at all times during the campaign the 
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agent can point to a current appearance 
of the advertisement. 

“Not through our advertising alone but 
through the promotion we have given to 
it, we think we have effectively put the 
agent into the national advertising pic- 
ture. We are just optimistic enough to 
think that we have taken a step toward 
getting the agent to talk in terms of peo- 
ple instead of in terms of life insurance. 
The sales talks, for which we take no 
credit (they are prepared by the agency 
department), have put the agent on the 
right road, steered him away from life 


insurance terminology. The literature, 
also designed to avoid the pitfalls of 
trade lingo, helps to- strengthen the 


agent’s presentation in terms of human 
beings and not dollar signs.” 


OUTING FOR BROOKLYN MEN 

The Life Supervisors Association of 
Brooklyn will hold its first annual outing 
at Island Hills Country Club, Sayville, 
Long Island, June 17. Carl E. Haas 
is chairman of the program committee. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
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Selling Promotion 
Material to Agent 


AGENCY SUPERVISOR AS FACTOR 








Richard E, Pille Tells Ad Manager; 
How Plan Has Worked in 
Fraser Agency 





The agency supervisor can be an im. 
portant factor in promoting the use of 
sales promotion material by agents, said 
Richard E. Pille, agency supervisor, John 


M. Fraser agency, Connecticut Mutual 


New York City, in a talk before the 
Eastern Round Table of the Life Ad. 
vertisers Association in New York 


Wednesday. 

_“We were confused in our agency un- 
til we charted all our company’s sales 
literature, fitting each piece into its 
proper place in the sales process. The 
result was a revelation,” said Mr. Pille 
“Each article has a unique use in our 
dealings with prospective clients. Each 
article seems intended to assist us in one 
of five separate phases of our work: 
prestige building, which we know to be 
essential both for ourselves and our com- 
pany; prospecting, which we know to be 
the keystone of our insurance career, As 
life underwriters we owe ourselves the 
duty of supplementing presonal prospect- 
ing with direct mail on 4 systematic lead- 
getting basis; to furnish leads to act as 
a tonic and to keep ourselves prospect- 
conscious; pre-approach, which we know 
to be advisable in some cases to sim- 
plify and strengthen the approach; pres- 
entation, which we know must be effec- 
tive orally and in visual form to impress 
the client with the urgency and impor- 
tance of his problems; pursuit, which 
we know means ‘follow up’ and what we 
must do, or lose that prospect who will 
‘think it over’ in spite of what we say 
in the interview. 

Classified Under Needs 


“Nine times out of ten when we seek 
the aid of sales literature we have in 
mind a definite prospect whom we are 
trying to interest in some specific need. 
And the help we seek is either in pres- 
tige building, prospecting, pre-approach, 
presentation or pursuit, but always with 
one definite sales idea in mind. So our 
solution is quite simple: to classify under 
insurance needs all the sales material 
for practical use in each of the five es- 
sential phases of our business—treating 
prestige building alone, since it relates 
to every need. 

“Obviously it isn’t sufficient for the su- 
pervisor, and through him for the agent, 
to know what is available and how to 
use it, although that helps tremendously. 
The real problem is to get the agent ac- 
tually using it effectively. This resolves 
itself usually into three problems: (1) 
How to get the neophyte to use it; 
(2) how to keep the veteran using it; 
(3) how to introduce new or revised ma- 
terial and get new and old men to use it. 

“We have found the first has been our 
easiest task, chiefly because our training 
program has been built around the sales 
promotion material. The use of the ma- 
terial becomes habitual with the agent. 
The new agent has, among others, four 
difficult things to achieve: a good ap- 
proach, good prospecting habits, good 
— habits, and a good organized sales 
talk, 

“We have found a more difficult prob- 
lem in keeping the veteran reminded of 
sales help and getting him to use then, 
although our way has been made easier 
when he has been trained correctly. Re- 
gardless of early training, our best suc- 
cess with the veteran has been based on 
this simple idea. We select one or two 
older men and appeal for their help. 
We select them because we want their 
experience to test the material either to 
help the home office, the agency or some 
of our less productive agents. The re- 
sults are surprising; the veteran will 
really give the material a test and if it 
works (it usually does) he is sold on it. 
With the vet’s success as an example we 
don’t have to sell the material to the 
others. They ask for it.” 
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Unemployment Compensation Act 


Situation Covered by R. H. Kastner 


Laws of five states specifically exempt 
commissioned insurance agents from op- 
eration of the unemployment compensa- 
ion acts. Favorable rulings in the case 
of one Or More companies have been 
received in twenty-five states and a uni- 
form favorable attitude of other states 
where the question is not settled is 
expected within a few months, Ralph H. 
Kastner, associate counsel American Life 
Convention, told the Health & Accident 
Underwriters Conference at its meeting 
in Chicago, May 25. Mr. Kastner 
sketched social security legislation as 
affecting insurance agents. Every state 
and the District of Columbia now have 
unemployment compensation acts. 
Alabama, Michigan, South Carolina, 
Tennessee and Texas have specifically 
exempted commissioned insurance 
agents, and in Indiana the agents simi- 
larly are considered to be exempt. The 
Kentucky specific statutory exemption 
was removed by recent amendment but 
itis understood that the authorities there 
consider commissioned agents exempt. 


Many Favorable Rulings 


Favorable rulings have been rendered, 
as to one Or more companies, in Arizona, 
\rkansas, California, Delaware, District 
of Columbia, Florida, Idaho, Iowa, 
Kansas, Maine, Massachusetts, Missis- 
sippi, Nebraska, New Mexico, North 
Jakota, New Hampshire, Oklahoma, 
Oregon, South Dakota, Utah, Vermont, 
Virginia, West Virginia, Wisconsin and 
Wyoming. 

North Carolina, Mr. Kastner reported, 
at the outset ruled favorably to the 
wents, but in some recent cases indi- 
cated an opposite view. Pennsylvania 
ruled favorably as to agents operating 
under the general agency plan, but the 
status of agents under the manager plan 
has not yet been finally settled. 
Declaratory judgment actions looking 
toward court determination of the legal 
status of agents are pending in Colorado, 
Connecticut and Washington. A district 
court in Colorado recently ruled favor- 
ably on the company‘s contention, but 
state authorities indicated their intention 
to appeal the ruling. 

Some States in Doubt 

Administrative authorities in Louisiana 
and Maryland have indicated an adverse 
attitude toward the companies on this 








Taxes Now Costing More 
Than Food, Says Olson 


Addressing the Health & Accident Un- 
lerwriters Conference in Chicago last 
week Edwin A, Olson, president Mutual 
Trust Life, declared: “The time has 
arived for us to buckle on our armor. 
We have been sitting around too long 
assuming that the public knows all the 
facts about insurance. We find that isn’t 
true. Let’s tell them. We must become 
vocal. If we will mobilize the quarter 
iillion men and women engaged in our 
business and give the facts to our 64,- 
(00,000 policyholders and the rest of the 
public, we can crystalize a healthy in- 
surance sentiment that will sweep the 
country.” 

Mr, Olson referred to the phenomenal 
growth of insurance as a business and 
pointed out that because of that growth 
insurance has attracted the attention of 
‘termites—tax gatherers and self-seeking 
political demagogues. All this indicates 
the importance of seeing that the public 
is thor: ughly apprised of the facts.” He 
showed what the insurance business is 
paying in taxes and referred to the fa- 
niliar statement that 20% of the income 
% every man, woman, child and corpora- 
tion will be absorbed by national, state 
and local taxes. That, he said, is only 
half the story. It doesn’t include the 
honey that is being borrowed, which 
‘mounts to another 20%. He added: 


tlieve it or not, taxes now cost more 
than food,” 


issue and negotiations are under way to 
have reconsidered the recent adverse rul- 
ing in Ohio. 

In the remainder of the states, Mr. 
Kastner said—Georgia, Illinois, Minne- 
sota, Missouri, Montana, Nevada, New 
Jersey, New York and Rhode Island— 
either there have been no final rulings 
or no expression thus far as to the atti- 
tude of the state authorities. In states 
where the question remains unsettled, 
Mr. Kastner said, it is hoped that the 
matter may be cleared up satisfactorily 
within a few months. 

Mr. Kastner gave a brief history of 
social security legislation in the United 
States. He also told the important part 
the American Life Convention has taken 
in obtaining general recognition of the 
insurance agent on commission as an in- 
dependent contractor and thus exempt 
from operation of the acts and from the 
accompanying tax levies. 





LEYENDECKER-SCHNUR OUTING 


Annual Golf Day will be observed by 
the Leyendecker-Schnur agency, Guard- 
ian Life, New York, June 7, at the Rar- 
itan Valley Country Club, Somerville, N. J. 





Equitable Men Honor 
Parkinson on Visit 


TRIBUTE BY PHILADELPHIANS 





Agencies in That Area Produce 557 Ap- 
plications for $3,060,775 in Sixteen 
Day Demonstration 





Close to 400 Equitable Society repre- 
sentatives in the Philadelphia area wel- 
comed Thomas I. Parkinson, president, 
to the city of his birth at a luncheon 
May 2. Mr. Parkinson spoke on many 
phases of life insurance and emphasized 
service to policyholders and the public. 
He was accompanied to Philadelphia by 
Vice-President William J. Graham and 
\ssistant Secretary Arthur P. Carroll. 

Melville P. Dickenson, agency assistant 
and acting agency manager, presided at 
the luncheon and_ introduced these 
guests: William T. Read, president Cam- 
den Fire; Percy C. Madeira, vice-presi- 
dent Land Title Bank & Trust Co.; 
Frank Cross, treasurer Sun Oil Co.; Wil- 
liam Fulton Kurtz, president Pennsy!l- 
vania Company for Insurance on Lives 
and Granting Annuities; Frank Reitzel, 
assistant to the president, Sun Oil Co.; 
Henry Wolf Bikle, general counsel, 
Pennsylvania Railroad; Marshall Mor- 
gan, president, Fidelity - Philadelphia 





Managers Elect Members 

Three new members were elected at 
the meeting of the Life Managers As- 
sociation of Greater New York held at 
the Bankers Club on Wednesday. They 
are Harold B. Wendell, Massachusetts 
Mutual, Brooklyn; Alfred J. Johannsen, 
Northwestern Mutual, Brooklyn, and 
Manuel Camps, Jr., John Hancock, New 
York City, who took up his new duties 
June 1. 

The annual outing and golf tournament 
of the association will be held June 29 
at the Echo Lake Country Club near 
Westfield, N. J. A committee to handle 
golf prizes includes H. Arthur Schmidt, 
New England, chairman; Harry F. Gray, 
Connecticut Mutual, and Max Hancel, 
Continental American, 


Trust Co.; Judge Theodore Rosen; 
George Lloyd, Pennsylvania Company, 
and Robert Sterrett. Others present 


were Philadelphia agency managers Al- 
fred B. Levy, Emmet J. Murphy and 
Maurice Mitnick; Alvin B. Dalager, Wil- 
mington manager; W. Paul Diehl, Allen- 
town manager, and Carleton Kelsey, 
Conimander of Philadelphia Post Equita- 
ble Veteran Legion. 

Mr. Parkinson said that the public 
knows it needs life insurance and that 
there is a widespread demand to know 
more about its services. 








“China Pig.” 





BERKSHIRE LIFE 


PITTSFIELD, MASS. 


THE PENNY BANK IS GONE! 
BUT THE IDEA LINGERS ON 


Remember the penny bank you had as a youngster? 
Perhaps you had one called “Jonah and the Whale” or a 


They are collectors’ items today but some years ago they 
were considered essentials in almost every household. With 
them Junior was taught THRIFT and was encouraged to save 
his pennies for the future. 


The penny bank is gone but the idea lingers on. Today, 
LIFE INSURANCE-JUVENILE POLICIES provide a safer, surer 
way of being certain that boys and girls will have the things 
that parents dream of. 


FOREMOST in the field of JUVENILE INSURANCE stands 
the BERKSHIRE LIFE INSURANCE COMPANY. 


‘“‘ASK ANY BERKSHIRE AGENT’’ 


Incorporated 1851 


FRED H. RHODES, President. 


INSURANCE 


CoMPANY 
































U. S. pyre Talks 
To Midtown Managers 


TELLS OF FAKE CLAIM RING 


Gregory F. Noonan Reviews Story of 
Fake Disability Claim Racket in 
New York City 


Gregory F. Noonan, assistant United 
States attorney, who was one of those 
who worked with United States Attorney 
Lamar Hardy in breaking up the fake 
disability claim racket in Greater New 


York, a meeting 


was guest speaker at 


of the Midtown Managers Association 
of New York City last week and re- 
viewed some highlights in the history 
of the fake disability ring. Mr. Noonan 
is chief of the criminal division. 
Among Mr. Noonan’s audience at the 
meeting were John Barker, vice-presi- 
dent and general counsel, Berkshire 
Life; Edward Morris of the claim de- 
partment of the Equitable Society, 


and Norman L. Feeter, manager of the 
claim department, Manhattan Life. Two 
new members elected at the meeting 
of the Midtown Managers were K. A. 
Luther, general agent, Aetna Life, and 
Frank Meyer, general agent, Penn 
Mutual 

Mr. Noonan said that it is estimated 
that in the United States there is 
$600,000,000 of life insurance with dis- 
ability provisions on which there are 
claims pending. The fake disability ring 
operated a racket which cost life insur- 
ance companies hundreds of thousands 
of dollars in fraudulent and fake claims. 


The ring included lawyers, doctors, 
chasers, some life insurance agents and 
the claimants, who in turn became 


chasers. By feeding policyholders digi- 
talis and submitting them to strenuous 
exercise electrocardiagrams were af- 
fected, reliable heart specialists were 
fooled and a strong case presented to 
company claim departments. 

The meeting was one of a series in 
the administration of Horace H. Wilson, 
general agent, Equitable Society, which 


has featured speakers other than life 
insurance men before the Midtown 
Association. 


During the discussion of his remarks 
Mr. Noonan said: “If the companies 
had kept these claims alive and made 
periodic investigations of the cases, the 
men would probably have been caught 
sooner or later.” 


A story about the fake disability ring 
and the work of Mr. Hardy and his 
assistants in breaking it was featured 


on Page 3 of The Eastern Underwriter, 


March 18, 1938. 


MEYER SCHUPPER LEADER 


Special Agent Meyer Schupper of the 
Newark Ordinary agency of which E. N. 
Van Vliet is manager, has been listed 
among the Prudential’s leaders for sev- 
eral years. During this year’s first quar- 
ter he paid for sixteen applications for 
$66,538. 


TWO ANNIVERSARIES 


Miss Edith H. Sillence, librarian of 
the Association of Life Insurance Presi- 
dents, has been with that organization 
twenty-five years. Albert Caruso of the 
legal department has been with the as- 
sociation twenty years. Both were given 
anniversary gifts recently by associates. 
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Manager For Canada Life 





E, NEIL BURTON 


As announced in The Eastern Under- 
writer on May 27, the Canada Life has 
appointed E. Neil Burton as manager 
for the company in Hollywood, Calif. He 
was formerly assistant manager in Los 
Angeles, 





Illinois State Association 


Elects Hobbs President 


Philip B. Hobbs, agency director, 
Equitable Society of Chicago, was elect- 
ed president of the Illinois Association 
of Life Underwriters at the fourteenth 
annual convention held at Bloomington 
May 21. Other officers elected were Ber- 
nard Stumm of Aurora, first vice-presi- 
dent; F. P. Beiriger, Rockford, second 
vice-president, and W. B. Buckley, Elgin, 
secretary-treasurer, 

The program included talks by Charles 
J. Zimmerman, general agent, Connecti- 
cut Mutual, Chicago, who talked on 
“Sales Motivation”; Roy L. Davis, as- 
sistant director of insurance in Illinois, 
who told about “Trends in Supervision,” 
and Holgar J. Johnson, general agent, 
Penn Mutual, Pittsburgh, whose subject 
was “Trends in Modern Life Insurance 
Merchandising.” 


JAMISON AND HENLEY SPEAK 


Training the sales force was the main 
topic of discussion at the April meeting 
of the Oklahoma General Agents and 
Managers Club, with Homer Jamison, 
state manager, and James Henley, as- 
sistant manager for the Equitable So- 
ciety, as speakers. In preparation for the 
election of officers at the next meeting, 
Albert B. Irwin, Northwestern Mutual, 
was named chairman of the nominating 
committee. 


MAYS SEEKS JUDGESHIP 

Edward Mays, now of Arkansas but 
formerly of St. Louis where he was 
president of the Continental Life and 
the Grand National Bank, both of which 
failed, has announced his candidacy for 
the Republican nomination as judge of 
the county and probate courts of Search 
County, Ark. 








° OPEN TERRITORY 
In Michigan, Ohio, Indiana and Illinois. 


FOR MEN WHO CAN PRODUCE 
AND 
ARE AMBITIOUS TO BUILD OWN AGENCY 


PHILADELPHIA LIFE INSURANCE COMPANY 
Philadelphia, Pennsylvania 











Comm. Pew Offers Plan To 


Cut Examination Costs 
Insurance Commissioner Maurice V. 
lew of lowa will present at the annual 
meeting of the National Association of 
Insurance Commissioners at Quebec this 
month a proposed amendment to the by- 
laws governing examinations of insur- 
ance companies. His suggestion incor- 
porates the present zone system into the 
by-laws and also includes limitations on 
the qualifications and per diem charges 
of examiners. 

Under Commissioner Pew’s plan an 
examiner to be qualified must be an 
actual legal resident of the state which 
appoints him and he shall be permitted 
to charge for his services not to exceed 
$15 a day for each day he is actually 
engaged in the work of an examination, 
plus the actual cost of his sustenance 
not to exceed $7 a day, plus necessary 
transportation expenses, This per diem 
limitation would apply to all examiners 
except life insurance actuaries who have 
completed an actuarial course in a rec- 
ognized school or college. Such an ac- 
tuary could charge not to exceed $25 a 
day. Also it is proposed that all con- 
vention examinations called by the home 
state shall be under the direction of the 
commissioner of that state and all ex- 
aminers engaged in the work shall sub- 
ject themselves to his control. 





Law in Conn. 
(Continued from Page 7) 
subsequent to the issuance and delivery 

of the policy. 

A provision in the policy that the agent 
who negotiated the contract has no pow- 
er to waive forfeitures or that no person 
other than certain specified executive of- 
ficers can alter or waive any conditions 
of the policy is not effective to prevent a 
waiver or estoppel since the insured is 
not chargeable with notice that the lim- 
itation would apply by retroaction so as 
to nullify a waiver or estoppel having its 
origin in conduct antecedent to the con- 
tract. 

Limit on Agent’s Powers 

An insurance company may, however, 
by provision in the policy restrict the 
authority of an agent of limited powers 
to waive forfeitures. A provision that a 
policy shall not be binding unless count- 
ersigned by the agent, delivered and 
advance premium paid does not confer 
on such agent authority to accept subse- 
quent annual premiums; however, even 
if he had such authority, under the pol- 
icy it would be limited to receiving the 
premiums in advance, and he may not, 
therefore, receive them after due, post- 
pone payment or waive the provision for 
payment in advance. Nor does a local 
agent have the power, by a mere course 
of dealing with policyholders, to establish 
a custom which will nullify the policy 
provision that an agent has no authority 
to receive premiums after they become 
due, and thus bind the company without 
its consent or knowledge. Likewise a 
local agent does not have the authority. 
by the acceptance of overdue premiums, 
to waive the provision of a policy that 
after non-payment of premiums proof of 
insurability satisfactory to the company 
must be furnished in order that the 
policy may be reinstated. 

Where an insurance agency partner- 
ship is wound up by a receiver and the 











insurance. 









Basil S. Walsh 


President ' 






INDEPENDENCE SQUARE 


THE HOME LIFE INSURANCE CO. of AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life 
Modern policies are issued, on both Industrial and 
Ordinary plans, from birth to 64 next birthday. 

A POLICY FOR EVERY PURSE AND PURPOSE 


Bernard L. Connor 
Secretary 














Another Good Year 


New Paid For Business 


Increase 1937 over 
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INSURANCE COMPANY 
Founded 1850 
120 West 57th Street 
New York, N. Y. 

















good will is not sold, either of the former 
partners is free to solicit for himself the 
business of former customers of the 
firm, But if at the receiver’s sale one 
of them purchases the books of the 
firm, among which are policy and ex- 
piration records advantageous in seeking 
renewals of policies as they expire, he 
may enjoin the other from using infor- 
mation obtained from memorandum mate 
from these records before the sale. 


WANTS TO SELL BUILDING 

The Missouri Department has asked 
the Circuit Court for instructions on 
what disposition to make of the former 
home office building of the defunct Mis 
souri National Life. The Department has 
been unable to find a buyer for the 
building and the Kansas City Life, holder 
of a $15,000 mortgage, is threatening 
foreclosure. The Kansas City Life ac- 
quired the mortgage when it took over 
the assets of the Continental Life In- 
surance Co, 








MRS. HANNA ON SIXTH YEAR 
Mrs. O, C. Hanna has completed fiv 
years with the John A, Ramsay agency, 
Newark, representing Connecticut Mut- 
tual Life. Her average yearly produ 
tion has been over $200,000 paid bus 
ness. For 1938 her goal is $300,000 ani 


to date she is on schedule with produc- 
tion. 


$2,000 


Last year she had one lapse of 






John J. Gallagher 


Treasurer 


PHILADELPHIA, PENNA. 
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Big Crowd at Penna. 
Insurance Days Meet 


HOLGAR J. JOHNSON SPEAKER 





James M. Stokes, Jr, and M. P. Brown 
Put On Sales Dialogue at Insur- 
ance Federation Affair 





Put on by the newly created Million 
Dollar Round Table Committee of the 
Philadelphia Association of Life Under- 
writers, the Pennsylvania Insurance Days 
life insurance sales congress last Friday 
afternoon featured an exposition of sales 
methods that produce results by Man- 
ning P. Brown'and James M. Stokes, Jr. 

Rv means of the “question and answer” 
method Brown and Stokes explained 
frankly and explicitly their methods of 
prospecting, soliciting, programming, ser- 
vicing, etc. The largest single attend- 
ance of any of the six conferences filled 
the meeting room with an overflow 
crowd, 

Holgar J. Johnson, Pittsburgh general 
agent of the Penn Mutual Life and vice- 
president of the National Association of 
Life Underwriters, declared that “a new 
leadership is being born in our business 
out of the abnormal circumstances that 
exist today. Some recognize the funda- 
mental situation, particularly those who 
have faith in the American people and 
confidence in their own ability and a be- 
lief in their institutions to the extent that 
they, realizing the moral effect underly- 
ing the business, forcefully present their 
ideas. They will be among tomorrow’s 
leaders and will be those who will help 
to create a trend toward an aggressive 
optimism.” 





Stevenson Re-elected 
(Continued from Page 8) 


toastmaster. In his address Major Hunt 
presented an accounting of the work 
done by the department during the three 
and a half years of his administration, 
Stevenson Reelected 


John A. Stevenson was re-elected pres- 
ident of the Insurance Federation of 
Pennsylvania at its business session on 
Thursday afternoon. All of the other 
officers, with the exception of the first 
vice-president, were reelected together 
with the members of the executive com- 
mittee. John A. Diemand, executive vice- 
president Indemnity of North America, 
was named first vice-president to suc- 
ceed J. Victor Herd, vice-president of 
the Fire Association group. 

Three new directors also were elected. 
They were Charles H. Bokman, Pitts- 
burgh; James T. Haviland and J. H. R. 
Timanus, both of Philadelphia. 

No convention site was selected for 
1939, but there was a strong desire ex- 
pressed on the part of numerous mem- 
bers that the Insurance Days next year 
be held at Skytop in Pennsylvania’s Po- 
conos, 

There were rather large attendances at 
several of the conferences, the largest 
being at the life congress, which found 
the meeting room jammed and late com- 
ers standing outside the door, and the 
combined Industrial life and accident 
luncheon. The smoker on Thursday night 
found the convention utilizing the entire 
roof of the hotel to take care of an esti- 
mated attendance of 1,200. Close to 700 
were present at Friday night’s banquet 

Seek Insurance Cooperation 


In his remarks at the banquet John 
Stevenson amplified still further his plea 
of the previous day for the active co- 
operation.of all branches of insurance; 
that there was no competition between 
the various lines, and that the Federation 
Presented an organization to bring to- 
8ether all lines to work in complete co- 
operation, 


S. J. Carr General Chairman 


Samuel J. Carr, Philadelphia resident 
vice-president of the Standard Accident 
and general chairman of the convention 
committee, opened both the first day’s 
luncheon and the banquet the closing 


Only Third of People 
Have Life Insurance 

STATE MUTUAL SPEAKER SAYS 

Series of Regional Meetings Produce 


Enlightenment on Large Variety 
of Pertinent Subjects 





State Mutual Life has been holding a 
series of five regional meetings, the last 
of which was in Boston May 23 and 24 
About 400 agents took part in these 
meetings. President Chandler Bullock 
addressed the several gatherings, the ti- 
tle of his talk being “These Interesting 
Days.” Referring to mortality statistics 
and experience he observed that three 
in every 100 persons die in automobile 
accidents. He recalled the influenza ep- 
idemic of eighteen years ago. Then, di- 
recting attention to an analysis of 1937 
ordinary death claims taken from the ex- 
perience of a representative number of 
life companies, Mr. Bullock said: “This 
study showed that of all policyholders 
deceasing during 1937 more than 10% 
died within five years from the date of 
their policies, and approximately 28% 
died in the first ten vears after issuance 
of their policies. State Mutual’s ex- 
perience was in line with the general 
experience. 

“Tt is because of these facts,” Mr. 
Bullock concluded, “that your business 
flourishes even in bad times. It is sim- 
ply because men and women do not want 
to expose their families to such hazards 
that they are scrutinizing so closely the 
services which you, as Soliciting agents. 
offer them. They will not take such 
chances when they are really more ac- 
quainted with collected and immutable 
facts such as these.” 

Many Still Uninsured 

Stephen Ireland, vice-president and su- 
nerintendent of agencies, spoke at the 
five meetings on “Our Company.” He 
showed that thirty-six of each 100 per 
sons haven’t any life insurance. The 
estimate of per capita average protec- 
tion is only one and a half times annual 
income. This indicates the wide market 
for life insurance, There is an inclina- 
tion to believe that almost everyone is 
insured. 





night. Carr and his committee received 
considerable praise for the splendid man- 
ner in which they arranged the affair. 

Foremost speaker at the opening 
luncheon of the two-day convention was 
Dr. S. S. Huebner of the Wharton School 
of Finance of the University of Penn- 
sylvania. 

David E. Vollmer, chief policy analyzer 
of the Department, criticized ambiguous 
phraseology in policies, particularly the 
registration and identification clause in 
accident and health contracts, in a talk 
which outlined the vork of his division. 

David R. Roche, chief compensation 
actuary, in defending the necessity for 
state supervision of all rates, asserted 
that the insurance business was rapidly 
hecoming identified in the public mind 
“to the extent that the services of our 
public utilities are thus identified.” 

The manner in which the Department 
had educated the public to the work of 
the Pennsylvania Department was de- 
scribed by Joseph A. Sexton, research 
director of the Insurance Department. 

John A. Diemand, executive vice-presi- 
dent of the Indemnity of North America, 
was chairman of Thursday night’s smok- 
er which, in addition to a talk by Zenn 
Kaufman, New York City author and 
lecturer, featured a floor show. 

Friday night’s banquet had as the prin- 
cipal speakers William A. Landvoight, 
supervising agent of the Third Pennsyl- 
vania District of the United States Se- 
cret Service, and Commander C. E. Ros- 
endah! of the United States Naval Air 
Station at Lakehurst, N. J. However, 
the affair actually was a tribute to John 
W. Donahue and the Philadelphia resi- 
dent vice-president of the Marvland Cas- 
ualty was eulogized by John Stevenson, 
Samuel J. Carr, William F. Wingett and 
Insurance Commissioner Hunt. 


Life Office Management Ass’n’s 
First Meeting in South Sets Record 


Registrations Total 280 as Southern Hospitality Forms Cordial 
Background for Management Conference in Nashville; 
Study New Developments 


The Life Office Management Associa- 
tion last week held its first meeting in 
the South. The usual Midwest confer- 
ence, this year called the Midwest-South- 
ern conference, was held at Nashville, 
Tenn., and the two-day meeting drew an 
attendance which set a new high record. 
Total attendance was 280. The group 
represented seventy-three different com- 
panies and organizations. Eight men 
from six different State Insurance De- 
partments, who were in Nashville for a 
convention examination of one of the 
companies, attended the meeting. The 
governor of Tennessee, Gordon Brown- 
ing, was present at the banquet held at 
the Belle Meade Country Club, Nash- 
ville, on May 25. 

General sessions were held each morn- 
ing in the National Life & Accident 
Building auditorium studio of radio sta- 
tion WSM. The group was welcomed 
there by C. A. Craig, chairman of the 
board, National Life & Accident. That 
company and the Life & Casualty In- 
surance Co. of Nashville were hosts to 
members of the association, many of 
whom accepted the invitations to tour 
the home offices and observe their meth- 
ods and operations, Radio station WSM. 
Nashville, is the voice of the National 
Life & Accident. Its call letters are the 
initials, “We Shield Millions,” the slogan 
of its owners and operators. Artists 
from WSM furnished music and enter- 
tainment at the association banquet 
Wednesday evening. 

Afternoon sessions of the conference 
held at the Andrew Jackson Hotel were 
divided into Ordinary and Industrial sec- 
tions, 

Richard Boissard, president of L. O. 
M. A.,, in his opening address paid tribute 
to the other members of the program 
committee, on which he himself was a 
member, for planning the conference and 
securing such a large attendance. On 
the committee were Horace T. Polk, 
treasurer, National Life & Accident; L. 
D. Ramsey, secretary, Business Men’s 
Assurance; Ralph W. Beeson, secretary, 
Liberty National. All three men are 
directors of L. O. M. A. Mr. Boissard 
is vice-president, National Guardian Life 

The committee on local arrangements 
included Mr. Craig, chairman of the 
board, National Life & Accident; A. M 
Burton, president, Life & Casualty; C. R. 
Clements, executive vice-president: E., 
W. Craig, vice-president, and E. B. Stev- 
enson, vice-president, all of the National 
Life & Accident; J. E. Acuff, executive 
vice-president, and Frank R. Leu, actu- 
ary, both of the Life & Casualty. 

College Professor Guest Speaker 


Theme of the conference was “Recent 
Developments in Office Routines and 
Procedures, Ordinary and Industrial.” 
Under that broad heading members on 
the program made many _ worth-while 
contributions to the proceedings of the 
association which have become a valuable 
reference library for member companies 
of the Life Office Management Associa- 
tion. 

The only guest speaker on the program 
was Dr. G. W. Dyer, professor of eco- 
nomics at Vanderbilt University. Speak- 
ing with directness and authority on 
present-day trends, he declared that life 
insurance has been a force toward creat- 
ing moral reliance rather than instability. 
Life insurance, he said, teaches people 
to save money in the face of all those 
things which would induce them to spend. 

On the subject “Due and Deferred 
Premiums,” W. H. McBride, actuary, Na- 
tional Life and Accident, made this state- 
ment: “In the theory of life insurance 
voluntary withdrawals have no _ place. 
This could not well be otherwise, be- 
cause the application of the theory of 


life insurance to its practice is an appli 
cation of mathematical laws of probabil- 
itv—and as voluntary withdrawals are 
not chance but choice, they cannot be 
dealt with mathematically — considera- 
tions of convenience and expediency 
alone govern.” He said also: “Policy 
loans and their near relatives, due and 
deferred premiums, are in no sense debts 
due the company and consequently never 
assets.” ; 

Charles H. Doggett, assistant treasurer, 
Jefferson Standard, in his paper ex- 
plained the procedure of the mortgage 
loan department and financial depart- 
ment in handling property accounts and 
accompanied his remarks with exhibits. 

Evidence of the work of the associa- 
tion in keeping its member companies 
posted on developments and new applica- 
tions of mechanical equipment was found 
in the paper presented by John E. 
Mumper, assistant secretary, on the L 
O. M. A, staff. He brought with him 
exhibits of voice-powered telephones, an 
improved desk lamp which eliminates 
elare, a new kind of stamp pad and 
other equipment, some of which is not 
vet on the market. 

R. T. Arrington, manager, actuarial 
department, Life Insurance Co. of Vir- 
vinia, told his company’s accounting pro- 
cedure for Federal and state social se- 
curity compliance. His paper traced the 
course through the company’s books and 
records of a taxable wage from its in- 
ception to the time it appears on a state 
or Federal contribution report or infor- 
mation return. 

Speaks on Budgetary Control 


On the subject of budgetary control 
Frank P. Samford, president, Liberty 
National Life, said: “We consider the 
establishment of the budget as the plans 
by which all of our operations during the 
current year are to be measured and 
throughout the year strive to adhere as 
closely to these plans as conditions will 
permit, with the hope that the increase 
in surplus which our plans contemplate 
will be realized.” 

In the beginning of the year his com- 
pany sets up operating plans which, if 
followed, will result in an increase in sur- 
plus that the company feels is satisfac- 
tory. The company feels it has answered 
the question “What can we afford to 
spend for business?” by a method con- 
templating the realization each year of 
the amount of surplus increase desired 
and then spending whatever is left after 
surplus requirements have been met for 
the production of new business. It is 
the job of the agency department to pro- 
duce the largest amount of the best busi- 
ness possible with the money available 

Mr. Samford’s paper was discussed by 
L. A. Smith, comptroller, General Amer- 
ican Life. 

Speakers at Section Meetings 

Speakers at the Ordinary sessions were 
these: 

E. A. Kiker, secretary, Great South 
ern; Wm. H. Hagerman, comptroller, 
Minnesota Mutual; Ralph Witherspoon, 
Midland Mutual; Martin Roe, claims 
secretary, Bankers Life Co.; C. Stuart 
Collins, supervisor, tabulating division, 
Penn Mutual; H. P. Farber, secretary, 
Service Life. Kenneth B. Piper, actuary, 
Provident Life & Accident, presided at 
the first session. 

Speakers on the program of the In- 
dustrial section were John F. Ruehlmann, 
vice-president, Western and Southern; 
E. R. Derryberry, controller, Life & 
Casualty Insurance Co.; Kenneth Mullins, 
assistant secretary, Washington Nation- 
al; Hardy M. Harrell, office manager, 
Gulf Life; Harry J. Volk, supervisor, 
Prudential, and A. Kenigson, assistant 
actuary, Sun Life of America. 
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FUTURE HOME OFFICE 
EXECUTIVES 
During recent weeks some 2,500 young 
men and women, employes of over 100 
O. M. A. Insti- 


tute examinations in 176 centers through- 


life companies, sat for L. 


out the United States and Canada. These 
tests mark the culmination of months 
cf intense effort on the part of these 
earnest employes and their volunteer in- 
structors. 
respects 


To both groups we pay our 
Put yourself in the same sit- 
uation as one of these young people. 
Upon your own initiative you have set 
aside a number of hours each week from 
your leisure time to learn the principles 
and techniques of our business. You 
have taken the hard route. No definite 
or tangible reward has been held out to 
you other than the satisfaction 
comes 


which 
from an understanding of the 
fundamentals of the business in which 
you are engaged. 

There are two classes of employes in 
home craftsmen, professional 
typists, clerks and specialists, and life 
insurance men and women who are also 
skilled specialists. The company has 
made it possible for you to acquire suf- 
ficient general knowledge of the busi- 
ness to enjoy the status of a life insur- 
ance man or woman, and you have in- 
dicated the desire and willingness to pay 
the price of attaining that status—and 
you and the profession have benefited. 


offices: 


Ten, fifteen and twenty years from 
now policyholders will look to the talent 
of this generation of young men and 
women to operate our great insurance 
institutions. Upon many of those who 
today carry the general classification of 
“clerical worker” will some day fall the 
responsibility of making the major de- 
cisions in the 
sponsibility 


exercise of trustee re- 


Management has no greater responsi- 
bility than to assure the perpetuation of 
a sound operating policy through the 
selection, development and training of 
personnel for future responsibility, as 
pointed out by Frank L. Rowland. ex 
ecutive secretary of the Life Office Man 
agement Association. The present gen 
eration of executives who have dedicated 
their life work to building these great 
institutions as monuments to the truly 
American 


conception of security and 


protection can view with confidence the 
perpetuation of their ideals in this earn 
est group of young men and women who 


are today evidencing a willingness and 


ability to prepare for the responsibility 
which will be theirs. 

LOSS INFORMATION SERVICE 

For many years one of the principal 
grievances of loss adjustment executives 
of multiple line fire and casualty com- 
panies has concerned lack of any central 
bureau for clearing information on un- 
desirable assureds and individuals who 
seek to mulct insurance companies year 
after year by presenting exaggerated or 
Those 
frequently seek to escape 
their coverage 
not only from one company to another 
but by transferring their operations from 
the fire field to inland marine insurance, 


for example, and then to some form of 
casualty coverage, etc. 


fraudulent claims. working at 


this racket 


detection by switching 


The wide variety 
of types of insurance renders extreme'y 
difficult a basis for denial of insurance 
coverage to such crooked but clever in- 
dividuals unless information regarding 
previous dishonest claims has been sup- 
plied to the department heads of insur- 
ance carriers. 

However, in certain fields the develop- 
ment of loss information service has pro- 
ceeded with excellent results and some 
day this valuable work may be coordi- 
nated generally by the insurance busi- 
The National Board of Fire Un- 
derwriters for nearly twenty years has 
maintained such a service, with member 
and non-member fire companies receiv- 
ing the data gathered. 


ness. 


This service was 
established to apprise member compan- 
ies of the actuarial bureau of fires of 
suspicious origin and criticized claims. 
Up to May 1 of this year 223,350 cards 
on names of assureds held undesirable 
from a fire insurance standpoint have 
been issued. The identification service 
aims to determine whether an applicant 
for insurance is the same person of like 
name listed in the loss information serv- 
ice file. 

about 20% 


have 


Since its present operation 
of the persons investigated 
found to be identical. In 
presenting the report of the actuarial 
bureau committee at the meeting of the 
National Board in New York last week 
Chairman F. A. Christensen said: 


been 


“It is strongly recommended that the 
cards of the loss information service be 
carefully checked for questionable risks 
as losses are frequently reported in the 
bureau covering names which already 
appear in the index file.” 


Guiapys P. Reap, Assistant Manager 








































































































An interesting part of the Eastern celebration of the seventy-fifth anniver- 
sary of the Fireman’s Fund was the presentation of a large birthday cake to the 
fire company by the Fireman’s Fund Indemnity at the dinner of executives and 
fieldmen held in New York City last month. Those present are -watching the “cut- 
ting of the cake” and the participants in the ceremony are, beginning at the left, 
Vice-President Richard V. Goodwin of the Fireman’s Fund Indemnity; Willis H. 
Booth, vice-president of the Guaranty Trust Co. and a director of the -Fireman’s 
Fund Indemnity; Vice-President Charles C. Hannah; Manager Frederick McBride 
of the Atlantic marine department; Assistant, Manager James F. Crafts of the East- 
ern fire department at Boston, and Assistant Vice-President Legg of the indem- 
nity: company. 


Mr. and Mrs. R. Dunham Braman of 
Hartford, Conn., were snapped at The 
Horizons, Paget, West Bermuda, where 
they are on their wedding trip. Mrs. 








Charles E. Wickham, who retired some 
months ago as manager of the New York 
City department of the American of 
Newark and now resides in Miami, Fla., 
was in New York last week to attend 
the annual meeting of the National Board 
of Fire Underwriters. It is expected that 
he will spend several weeks in the North. 
His son, E. G. Wickham, is special agent 
of the National Union Fire with head- 
quarters in Philadelphia. 

: & & 

A. Duncan Reid, president. Globe In- 
demnity, accompanied by Mrs. Reid, 
sailed on Wednesday, June 1, on the 
Aquitania for a visit to England. Mr. 
and Mrs. Reid will spend some time in 
Liverpool, and after a visit to Scotland 
and London will return on the Queen 
Mary on July 4. 

* * * 

William J. Ward, manager of the New 
York Fire Insurance Rating Organiza- 
tion, accompanied by Mrs. Ward and 
their daughters Betty.and Winifred, will 
sail next Wednesday, June 8 on the 
Batory for a trip to the Scandinavian 
countries. Landing at Copenhagen, Den- 
mark, they will subsequently visit Nor- 
way and Sweden and return to New York 
in July on the Pilsudski. 

* * * 

Otto Gaedke of Milwaukee, represent- 
ing the Marvland Casualty, has siicceed- 
ed W. H. Burhop, Emplovers’ Mutual 
Liability of Wausau, as chairman of the 
governing committee of the Wisconsin 
Compensation Rating & Inspection Bu- 
reau, At the annual meeting of the 
Board, the Employers Mutual Liability 
and the Hartford Accident & Indem- 
nity were elected to the governing com- 
mittee and the Aetna Casualty & Surety 
and the Liberty Mutual to the rating 
committee to fill expired 
terms. 


Mr. and Mrs. R. Dunham Braman 


Braman, before her marriage on April 
30, was Miss Mary Margaret Huntington 
of Windsor, Conn. Mr. Braman was for 
several years chief of the claim division 
three - year of Depart- 


ment and is now claim examiner for the 
Connecticut General Life in , Hartford. 
He is the son of S. Royce Braman, as- 
sistant auditor of the Aetna Life, and 
is a nephew of Colonel Howard P. Dun- 
ham, former Insurance Cominissioner 0! 
Connecticut and now vice-president of 
the American Surety of New York. 


the Connecticut Insurance 


* * * 


Everett W. Redfearn, member of the 
Orange, N. J., insurance firm of Wilson 
& Redfearn, is taking a prominent part 
in launching the activities of the Smaller 
Business Council of New Jersey and 
serves as its treasurer and board of 
trustees member. 
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Underwriters Golf Association Twen- 
ty-fifth Anniversary at Raritan 
Valley C. C. 


By W. L. Hadley 


Golf Association, 
whose membership is drawn from the 
executive ranks of fire, casualty, rein- 
surance, adjusting and allied organiza- 
tions of the insurance business, rounded 
out a quarter century of happy existence 
last week when its Twenty-fifth Anni- 
versary Tournament was held at Rari- 
tan Valley Country Club, Somerville, 
N. J., with four of its charter members— 
Joseph S. Frelinghuysen, Bertram N. 
Carvalho, Robert P. Barbour and C. A. 
Ludlum—in attendance. The Underwrit- 
ers Golf Association was ushered into 
being at the J. S. Frelinghuysen man- 
sion situated across the Easton Turn- 
pike from the Raritan Valley Country 
Club course and its return after twenty- 
five years took on the form of an Old 
Home Festival. 

There were appropriate decorations, 
music and entertainment in addition to 
the usual golf competitions. The dec- 
orations, music and entertainment were 
provided by the generous thoughtfulness 
of several members and friends of the 
Underwriters Golf Association who felt 
the occasion merited some special at- 
tention. 

The decoration and entertainment pro- 
gram was arranged for the sponsors by 
the writer, who was most capably as- 
sisted by my very good friends Elias 
Klein and Irving Bush with their mov- 
ing picture machine and William J. 
Dolly of the National Broadcasting Co. 
in the securing of talent. My thanks 
for their genuine helpfulness is here 
publicly recorded. 

How did it all turn out? Well, let’s 
summarize. In the first place, God was 
good—especially so—in that He gave us 
a perfect day for golf. Gorgeous skies 
canopied the Raritan Valley Country 
Club course all day. The fair skies con- 
tinued on into the night. The greens 
keeper of the club had labored diligently 
for several weeks in order that the 
Club Host of the Underwriters Golf As- 
sociation might not present a very red 
face—other than a flush of happiness— 
following on the heels of his enthusiasm 
about the eourse as an interesting layout 
calculated to provide a rugged test of the 
individual golfer’s skill. 

Those attending this party playing in- 
finitely better golf than the Club Host 
of the Underwriters Golf Association 
are in a position to calibrate the cor- 
rectness of my statements concerning 
R. V. C. C. in these particulars. 

Perhaps no better place will afford an 
opportunity to thank the board of gov- 
ernors of Raritan Valley Country Club 
for the splendid facilities provided for 


The Underwriters 


the Underwriters Golf Association Twen- 
ty-fifth Anniversary Tournament, and 
extend to the club greens keeper hearty 
congratulations in connection with the 
fine condition of the eighteen greens and 
the playing property of the club in 
general. 


Music and Decorations 


It was remarked that band music with 
golf was an innovation. Come to think 
of it, guess it was. In this case, how- 
ever, the unanimous opinion expressed 
by those participating in the tournament 
—and others at R. V. C. C. on Wednes- 
day of last week—it was a happy inno- 
vation. The writer learns from the head 
of the Armyaires that the horn tooters 
revelled in quite as much glee as the 
club swingers in connection with the 
whole thing. Many compliments were 
heard as to the artistic ability of the 
Brass Instrumentalists as they provided 
spirited get-away-from-the-first-tee mu- 
sic for each foursome and entertainment 
afterward in the club house. 


The decorations on the course and in 
the club house were colorful. The ban- 
ner of greeting extending thirty feet 
across the first tee. The tri-colored pen- 
nants with U. G. A. adorning each of 
the eighteen flag staffs. The score cards 
bearing the Underwriters Golf Associa- 
tion Twenty-fifth Anniversary welcome 
inscription. The blue and silver menu 
to which was appended a roster of the 
entertainment numbers. The red carna- 
tion for each individual at dinner and 
participant in the entertainment. The 
vari-colored staffed table pennants. All 
of these added to the enjoyment of the 
golf party, which in itself would have 
provided ample happiness for all who 
participated. 

There was nothing which individual- 
ized the tournament more than the 
varied colored berets which were pro- 
vided by the tournament committee of 
the Underwriters Golf Association. This 
was a very happy thought. 


Winners of Events 


Then there was the evening dinner 
provided under the skill of the officers 
of the Underwriters Golf Association at 
which the several prizes for the events 
on the golf calendar were presented. 
The events and winners were: 

(1) 18-Hole Medal Play Handicap (in- 

dividual), Herman Ambos. 

(2) 18-Hole Medal Play Gross Score 
(individual), J. J. Mulvehill. 

(3) 18-Hole Match Play against Par 
(individual—7%_ handicap), Wil- 
fred Garretson. 

(4) 18-Hole Medal Play Kickers’ Han- 
dicap (individual), Jesse’ E. 
White. 

(5) 18-Hole Best Ball Foursome (% of 
combined handicap not exceeding 
10 strokes difference), J. B. Car- 
valho—H. C. Sturhahn. 

(6) 18-Hole Medal Play Handicap for 


Guests (individual), W. L. Had- 


ley. 

(7) Best Net Individual Score to Win 
Leg on Championship Cup, Her- 
man Ambos. 

(8) Worst Ball Foursome, W. B. Kelly 
—P. R. Willemson, W. A. Gray— 
E. L. Mulvehill. 

(9) Special Event—Low Score—Par 3 
holes, Frank J. Breen. 

(10) Low Score—Par 5 holes, R. R. 
Martin. 

There were sixty-two members and 
guests of the Underwriters Golf Asso- 
ciation at the evening dinner and enter- 
tainment. Others were on hand for part 
of the day but had to leave on account 
of other engagements. Sixty-one had 
luncheon. 

Former Senator Joseph S. Frelinghuy- 
sen, one of the founders of the associa- 
tion, dropped in to pay his respects dur- 
ing the afternoon. Clarence A. Ludlum 
absented himself from a sick bed long 
enough to motor out to R. V. C. C. to 
greet his friends and left with a display 
of real emotion under doctor’s orders. 

Fifty-five members and guests played 
golf. 

In addition to the Armyaires, who 
providing a “tooting” good time all after- 
noon and well along into the evening, 
Frank Fowler, basso profundo of the 
Armyaires, distinguished himself through 
the rendition of two fine bass vocal solos 
at the dinner. 


Evening Entertainment 


Apart from the above mentioned Brass 
Instrumentalists the evening entertain- 
ment was made up of the following bril- 
liant and diversified numbers: 

Eddie Clarke, the inimitable “At Your 
Service” waiter, who did a masterful 
parade about the dining room, indulging 
in innumerable mirth provoking antics. 
Later on the program he returned to in- 
dulge the diners with gales of laughter 
in a comedy magic juggling number. 

It was generally conceded that Har- 
old Patrick, baritone, gave as fine a piece 
of baritone vocalizing in his several num- 
bers as has been heard anywhere. This 
artist is being carefully trained to go 
places in his art and is definitely on the 
way. Many of his auditors at Raritan 
Valley Country Club were of the opin- 
ion that he possesses one of the great 
baritone voices of this day. 

When it comes to magic, a prestidigi- 
tator would have to be mighty slick and 
nimble-fingered indeed to surpass George 
Krinog. All his manipulations were mys- 
tifying but truly so was his digesting and 
reproduction of ten double edged safety 
razor blades. This was his most newly 
created “piece de resistance” of magic. 

It is hard to believe that there are 
any folk who have not at some time or 
other heard The Buccaneers—Harmony 
Quartette. They have held high place in 
radio broadcasts for lo these many 
moons. What a happy foursome they 
are. Their numbers were spirited—de- 
cidedly in tune with the occasion and 
rendered with a high degree of dramatic 
intelligence. 

Direct from the Cotton Club there 
came four feet domiciled on the nether 
ends of Tootie and Al, an ebony hued 
dance team than whom there are no bet- 
ter “picker-uppers” and “lay-’em-down- 
ers.” Following Frank Fowler, basso, 
and the Armyaires, this team opened the 
R. V. C. C. show with a bang and closed 
it with a double bang. 

The announcer for the entertainment 
was the distinguished Fred Nerret of the 
Triangle Entertainment Service, New 
York. Fred did a nice job. Thank you, 
Fred. 

Put the foregoing all together and you 
have a bird’s-eye view of the grand time 
provided for the Twenty-fifth Anniver- 
sary Spring Tournament of the Under- 
writers Golf Association. It-was a gala 
day and evening and the writer is mighty 


(Continued on Page 22) 


* * * 
G. Foster Sanford Great Football 
Leader 
G. Foster Sanford, great football 


leader and coach, who died suddenly last 
week of a heart attack at the age of 67, 





Snapped at Raritan Valley 
Country Club 


Bertram N. 
Carvalho 


Howard P. 


Dunham 


was a well known personality along Wil 
liam Street. For years he was at: the 
helm of Smyth, Sanford & Gerard, Inc., 
insurance brokers at 68 William Street 
railroad insurance specialists. Aggres- 
sive and possessed of a keen sense of 
humor, Mr. Sanford was always ap- 
proachable and particularly interested in 
young men. He leaves to “carry on” 
in his footsteps a son, G. Foster San- 
ford, Jr., vice-president of the firm, his 
widow, and a daughter, Mrs, Laurence 
W. Codding of Glen Ridge, N. J. 

“Sandy,” as he was familiarly known, 
was a football star at Yale in the nine- 
ties. He was a natural athlete, a tall, 
blonde, blue-eyed giant who had _ the 
unique record of never having played on 
a team that was scored against. Many 
are the stories told of his prowess on 
the gridiron and as a sprinter. He was 
six years at Yale, graduating .from the 
Sheffield Scientific School in 1894 and 
the law school in 1896. He played on the 
great team of 1891 with such immortals 
as Frank Hinkey and Pudge Heffelfinger 

He never lost his love for football. 
He coached at Yale, then at West Point 
where he invented the Sanford system 
of line. play; at Columbia for three 
years, followed by ten years at Rutgers 
from 1913 to 1932, where as unpaid 
mentor he put that university on the 
football map. He wanted to retire in 
1923 but was persuaded to remain for a 
few more years. Bitterly opposed to 
professional football coaching, “Sandy” 
enacted a promise from his squad that 
they would never coach for pay after 
ecraduation. He regretted that he had 
not followed the law; said that the lure 
of “easy money” as a football coach had 
drawn him aside after he had become 
a member of the New York Bar. 

One of his famous pupils at Rutgers 
was Paul Robeson, the colored singer 
and actor, who was a four letter man 
at college and All-American end in 1918 
The story is told by Lawrence Perry in 
the Newark Evening News of May 25 
how “Sandy” talked Robeson out of 
his ambition to be a clergyman. Point- 
ing to the fact that the bishop of the 
church which Paul favored had to take 
a collection to pay his way to and from 
a Jersey village where he officiated at 
the elder Robeson’s funeral, “Sandy” 
asked the stalwart Negro if he thought 
the cloth was any future for a man as 
gifted vocally and mentally as he was 
Paul said he reckoned not and entered 
upon the study of music. 

It will be hard to realize next footbal 
season that “Sandy” is not looking on 
at the show, his office door always open 
to the old timers who used to drop in 
and talk about the game, says Lawrence 
Perry. 
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Royal Moving Southern 
Department to New York 


MANAGER TUPPER TO RETIRE 
Over Thirty-eight "Years in Insurance; 
Cliett Manager of Southern Depart- 
ment at New York Headquarters 





On June 10 the executive and routine 
operations of the Southern department 
of the Royal, Queen, Newark Fire, Amer- 
ican & Foreign, British & Foreign, Cap- 
ital Fire and the Georgia Fire Under- 
writers will be moved from Atlanta Ga., 
to New York City, where they will be 
conducted from 150 William Street in 
the building owned by the Royal. S. Y. 
Tupper, manager of the Southern depart- 
ment, is retiring at that time. 

Mr. Tupper’s retirement completes a 
career of over thirty-eight years in the 
insurance business, all devoted to the ser- 
vice of the Royal and its affiliated com- 
panies. He entered the service of the 
Queen in June, 1900. After occupying 
various position in the office. he became 
special agent in 1909. in 1914 was pro- 
moted to the responsibilities of assistant 
manager of the company, and in 1925 was 
further advanced to the position of man- 
ager. When the Southern departments 
of the Royal and Queen were merged 
in January, 1929. he was appointed to 
his present position of manager of the 
Southern department of the Royal Group. 

Generous Retirement Allowance 

In the South the name of Tupper has 
long been associated with the Queen, the 
late S. Y. Tupper, Sr, having been con- 
nected with that company for many years 
and having served as manager previous 
to Mr. Tupper’s assumption of that posi- 
tion. It is understood that the company 
has extended to Mr. Tupper a generous 
retirement allowance, and his many 
friends in company and agency ranks will 
join in the wish that his well-earned 
retirement may bring him many years 
of health and happiness. 

Although Mr. Tupper will no longer 
be actively connected with the companies’ 
operations, R. L. Cliett. assistant mana- 
ger, has been appointed manager of the 
Southern department at New York, and 
J. A. Tischer, agency superintendent. to- 
gether with other important members 
of the Southern department staff, will 
continue in the same respective capaci- 
ties in which for many years past they 
have served the companies’ interests. 

This move will work to the advantage 
of the companies in many ways and will 
also bring to their agents opportunities 
for closer contact with the executive 
offices in New York, placing at their dis- 
posal the highly developed service facili- 
ties of the automobile, inland marine, 
brokerage, general cover and other spe- 
cializing departments. 


TO JOIN NORTH AMERICA 





Charles F. Rupprecht. Ass’t U. S. Man- 
ager of Commercial Union, Will 
Leave That Post Soon 
The Insurance Company of North 
America announces that Charles F. 
Rupprecht, assistant United States man- 
ager of the Commercial Union Group, 
will shortly join the staff of the North 

America in an executive capacity. 
Although still a young man, Mr. Rup- 
precht, has had a long, varied and suc- 
cessful experience, having been connect- 
ed with the Commercial Union’s interests 
on the Pacific Coast and in the Middle 
West before being brought to New York 
a few years ago. He is well and favor- 
ably known and his severance of his 
connection with the Commercial Union 
was under the most amicable auspices. 


ee 


Pink Sounds Out Cos. 
On Average Values 


PERMANENT PLAN IS SUGGESTED 
As Chairman of Commissioners’ Valua- 
tions Committee He Asks For Views 
in Advance of Quebec Meeting 





Superintendent of Insurance Louis H. 
Pink of New York as chairman of the 
committee on valuation of securities of 
the National Association of Insurance 
Commissioners is sounding out the com- 
panies as to the advisability of adopting 
average values for securities—both stocks 
and bonds—as a permanent formula. The 
committee feels that such a plan merits 
serious consideration at this time but 
desires to get the views of company ex- 
ecutives in advance of the commissioners’ 
annual convention June 15-17 at Chateau 
Frontenac in Quebec. 

In transmitting this request to the 
companies Mr. Pink outlines a_ plan 
which has been developed at the sugges- 
tion of his committee by Josephson of 
the Standard Statistics and Hughes, New 
York Department auditor. Under this 
plan the commissioners’ association value 
for December 31, 1938, would be deter- 
mined by adding together the values 
printed in the valuations of securities 
books for December 31, 1934 to 1937, in- 
clusive, and the mean between the high- 
est and lowest quotations during the 
period January 1, 1938, to November 1, 
1938, and dividing the result by five. 


A. G. WHITELAW TO RETIRE 








General Adjuster of Commercial Union 
Group; Will Be Succeeded by 
Donald B. Sherwood 
A. G. Whitelaw, general adjuster of 
the United States branch of the Com- 
mercial Union group, is retiring on June 
30. He has completed more than fifty 
years of continuous service in the fire 
insurance business, of which period 
forty-four years have been spent in loss 
adjustment supervision with the Com- 
mercial Union’s organization at the New 
York office. He is widely known as one 
of the foremost authorities in adjustment 
matters and enjoys high standing among 
loss executives. He is a past president 
of the Loss Executives Association. Mr. 
Whitelaw’s long and valued services have 
been generously recognized by the Com- 

mercial Union management. — 

Donald B. Sherwood, who for some 
years has been associated with Mr. 
Whitelaw as assistant general adjuster, 
has been advanced to the position of 
general adjuster for the Commercial 
Union group. Mr. Sherwood has been in 
the service of the Commercial Union or- 
ganization since 1925 and before going 
into the loss department was a special 
agent in the New England field. 
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REINSURANCE— 
Inquiries Invited 


As a strictly reinsurance company 
efficiently and conservatively man- 
aged we offer sound protection 
and competent service in the han- 


dling of fire reinsurance accounts. 


AMERICAN RESERVE 
INSURANCE COMPANY 


99 John Street, New York, N. Y. 


MODERN FACILITIES FOR MODERN UNDERWRITING 
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Makins General Mer. 
Of Commercial Union 


NEW CHAIRMAN IS_ ELECTED 





Sir Bertram Hornsby Succeeds Herbert 
Lewis Who Has Served Company 
Over Fifty-five Years 





Presiding at the annual meeting of the 
Commercial Union in London recently 
Herbert Lewis, chairman, announced that 
he would relinquish the chairmanship as 
from May 31 and would be succeeded by 
Sir Bertram Hornsby, the vice-chairman 

“It is three years since the directors 
did me the honor of electing me their 
chairman,” said Mr. Lewis, “and it is 
more than fifty-five years since I entered 
the service of this company. I hope, 
therefore, you will agree that it is not 
unreasonable if I were now permitted to 
enjoy a greater measure of freedom and 
leisure than I am likely to secure while 
I continue to occupy this chair. 

“Your new chairman is an able admin- 
istrator of wide experience; he takes 
great interest in the affairs of your com- 
pany and the directors are confident that 
these could not be in better hands. 

“In the hope that for a while longer I 
may still be of service to the Commercial 
Union I have acceded to the directors’ 
request to act as vice-chairman.” 

Mr. Lewis announced that A. J. Ma- 
kins, who became manager upon Mr. 
Lewis’ appointment as chairman in 1935, 
had been appointed general manager, and 
W. F. Todd, manager of the accident 
department, assistant general manager. 

The new general manager is well 





The Tokio Marine & Fire 


Insurance Company, Ltd. 
United States Fire Branch: 80 John Street, New York 


J. A. Kersey, General Agent 


PREMIUM RESERVE 

OTHER LIABILITIES 

SURPLUS TO POLICYHOLDERS 
TOTAL ASSETS 


Bonds & Stocks valued on New York Insurance Department Basis. 


$609,232.73 in the above 


U. S. Statement December 31, 1937 


4 
are dep 


Grorce Z. Day, Ass’t. General Agent 


$ 1,903,636.30 
1,044,037.34 
10,394,211.93 
13,341,885.57 


Securities carried at 





d in various States as required by law. 





North British Girl 


Sweepstake W inner 


Miss Alice Jupp, employed for the 
last five years in the accounts division 
of the North British & Mercantile in 
New York, her parents and two sis- 
ters held the only Irish Sweepstake 
ticket in New York City on Bois 
Roussel, winner of the English Derby 
at Epsom Downs Wednesday. The 
Jupps’ ticket calls for a prize of $150,- 
000. A half interest in the ticket was 
sold before the race to a London syn- 
dicate. To inquiries regarding her fu- 
ture plans Miss Jupp said she was 
too much excited at the moment to 
give any statement. She lives with 
her family at 602 West 188th Street, 
New York City. 











known to American insurance men. He 
joined the United States branch of the 
Commrecial Union in January, 1927, and 
later that year was appointed assistant 
United States manager, which post he 
filled until June, .1931, when he was re- 
called to the home office in London as 
manager of the fire department. In 1935 
he became manager of the company. Mr 
Makins’ entire business life has_ been 
identified with the Commercial Union in 
various fields. His first appointment was 
at Aachen, Germany, in 1910, and from 
there he was transferred to the Paris 
branch. From 1911 to 1924 he was en- 
gaged in various positions in the foreign 
department of the head office in London. 
During 1925 he was manager of the Japan 
branch at Kobe and the following year 
became assistant manager of the China 
branch at Shanghai. 


G. & R. and American Home 
Open Philadelphia Dep’t 


The Globe & Rutgers Fire and Ameti- 
can Home Fire have established a de- 
partment office at 308-310 Walnut Street, 
Philadelphia, for handling business in the 
city and suburban area. Elmer Van Du- 
sen has been named manager. He 1s 
assistant secretary of the Insurance Co. 
of the State of Pennsylvania and under 
the new arrangement will supervise the 
business in that territory for all three 
companies. Edward F.- Hatcher, state 
agent of the Globe & Rutgers, who has 
previously handled the Philadelphia ter- 
ritory, has been transferred to Atlanta, 
Ga., as state agent for Georgia, Alabama 
and Tennessee, 
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National Board of Fire Underwriters Annual Meeting 


Sommers and Other Officers Are 
Reelected; Proposals Approved 


Sommers and the 
other officers of the National Board of 
Kire Underwriters were reelected for 
another year at the annual meeting of 
the board held last Thursday at the 
Waldorf-A Astoria Hotel in New York. 
Mr. Sommers is president of the Ameri- 
can of Newark. Serving with him in 
the administration of the National Board 


President Paul B. 


is Frank D. Layton, president of the 
National of Hartford, vice-president; 
Sumner Ballard, president of the Inter- 


national, secretary; Bernard M. Culver, 
president of the America Fore Group, 
treasurer; W. E. Mallalieu, general man- 
ager, and C. H. Lum, assistant general 
manager. 

Five members of the executive com- 
mittee were elected for three-year terms 
as follows: Robert P. Barbour, United 
States manager, Northern Assurance; C. 
F. Shallcross, United States manager, 
North British & Mercantile; W. Ross 
McCain, president, Aetna Fire; Walter 
D. Williams, president, Security of New 
Haven, and J, M. Haines, United States 
attorney, Phoenix Assurance. 


$400,000 For Advertising 


The meeting approved an appropriation 
of $400,000 for the public relations com- 
mittee to carry on a twelve months’ cam- 
paign of advertising in national publi- 
cations. The campaign will provide an 
aggregate annual distribution of about 
a hundred million copies of the advertise- 
ments. The meeting also approved the 
new procedure for arbitrating losses in 
which fire and inland marine underwrit- 
ers are interested. The same procedure 
was also approved last week by the In- 
land Marine Underwriters Association. 
Under the procedure disputed losses will 
be submitted to a joint loss arbitration 
committee composed of representatives 
of the National Board and the I. M. U. A. 

Present membership in the National 
Board is 198 companies, according to 
the report of the membership committee. 

The report of the laws committee 
touched on the present controversy 
among members of the National Asso- 
ciation of Insurance Commissioners with 
this statement: 

“There is much to be deplored in the 
conflict growing out of the attitude of 
the various commissioners in respect of 
company examinations. This arises from 


a reluctance on the part of a great many 
commissioners to accept examinations of 
the state in which the company is or- 
ganized or in which it has its principal 
place of business. 


Unless some solution 





FRANK D, LAYTON 
Vice-President 


can be mutually agreed upon between 
these conflicting elements the result will 
inevitably be an increase in cost to the 
companies as well as the confusion in- 
cident to examination procedure arising 
from unnecessary duplication. 

“We sincerely trust that the matter 
can be amicably adjusted without undue 
friction, since cooperation and uniform- 
ity of treatment between the supervising 
officials of the several states is an im- 
perative necessity in the handling of the 
major problems dealing with a business 
so comprehensive in its ramifications as 
insurance.” 

Arson Drive in Maine 


Harold Warner, chairman of the com- 
mittee on incendiarism and arson, spoke 
of the effective work now being done 
in Maine to curb incendiarism, 

“In December, 1937, Hon, C. W. Love- 
joy, newly appointed Commissioner of 
Insurance for the State of Maine, con- 
ferred with the National Board concern- 
ing more extensive facilities for investi- 
gating incendiary fires in that state, At 
his request special agents of the Na- 
tional Board were assigned to work un- 
der his general direction in a statewide 
campaign to arouse public interest in the 
subject and to provide facilities for closer 
cooperation with firemen, policemen, in- 
surance representatives and others. The 
commissioner has pushed this campaign 
with vigor and noteworthy success. 

“As a result of the cooperative support 
extended, suspicious fires are reported 
immediately, investigated promptly and, 
where the evidence warrants, handled ef- 
fectively by the prosecuting authorities. 
Several convictions have been obtained 
and, since the inauguration of this cam- 
paign, the number of incendiary fires in 
Maine has materially decreased. Agents 
of the National Board have also assisted 
the commissioner in training newly se- 
lected state employes and it is believed 
that a worth-while and permanent im- 
provement has been effected. Commis- 
sioner Lovejoy has repeatedly expressed 
his appreciation of the assistance ren- 
dered and has highly commended the 
work of the special agents assigned to 
his state.” 





F. O. Affeld, who is 96 years old and 
who years ago was United States man- 
ager of the Hamburg-Bremen, attended 
the annual meeting of the National 
Board of Fire Underwriters last week 
at the Waldorf-Astoria Hotel in New 
York City. For a long while he has 
been a regular attendant at these gath- 





Underwood & Underwood 
BERNARD M. CULVER 


Treasurer 





Adieas Bureau Reports Big 
Increase in Automobile Volume 


Work of the automobile department of 
the Fire Companies’ Adjustment Bureau 
100% last year over 1936 
whereas fire losses adjusted were about 
5% below those of 1936, Paul L. Haid, 
president, reported at the bureau’s an- 
nual meeting held last Thursday in New 
York following the meeting of the Na- 
tional Board of Fire Underwriters. The 
automobile department has been brought 
up to a high state of efficiency by 
thorough training of adjusters in auto- 
mobile claims. 

Officers of the bureau were reelected 


increased 


as follows: president, Paul L. Haid, 
president, Insurance Executives Associa- 
tion; vice-president, Harold Warner, 


United States manager, Royal-Liverpool 
Groups; secretary, W. E. Hill, and 
treasurer, N. B. Bassett. Directors whose 
terms expired were reelected with the 
exception of C. V. Meserole, Mgr ana 
Pacific Fire. He was succeeded by A. E. 
Heacock, vice-president, Pacific. 

Fire Loss Adjustments 

Extracts from President Haid’s report 
follow: 

“In 1936 our adjusted fire loss in- 
creased 151%4%. Conditions generally sug- 
gested that this increase might carry 
through 1937. However, our adjusted 
fire loss last year was approximately 5% 
below 1936. This reduction was not uni- 
form territorially. Our Southeastern and 
Southwestern departments held their 
own but the Eastern, Rocky Mountain 
and Pacific Coast declined an average 
of 10%. We cannot yet determine 
whether this paralleled a corresponding 
reduction of fire insurance losses gen- 
erally. 

“It is interesting to observe in the 
statistics appended that the average size 
of fire losses decreased in 1937, although 
it increased in 1936, after receding stead- 
ily for several years. 

“Our adjusted storm loss was more 
than one-third below 1936. The special 
risk department, the larger portion of 
which is inland marine, showed a satis- 
factory increase. Adjusting facilities 
have been established in each of our 
branch offices, with appropriate super- 
vision, and special treatment is in effect 
throughout the organization. We are 





erings and he takes a keen interest not 
only in present day fire insurance prob- 
lems and developments but in national 
and international questions. 


SUMNER BALLARD 
Secretary 








PAUL L. HAID 


equipped to serve this class adequately 
and to adjust the losses properly. 
Big Gain in Auto Volume 

“The automobile department handled 
an additional volume of about 100%. We 
commenced to build these facilities im- 
mediately after starting operations in 
1931, but volume had not reached a 
significant position even in 1934. Our 
annual report for 1936 discussed the sub- 
sequent development. 

“It was particularly difficult to provide 
for the servicing of such a large increase 
within so short a time because our prede- 
cessor bureaus were not equipped for 
this work. Nor did time allow for the 
education of men, so it was imperative 
that we fill our adjusting requirements 
with experienced adjusters, and this was 
done. During the past three years we 
employed over 300 men who had special- 
ized in automobile loss adjusting. The 
comparatively few whom we took on at 
appropriate intervals to be educated were 
placed in apprenticeship at our expense 
as automobile mechanics in general re- 
pair shops, located at suitable points 
throughout our territory. After their re- 
lease by the service manager as being 
competent to determine damage and 
compute cost of repairs, they received 
their insurance training and later trav- 

(Continued on Page 28) 
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iain G. re alien At 
Testimonial Dinner 


COMMISSIONER OF VIRGINIA 


Representatives of All Lines of Insur- 
ance Praise Department Head For 
His Fine Record 
was heaped on George 
\. Bowles, Virginia Commissioner and 
resident of we National Association of 
Insurance Commissioners, at a_ testi- 


Much praise 


monial dinner given in Richmond last 
week in commemoration of his service 
as head of that organization. In accept- 


ing a silver punch bowl presented him 


he ‘said that even if it was more blessed 
to vive than to receive he was glad he 
was at the receiving end of the line. He 


was praised by speakers for his fairness, 
judgment and firmness. 

The dinner, sponsored by the Virginia 
Association of Insurance Agents, was at- 
tended by upward of 200 agents, specials 
and company executives. W. Owen Wil- 
son, past president of both the Virginia 
Association of Insurance Agents and the 
National Association, officiated as toast- 
master, while J. Davis Ewell, president 
of the Virginia Association, filled the 
role of presiding officer, At the con- 
clusion of the ceremonies, Mr. Wilson 
presented to Mr. Ewell a gavel which 
had been given him when he was presi- 
dent of the Virginia Association with 
the understanding that it would be used 
by the presiding officer at the dinner 
given each year in honor of the past 
presidents of the association. To Roger 


Clarke, of Fredericksburg, another past 
president of the Virginia Association, 
fell the honor of presenting Commis- 


sioner Bowles the punch bowl. 
Bradford H, Walker, president of the 
Life Insurance Co. of Virginia, in a 
surprise attack on the New Deal, said: 
“We are living in an age in which every- 
thing is being torn down that every one 


in this room has worked to build up. 
And a great many of those who are 
tearing down have had very little ex- 


perience in building up. There ought to 
be some way to repair this great struc- 
ture we've built up without tearing it all 
down.” 

Other tributes were paid Commissioner 
Bowles by Ray Murphy, former com- 


a 





Iowa and now assistant 
manager of the Association of Casualty 
and Surety Executives, in behalf of 
casualty companies; Harold V. Smith, 
president of the Home of New York 
fleet, in behalf of fire companies; Jesse 
S. Phillips, former New York commis- 
sioner and now chairman of the board 
of the Great American Indemnity, for 
surety companies, and Louis H. Pink, 
Superintendent of Insurance of New 
York, for the National Association of 
Insurance Commissioners. 


missioner of 


Insurance Group of Credit 
Men to Meet June 9 


The sixth annual meeting of the in- 
surance group of the National Associa- 
tion of Credit Men will be held at the 
annual congress of the association at 


San Francisco in the St. Francis Hotel. 
The insurance group, under the chair- 
manship of D. C. Campbell, credit mana- 
ger of the America Fore Group at Chi- 
cago, is scheduled to meet on June 9 at 
9:30 a. m. 

The insurance educational campaign 
launched by the group several years ago 
will follow the subjects outlined in the 
group’s program: Insurance as a vital 
factor to credit; potential services of in- 
surance men to the credit fraternity; 
functional service organization for credit 
men; value of insurance surveys in check- 
ing credits. 

Other officers of the group are T. Al- 
fred Fleming, National Board of Fire 
Underwriters; J. Dillard Hall, U. S. F. 
& G. Co., and Edward King, Hooper- 
Holmes Bureau. 





HENRY W. DE FOREST DIES 

Henry Wheeler de Forest, lawyer, cap- 
italist, philanthropist and director of sev- 
eral insurance companies, died last Sat- 
urday at his country home at Cold Spring 
Harbor, Long Island. He was 82 years 
old, Long prominent in railroad affairs, 
he was a director of the Southern Pacific. 
In the insurance field he served on the 
boards of the Continental, Maryland and 
Niagara of the America Fore Group. He 
was also formerly a director of the 
Equitable Life Assurance Society and 
took part in the mutualization of that 
company and also the Metropolitan Life. 





Credit Men Survey 
Insurance Carried 


MANY HAZARDS UNPROTECTED 
National Organization Firm Believer In 
Protection, of Which It Has 
Many Different Kinds 
Insurance, or “coverage,” has been 
added to the three Cs of credit—charac- 
ter, capital and capacity—said Henry H. 
Heimann, executive manager National 
\ssociation of Credit Men, in an address 
delivered at the Pennsylvania Insurance 
Days convention in Philadelphia May 27. 
In a survey made by the association 
among its members numbering 20,000 
concerns, it was found that they invest 
approximately $165,000,000 a year for in- 
surance. Among other things the sur- 
vey asked: “Has an insurance agent, or 
broker, in the last two years made a 
complete survey or audit of your insur- 
ance hazards and policies, including in- 
spection of your premises for the pur- 
pose of reducing the fire and accident 
risk and reviewing all of your policies 

for errors or omissions ?” 

A majority of the answers showed 
that such a survey had been made. In 
52% of the cases a rate reduction had 
resulted; in 20% a decrease in amount 
of insurance and in 19% an _ increase. 
Twenty-seven percent reported that val- 
uable corrections had resulted. 

Surveys Proved Profitable 


The sum total of this questionnaire 
survey revealed that where a survey had 
been made 20% better protection had 
been given at 22% less cost. To state 
it another way, the firms which did not 
go to the trouble of having their insur- 
ance reviewed by a competent authority 
actually received only 65 cents of in- 
surance for every dollar invested pre- 
miums, as against the others which, hav- 
ing a survey, realized dollar for dollar 
on their insurance investment. 

Mr. Heimann revealed that in many 
of the association’s 120 local association 
centers insurance meetings are held. An- 
other feature of the analysis is that 84% 
of the association’s members do the 
actual insurance buying for their com- 
panies; 24% of the manufacturers and 
38% of the wholesalers suggest that 
those with whom they do credit business 
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insure the goods involved, and « mune) 
smaller number insist on such iINSurancy 
The association’s survey showed aly 


that only 44% of American busines 
men insure against windstorm. Of ¢h 
manufacturers studied 52% carry win. 
storm and 33% of the wholesalers do « 


Of the 61% who need but do no; carry 
business interruption insurance o1 ly 140, 
said that they had been solicited for tha 
kind of protection. It was also showy 
that wholesalers seem not to reali 
that the regular fire policy covers onh 
the cost price of merchandise. E x plosior 
insurance is carried by only 20% of the 
wholesalers and 40% of the manufae. 
turers. 
Strike Losses Covered Partly 

Mr. Heimann declared that only 294 
of business men insure against the dam. 
age that follows striking and _ rioting 
Forty percent of the manufacturers 4 
carry riot, strike and civil commotion jp. 
surance but only 14% of the wholesalers 


do so, While 87% of the firms. sur. 
veyed shipped their products by rail 
only 12% carried rail shipment. insur. 


ance. Ninety-one percent of the firms 
ship by truck and 15% carry truck ship- 
ment insurance. 

As to insurance on automobiles used 
by salesmen, 52% have fire and theft 
insurance and 30% collision insurance 
Trucks are insured more generally. As 
to conduct of the insurance busines; 
generally Mr. Heimann said: “The re- 
sponsible insurance companies in Amer- 
ica have had a very good record. This 
challenges government insurance pro- 
grams. Private operation of insurance 
companies has been responsible for the 
correction of many of the earlier abuses, 
The industry has been fair, it has been 
conservative, and it has performed a 
real service.” 

Belief in Insurance 

He urged that fraudulent insurance 
claims be not allowed by insurance com- 
panies. This, he claimed, would be as 
much in the interest of industry as of 
the insurance business. The associa- 
tion’s fraud prevention department has, 
in twelve years, sent 1,650 commercial 
criminals to the penitentiary. Mr 
Heimann closed with this statement: 

“Perhaps the best evidence of our be- 
lief in insurance is a statement as to 
our own insurance coverage. Not only 
do we in our organization have all the 
usual and normal coverages any progres- 
sive organization needs, but, in addition, 
we have certain types of social coverage 
that we personally believe is so essential 
in these particular times. Our people 
are covered by group insurance as to 
their life, by health insurance against 
sickness, accident insurance against ac- 
cidents and by a pension plan _ placed 
with a representative insurance company 
against old age. Personally, I think 
this coverage is the best investment the 
organization has ever made.” 


A. C. Baillie Made General 
Manager of Halifax Fire 


Directors of the Halifax Fire, affiliated 
with the Home of New York, have ap- 
pointed Arthur C. Baillie general man- 
ager. He resigned recently as secretary 
of the Home after serving in that 
capacity since 1923. A Canadian by birth 
Mr. Baillie entered insurance in Halifax 
in 1897 and joined the Home in 1913 
when that company reinsured the busi- 
ness of the Nova Scotia Fire, with 
which Mr. Baillie had been connected 
since 1903. Wilfred Kurth, chairman of 
the board of the Home, and Harold V. 
Smith, president of the Home, are 
United States managers of the Halifax. 


ROCHESTER F. C. A. B. MANAGER 
The Fire Companies’ Adjustment Bu- 
reau has appointed R. E. Forrester 4s 
branch manager at Rochester, N. Y., suc- 
ceeding the late John M. Dag gett. Mr. 
Forrester joined the General Adjus stment 
Bureau in March, 1924, as a junior ad- 
justor at Buffalo. Later he served at 
Wheeling, W. Va., and in July, 192% 
was transferred to Rochester as senior 
adjuster. 
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America Fore Insurance Ss. y| and Indemnity Group 


THE CONTINENTAL INSURANCE COMPANY ‘Z NIAGARA FirRE INSURANCE COMPANY 
FIDELITY-PHENIX FiRE INSURANCE COMPANY = ‘2 MARYLAND INSURANCE COMPANY OF DELAWARE 


AMERICAN EAGLE FIRE INSURANCE COMPANY = : THE FipELITY AND CASUALTY COMPANY 


r R . ER, Presiden’ 
First AMERICAN FIRE INSURANCE COMPANY A FORE nin 


Eighty Maiden Lane, |e MNT New York,N.Y. 


GROVP 





NEW YORK CHICAGO SAN FRANGISTO 


gest — semen sti 





THE EASTERN 


Attend Underwriters Golf Association Tournament 


Top row, left to right: 


J. R. Barry, J. H. Chalener, C. A. Rich, W. E. Gildersleeve, J. C. Heyer. 


Second row, left to right: 


Dameron, C. R. Casey, J. F. Inglis, F. C. Clark, Jesse E. White, Wilfred Garretson, C. A. Ludlum. 


Third row, left to right: 


A. N. Butler, J. C. Baker, E. L. Lewis, Wilfred Garretson, H. L. Glidden. 


Bottom row, left to right: 
Willemson, W. B. Kelly. 


(Continued from Page 17) 


happy everything turned out so splen 


didly and I am deeply grateful to the 


officers and members of the Underwrit 


ers Golf Association for the opportunity 
to be your Club Host and serve on the 
committee of arrangements for so happy 


a day. 
The Honorary Membership in the Un- 


derwriters Golf Association which you 
conferred on me at Raritan Valley Coun- 
try Club will be treasured as one of the 
finest things in my life. Thank you. 

Now, may I openly thank those who 
made this gala occasion possible. Old 
3ill Hadley is glad to report back to you 
it was a grand success! 

Note:—The moving pictures made at 
Raritan Valley Country Club last week, 


after editing and titling, will have pre- 
mier showing just as soon as this work 
is complete. Notice will be sent to all 
interested. 
Fall Tournament 

The Fall tournament of the Under- 
writers Golf Association will be held at 
a club located in Westchester County 
some time in September, the date and 
club to be decided by the board of gov- 
ernors, at which time proper notice will 
be given. 


W.H. Ford, W. E. Boyd, Joseph Froggatt, C. M. Hall, F. J. Breen, W. B. Rearden, Herman Ambos, F. J. Roan, Gus Drescher, W. L. Ball, 
B. N. Carvalho, Curtis Carvalho, J. B. Carvalho, H. C. Sturhahn, H. G. Casper, T. B. Boss, H. M. Robertson, A. T. Tamblyn, L. C. 
Evan Evans, Harry C. Cornwall, Larry Tremaine, H. George Strachan, Jos. S. Frelinghuysen, R. R. Martin, R. P. Barbour, Al Hendricks, 


F. E. Amidon, Scott Harris, W. L. Hadley, H. P. Dunham, “The Armyaires,” brass instrumentalists; W. E. Gray, E. L. Mulvehill, P. E. 


New Members 
At the Raritan Valley Country Club 
anniversary tournament the following 
new members were elected: A. C. Ben- 
nett, Chas. R. Casey, F. C. Clark, F. E 
Amidon, Jas. C. Heyer, John H. Chalen- 
er; honorary member, W L. Hadley. 
These new members now bring the 
roster of the Underwriters Golf Associa- 
tion to a new high—ninety. 
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Aetna was one of the founders 
of the American Agency System 
and still believes it to be the 
most practical way of providing 
complete insurance service with 
complete financial security. 

Aetna also believes that a 
better public understanding of 
insurance facts will lead to a 
better appreciation of the ser- 
vices rendered by agents and 
brokers of capitalized (stock) 
companies. 

The accompanying advertise- 
ment—reprinted from the May 
23rd issue of Time, the weekly 
news magazine—is one of a 
series fighting the cause of the 
American agency system. 
























Fighting the Cause 
of the AMERICAN 
AGENCY SYSTEM 





Page 24 


Advertising and 


Big business, well run, contributes to 
a higher standard of living and it is up 
to the American business man to throw 
off the inhibition that deters him from 
telling the public truthfully about the 
contributions of his line of endeavor, 
Henry C. Flower, Jr., vice-president of 


the J. Walter Thompson Co. of New 
York, told the members of the Insur- 
ance Advertising Conference at their 
meeting recently in New York City. 


Experience of Mr. Flower’s agency in 
the field is that on the question of in- 
surance the number of “don’t knows” 
and “don’t cares” is enormous and great- 
er than in other industries. Assuming 
the premise that a great proportion of 
the public still knows far less than it 
should about insurance, and that the 
business must educate the public more 
thoroughly, Mr. Flower gave to the ad- 
vertising managers some of his ideas on 
improving public relations as follows: 

Policies Should Be Simplified 


“Public relations is showmanship. Not 
the blatant sort of the carnival, It is 
showmanship in that you find out what 
people want and then proceed to provide 
it in an appealing manner. I think that 
the best and most immediate public rela- 
tions step that could be taken by insur- 
ance is that of simplifying the policy as 
it exists today. Be frank and specific 
about what the consumer doesn’t get. 
Reduce it to a streamlined production 
that clearly and intelligently tells your 
customer what he has bought. 

“Streamlining insurance policies will 
interest people. They will talk about 
insurance. It helps you get over the 
main idea of protection. Don’t you think 
it is more important to sell first the idea 
of protection and after that complete 
protection ? 

“That is the fundamental to be estab- 
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Publicity as 
Tools in Public Relations Work 


lished 
vides the spangles to attract the public. 


and the streamlined policy pro- 
Will it work? Yes. And this is why: 

“Some agents and brokers, when de- 
livering the policy, also deliver a letter 
outlining important conditions and ex- 
ceptions. 

“Your advertising and your publicity 
must work toward educating the public 
attitude on the need for insurance; show- 
ing it that one type of insurance gives 
so much protection, another gives some- 
thing else. You may lose some business 
at first but in the long run the general 
public support of insurance will be enor- 
mously strengthened. 

Publicity and Advertising 

“T can’t give you a detailed plan for 
your particular business, But I can out- 
line a general procedure. The main ef- 
fort is the telling of the story. The 
person charged with public relations must 
occupy a high place in the management. 
He must always be at hand to counsel 
on what is to be said, how it is to be 
said. Then he must be able to distribute 
it to the public. This is the job of 
advertising and publicity, for that is how 
business speaks to its public. 

‘Both must proceed month in and 
month out, Advertising does the actual 
selling. Publicity is the liaison between 
this and the public. It is not a puff 
filled with adjectives and superlatives. 
It is news, conceived as such, written 
as such and accepted by the various 
media as such. 

“Your story stresses the need for pro- 
tection; how this need grows with the 
progress of our civilization; how insur- 
ance is nothing but the pooling of the 
resources of many so that in time of 
need there is a reserve to draw upon. 
It is the story of what protection an 
individual can buy; what it will cost him: 


what he needs and what he doesn’t need. 

“That portion of your story gives the 
individual an incentive to want what you 
have to offer. 

“Behind this is the social significance 
of insurance. It has been a contributing 
factor to our growth. Life insurance has 
done much to increase our life span; 
casualty insurance is striving mightily 
today to deal with one of our most ap- 
palling problems—traffic fatalities. In- 
surance funds have provided the dollars 
to expand the services of our govern- 
ment; aid the growth of industry. Its 
influence is felt everywhere. 

“That is what you must tell the public, 
over and over again, Advertising and 
publicity are your tools.” 





STATE FUND AVOIDED 





Manitowoc Insurance Board Impresses 
Council With Wisdom of Patron- 
izing Local Agents 
A tentative set-up of fire and wind- 
storm damage insurance on city build- 
ings and contents, to be worked out by 
the finance committee in conjunction 
with the Manitowoc, Wis., insurance 
board, has been approved by the city 
council. Before the insurance, totaling 
$350,000 is placed, the committee has 
been instructed to report back to the 
council. An agitation for state fund 
insurance, which it was said would save 
premiums totaling $3,200 in three years, 
was led by Alderman Edward Klusmeyer. 
Advantages of placing this business with 
local agents were explained to the coun- 
cil by E. J. Scholten of the Manitowoc 

Insurance Board. 





TWO BRITISH DIRECTORS DEAD 

Stanley Day, a director of the Marine 
& General Mutual Life, died at Black- 
heath, England, age 77. John Garton, a 
director of the Avon Insurance Co. and 
the National Farmers Union Mutual, died 
at Hatfield Broad Oak. 


National Fire Picture 
Tour of Western Dep’ 


The second booklet in commen soratio; 
of the fiftieth anniversary of the esta) 
lishment of the Western department oj 
the National Fire Group, which js coy. 
posed of National Fire, Mech nies & 
Traders, Iranklin National and Trans. 
pir mn et is released to agents of these 
companies in the Western field by Map. 
ager George H. Bell. This booklet, en. 
titled “Come In,” is a picture tour of 
the offices of the Western departmen 
of the group on the second floor of the 
Insurance Exchange Building at 175 W. 
Jackson Boulevard, Chicago. 

The first picture is of the doorway 
into the offices of the group, the secon 
is of the information desk and the series 
continues with the executive offices, the 
underwriting department, the Cook Coun. 
ty department and various other sec. 
tions of the companies’ offices, with four- 
teen pictures in all. In addition there 
are candid pictures of Manager Bell 
Assistant Managers L. Ross Hanawalt, 
E. J. Silhanek and Edwin H. Forkel. 
Superintendent Leslie L. Sanders of the 
automobile and inland marine depart 
ment, Superintendent Chester E. Parks 
of the farm department, Sanslntodie 
Thomas E. Heald of the loss department, 
and Comptroller Walter H. Roadifer, 

All twenty-two photographs in this 
“picture-tour” of the Western depart- 
ment of the National Fire Group were 
taken by Advertising Manager Jarvis 
Woolverton Mason. 





SHARP WISCONSIN SPECIAL 

E. A. Henne. resident vic°-presiden 
Western department, America Fore 
Group, has announced appointment of 
E. V. Sharp as special agent in Wis- 
consin. He will assist R. F. Jackson, 
farm state agent. Mr. Sharp formerly 
was at Richmond, Ind., where he has 
served the America Fore’s hail depart- 
ment as special agent and adjuster. 
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Items from Financial Statement of December 31, 1937: 


Capital 
ee ne a a a, ee 
Loss Reserve 

Premium Reserve 


All Other Liabilities . . . . 


Total Admitted Assets 


. $ 600,000.00 
1,650,849.35 
223,539.42 
1,587,947.94 
56,735.37 


$4,119,072.08 


Securities carried at $374,922.21 are deposited 


in accordance with law. 
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AN FRANCISCO 
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Brokers Desire Own 
Statistical Library 


MORE LOCAL UNITS SOUGHT 
President Schaefer of National Organiza- 
tion Suggests Comprehensive 

Program for Future 





What he considers it for 
the insurance brokers of the country to 
do in their own behalf and for the 
ceneral good of the business was set 
forth by H. W. Schaefer, president Na- 
tional Association of Insurance Brokers, 
at the closing exercises of the brokers’ 
qualifications course in New York May 
23, Quoting Mr. Schaefer: 

“| have heard myself introduced for 
the first time as president of the Na- 
tional Association of Insurance Brokers. 
[ realize that I must have, within the 
next few days, a program of what should 
be accomplished by insurance brokers 
generally. It has not been very easy 
for the insurance brokers to think ‘na- 
tionally’ because the greater majority 
of them are confined in their operations 
to five localities: New York, Chicago, 
St. Louis, San Francisco and Boston, 
although their accounts are largely of 
an interstate or national character. At 
each of these points there is an associa- 
tion of brokers, and a combination of 
these various associations comprises the 
membership of the national organiza- 
tion. Naturally, the first problem before 
any national association is to have a 
membership truly national in character. 
It is highly important that such broker- 
age centers as Philadelphia, Los Angeles, 
Seattle and Portland be represented, 
with an additional membership made up 
by individual firms throughout the 
United States. 


Adaptation to Business 


necessary 


“The trend today is toward greater 
standardization, with state boundaries 
considered of less importance. Condi- 
tions that affect brokers in New York 
are ordinarily the same conditions that 
affect brokers elsewhere. In _ certain 
states and localities they have passed 
restrictive laws or regulations against 
brokers, making it almost impossible for 
non-resident brokers to do business with- 
in certain boundaries. None of us can 
find any excuse for the control of insur- 


ance based on the mere accident of 
residence, Certainly the business of our 
clients is not so restricted. It is a 


provincial attitude that dictates that a 
man living in Cleveland, for example, 
cannot do business with a broker from 
New York or Chicago. It is highly im- 
portant that active brokers take this 
matter up so forcefully that foolish re- 
strictive measures against qualified brok- 
erage service can be eliminated. After 
all, it is the problem of the insurance 
business to adapt itself to modern busi- 
ness, not to expect business to adjust 
itself to insurance. 


Broker Often Misunderstood 


“In the course of this educational work 
an effort should be made to acquaint 
the public, and even those in the insur- 
ance business, with certain fundamental 
facts about insurance brokers, because I 
want to tell you frankly that even some 
of our Insurance Commissioners have a 
very vague idea of how a qualified in- 
surance broker works in one of our large 
metropolitan centers. It is possible for 
the National Association of Insurance 
Brokers to do certain things, because 
of the very nature of their public con- 
tacts.” Mr. Schaefer then made a plea 
lor changes in the standard fire policy, 
and continued: 

“One of the reasons for certain diffi- 
culties we brokers have, is that most of 
the statistics on each branch of insur- 
ance repose in some company bureau of- 
fice, making it difficult to obtain statistics 
and speak intelligently about loss ratios, 
acquisition costs or other expense items, 
Without depending upon friendly help. 
We brokers must develop our own sgatis- 
tical library, and it would seem to me 








H. W. SCHAEFER 


that the insurance companies should be 
quite willing to give information of this 
kind, even though some of it might be 
used in our negotiations with them. The 
bulk of it would be available for use 
by individual brokers in answering the 
inquiries of their clients. 


Education of Public 


“We hope that the trend toward pro- 
fessionalization will be continued, not 
only in New York but in every state, 
wherein the insurance broker represents 
his clients. We hope that insurance 
buyers will become better informed on 
what they can expect in service from 
qualified brokers, in order that they may 
do their share in distinguishing those 
brokers who do an honest, competent 
job for their clients. After all, the polic- 
ing of a profession is necessary not only 
in order to stamp out unsound and un- 
ethical practices but also to guarantee 
to the public a reasonable measure of 
skill and honest representation for the 
fees which they are paying, whether 
directly or indirectly. 

Thirty-Year Forecast 


“The emphasis throughout this course 
has been placed on the effort to encour- 
age you to study, to talk with people, and 
to fit yourselves to be a proper repre- 
sentative of the insurance buyer, while 
at the same time you can properly ad- 
vise the buyer. When you step forth 
in a few weeks, after you have passed 
the state examination, into a new pro- 
fession, what you do, what you say to 
your clients, and how you protect their 
interests will have a definite bearing on 
what insurance brokerage means to them. 

“We should not forget that only a 
generation back clergymen were the only 
professional class especially educated 
with a broad academic background. Law- 
yers were admitted to the bar in many 
states after six months or a year of 
training in a law office. Doctors have 
had higher educational requirements, 
only a little longer. Professional engi- 
neering schools are a comparatively mod- 
ern development. In thirty years, when 
you will have been in the service of 
your clientele as long as I have now 
been, only the educated, trained, insur- 
ance broker will have public recognition, 
the others will be quacks.” 





SCHOOL BUSINESS OBTAINED 


Entire Line on Beverly Hills District 
Properties Written at Rate of 
46.2 Cents 

Board companies have obtained the 
entire line of $216,000 fire insurance on 
the school properties of the Beverly Hills 
(Cal.) United School District. The rate 
is 46.2 cents for five years on a 100% 
stipulated valuation. The former rate 
was sixty-nine cents with a 90% coinsur- 
ance clause. This award ends a contro- 
versy that has been going on for more 
than three months, 























The plight of a motorist whose car has been 
seriously damaged is used in this month’s North 
America national advertising to again remind 
the public that “a loss is a loss, no matter what 


the cause.” Interest is aroused in not only the 





Comprehensive Automobile Policy, but also in 
the more important subject of a complete insur- 


ance program for the reader’s home and other 





property. And for guidance in the selection of 
the coverages needed, he is urged to “consult 








your North America Agent as you would your 


doctor or lawyer.” 


See our advertisement in the June 13th 
issue of LIFE, June 13th issue of TIME, 
and June 11th issue of BUSINESS WEEK. 


Insurance Company of 
North America 
PHILADELPHIA 


and the 


Indemnity Insurance Company of North America 
write practically every form of insurance, except life. 


Founded 1792 
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Well Known Personalities at 


Brooklyn Brokers Golf Meet 





E. BOCHNER 


Emanuel Bochner, golf chairman, and 
S. P. Eisemann, president of the Brook- 
lyn Insurance Brokers Association, are 
creatly pleased by the outcome of the 
annual tournament held on Tuseday of 
last week at the Lakeville Country Club, 


Great Neck, L. I. Mr. Bochner, who 
has long been active in the association’s 
affairs, was the recipient of many con- 


SYLVESTER P. EISEMANN 


eratulatory remarks for the fine manner 
in which he handled the details for the 
day’s activities, which ran with unusual 
smoothness. Tribute was also paid to 
the committee, which included Charles 
Reppa, Ed. C. MacCormack, Harry Ellis, 
H. Lester Heistad and S. P. Eisemann, 
for their share in contributing to the 
success of the affair. Below are some 
of those who played in the tournament. 








“The AGENCY of TODAY 
—and TOMORROW !” 


THOMAS J. HOGAN, INC. 


90 John Street 
Telephone BEekman 3-4200 


Representing 


COMMERCIAL CASUALTY 
INSURANCE COMPANY 


Borough Policy Writing Agent 


GENERAL INSURANCE CO. OF TRIESTE 
THE HOMELAND INSURANCE CO. OF AMERICA 


NORTHERN INSURANCE CO. OF NEW 
(Auto, Fire and Theft) 


OCCIDENTAL INSURANCE CO. 
THE COMMONWEALTH INSURANCE 


COMPANY OF NEW YORK 
(Inland Marine) 


DIXIE FIRE INSURANCE CO. 


GENERAL INSURANCE CO. OF TRIESTE 
(Fire) 


YORK 











LEAVES A. H. BONITO & CO. 


Alan H. Bonito & Co., Inc, inland 
marine underwriters at 80 John Street, 
New York City, announces the resigna- 
tion of Norris K. Levis as president and 
the designation of Harry R. Hayes as 
vice-president in charge pending the elec- 
tion of a successor president. Alan H. 
Bonito, who was founder and president, 
died some months ago. 


UNPLEDGED BROKERS’ LIST 


The New York Fire Insurance Ex- 
change has compiled a list of more than 
900 licensed brokers in Greater New 
York who have not signed the so-called 
voluntary pledge and agreement of the 





exchange agreement. These brokers, 
therefore, are not eligible for extra 
brokerage. Brokers signing the required 


form are eligible to 10%, 15% and 20% 
commission, others getting 5% less, 


NEW PA. SPECIAL DEPUTY 
Appointment of John E. Kenmuir of 
Upper Darby, Pa., as a special deputy 
insurance commissioner in charge of 
liquidations is announced. Mr. Kenmuir 
succeeds Leslie H. Erickson. 








Top row, left to right: N. Lee Colin, Jack Schneider, Dr. L. J. Schaefer, Alex Goldberger, William Schifris, Ernest Mul- 
ler, James Harrison, Arthur Claussen, John Muller. 
Bottom row, left to right: Charles Fraser, Clarence Fuss, T. Morgan Williams, William H. Manning, “Buttons” Knopf, 
H. Lester Heistad, Fred Kessler, Walter Vaughn, Charles Lotten. 


GREATER NEW YORK FUND 





Insurance Agents to be Campaigned 
During June by Committee Headed 
By A. J. Smith 
Insurance agents (other than life) in 
New York City will be vigorously can- 
vassed during the first weeks of June by 
a committee which under the leadership 
of Archibald J. Smith, vice-president of 
Zweig, Smith & Co., has volunteered its 
services to solicit firm contributions for 

the Greater New York Fund. 


The Fund campaign, which was launch- 
ed May 2 to obtain gifts of $10,000,000 
from firms and employe groups to sup- 
plement finances of private welfare and 
health agencies in the five boroughs of 
New York, will be continued through 
the month of June, according to an an- 
nouncement by James G. Blaine, presi- 
dent of the Marine Midland Trust Co. 
and chairman of the campaign commit- 
tee. Gifts totalling $3,004,174 were ob- 
tained during the first three weeks of 
canvassing, the announcement said. 

Among the first gifts in the insurance 
and the casualty and surety fields to be 
made public were the following: John- 
son & Higgins (brokers), $10,000; Amer- 
ican Surety and National Surety, $5,000 
each; Hanover Fire, $1,500; New York 
Casualty, $500; Sun, $250; employes of 
the Glens Falls Group, $150; Frank B. 
Hall & Co., $100. 

Members of the newly organized 
agents’ committee include: Stanley J. 
Corsa, Andrew J. Corsa & Son; Charles 
D. Fraser, Charles D. Fraser & Co.; 
Elmer J. Hopper, Elmer J. Hopper Inc.; 
George Kern, Fuller & Kern; Clarence 
McDaniel, McDaniel, Maeser & Co.; 
William J. Manning, Liell Agency, Inc.; 
William F. Stanz, W. F. Stanz Agency, 
and Robert F. Wright, Wright Agency. 





Insurance Golf Association 


Tournament on June 14 


The Insurance Golf Association will 
hold its Spring tournament on Tuesday, 
June 14, at the North Hempstead Goll 
Club, Port Washington, L. I. Practice 
rounds start at 9 a.m. and the eighteen 
hole prize competition gets under way at 
1 p.m. The subscription price of $7.50 
for members and guests includes green 
fees, luncheon and dinner, Various prizes 
will be awarded winners, including one 
for each foursome. Officers of the as- 
sociation are Herman Kraemer, pres!- 
dent; Samuel A. Mehorter and Siuart 
Richardson, vice - presidents; Arthur 
Vreeland, Jr., secretary, and Henry Lahr, 
12 Gold Street, New York City, treas- 
urer. 
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FIREMAN’S FUND PROMOTIONS 





Edward V. Mills Becomes Controller of 
Group; W. Stanley Pearce Ad- 
vanced to Secretary 
Edward V. Mills, secretary of the Fire- 
man’s Fund group of companies, was last 
week advanced to controller of the group 
and W. Stanley Pearce, advertising man- 
ager, was advanced to succeed Mr. Mills 
as secretary by the directors of ‘the Fire- 





W. STANLEY PEARCE 


man’s Fund. The boards of the other 
affiliated companies will take the same 
action as they meet, The office of con- 
troller is newly created. 

Mr. Mills joined the Fireman’s Fund 
group in 1930 as secretary of the Fire- 
man’s Fund and the Occidental Indem- 
nity. A year later he was elected sec- 
retary of all companies in the group. He 
isa native of San Francisco, entered the 
business here in 1911, and subsequently 
assumed executive posts with companies 
in Philadelphia and Newark until his re- 
turn to the Coast to join his present 
organization. 

Mr. Pearce, a native of the British 
West Indies, joined the Atlantic marine 
department of the Fireman’s Fund in 
1916 as a junior clerk. In 1924 he estab- 
lished a marine branch in Atlanta, Ga., 
and later served in the Gulf territory. 
In 1931 he was transferred to the head 
office as advertising manager, in which 
position he made notable progress. He 
will continue to supervise advertising 
activities. 





Examinations 


(Continued from Page 1) 
the Western Conference of the commis- 
sioners; Chet V. Davis, Sheridan, Wyo., 
former member of the executive com- 
mittee and representing the home state 
of Commissioner Arthur J. Ham, secre- 
tary of the Western Conference, and 
A. J. Smith, president of the Association 
of Local Agents of the City of New 
York, representing New York State, 
home state of Superintendent Pink, tar- 
get of the demands of the Western Con- 
ference. Appointment of a committee 
of the National Association was decided 
upon at the mid-year meeting at Hot 
Springs, Ark., early last month. 

Numerous insurance commissioners 
who are supporters of the zone system 
of insurance company examinations, by 
which several states participate in these 
examinations, believe that the principal 
\bjections of those who oppose the zone 
‘vstem center around fears of high costs 
of examinations, particularly charges of 
825 a day and more per examiner, plus 
excessive transportation and sustenance 
charges. They feel that a maximum of 
about $15 a day might be fixed, with 
maximum allowances also for other ex- 
Penses, 

Some sources close to the commission- 
ers’ organization express themselves as 
fairly confident that the basic differences 


of opinion on the examinations question 
will be gone over fully and ironed out 
unofficially at informal conferences prior 
to the commissioners’ convention, so that 
when the Quebec meeting gets under 
way there will be no public fireworks 
but announcement of an acceptable com- 
promise arrangement. On the other 
hand some insurance men fail to see 
how the New York Department can very 
well participate in any compromise 
agreement under the present terms of 
the New York law governing examina- 
tion of domestic companies. 

Insurance Commissioner John _ J. 
Holmes of Montana said this week, with 
reference to settlement of this contro- 
versy, the following: 

“T sincerely trust that the Quebec con- 
vention will once and for all proceed to 
determine the question of company ex- 
amination. | trust that the determina- 
tion will be satisfactory to all the states 
and all companies and that the rules 
promulgated by the convention will purge 
examinations of all abuses which may 
have crept into the system, but I do 
know that no state will enter into the 
Quebec convention with the intention 
of becoming subservient to any other 
state.” 

His reference to “any other 
was directed chiefly at New York. 


state” 


Clifford J. Rice Completes 
Half Century with Niagara 


Clifford J. Rice, Boston general agent, 
Niagara Fire and the Maryland of the 
America Fore Group, celebrated his 
fiftieth anniversary with the company on 
Wednesday, at a special luncheon given 
to him by the executives of the company 
at the home office at 80 Maiden Lane, 
President Bernard M. Culver delivered a 
stirring talk on Mr. Rice’s character and 
career and presented him with a hand- 
some gift in commemoration of his half 
century of association with the organiza- 
tion. Hundreds of congratulatory letters 
were received at the home office and in 
Mr. Rice’s Boston office from agents and 


friends in the insurance business 
throughout the country. 
Mr. Rice is a member of the New 


Boston 
and the 


England Insurance Exchange, 
Board of Fire Underwriters 
Boston Chamber of Commerce. 


F. & G. FIRE DIVIDEND 


\ dividend of fifty cents a share was 
declared by the directors of the Fidelity 
& Guaranty Fire, Baltimore, at a meet- 
ing on May 27. It is payable July 1 to 
stockholders of record on June 22. 





National Union Elects White 


President Thomas of the National 
Union Fire of Pittsburgh announces the 
selection of J. Hunter White as assist- 
ant secretary. Mr. White has been asso- 
ciated with the National Union as agency 
superintendent of the Southern depart- 
ment since 1935 and prior to that year 
was state agent of Georgia and Ala- 
bama for two years. He has been con- 
nected with fire insurance for thirty- 
five years, most of the time as fieldman 
for various companies in the Southeast- 
ern states. 





R. J. DUNKLE DEAD 

Robert Johnston Dunkle, senior mem- 
ber of Obrion, Russell & Co., Boston, 
died May 31, just a year after receiving 
injuries in an automobile accident. He 
entered the business in Boston in 1894 
and had been in banking and insurance 
previously in New Jersey and Alabama. 
He was a general agent in Alabama in 
1892 and went to Boston as agent for 
the Union Casualty & Surety of St. 
Louis in 1894. In 1896 he entered the 
brokerage field, his firm being Rose & 
Dunkle. In 1897 he became New Eng- 
land resident manager for the Union 
Casualty and joined Obrion & Russell 
in 1899, 








Strength, Safety and Service have spread the 
reputation of THE PEARL among produc- 
ers and buyers of insurance on every conti- 
nent. Thus it is a strong point of prestige 
for agents to represent The Pearl Assur- 
ance Company, Ltd.—:‘One of the Strong- 
est Insurance Institutions in the World.” 
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As an example of an insurance man’s 
being well posted, I recall that years ago 
the late Fred Buell told me confidentially 
that a certain outside risk was going to 
burn and to get off, if we were 
on it (Germania). I followed his advice. 
The risk burned about two months after 
that and I saved my company $2,500 by 
having followed his advice, for which I 
was grateful to him. 

* * ~ 

Fieldmen’s Discipline 

back to the last annual meet- 
ing of the N. Y. State Ex-Fieldmen, 
which I prefer to call a “class reunion,” 
and having in mind the loyalty and co- 
operation among fieldmen during the re- 
cime of the then all powerful Under- 
ieee Association of New: York State, 
it was a fact then that if any member 
of the association showed signs of un- 
reliability or yellowness of thought or 
action, he became a marked man, and 
his “smartness” (trickiness) brought no 
results in the long run. His fellow mem- 
bers had “gotten his number,” and _ his 
suggestions or requests—even if some 
were worthy of consideration—were not 
listened to or followed, much to his cha- 
erin. In the many years of my connec- 
tion with the association I have seen 
men, who had finally seen the light, get 
up in meeting and utter the cry of 
“neccavi” (I have sinned), and make a 
plea to be forgiven. I remember one 
man particularly who, after that confes 

sion, rose rapidly in the ranks and 
eventually became one of the leading in- 
surance men. He had learned his lesson 
and had profited by it, by the hard 


NEW LLOYD’S WARRANTY 


soon, 


Harking 


Revised Form Approved by Inland Ma- 
rine Underwriters Here and Lloyd’s 
Non-Marine Association 

Member companies of the Inland Ma- 
Underwriters Association, several 
cooperating non-member companies and 
all members of London Lloyd’s Under- 
writers Fire and Non-Marine Association 
have approved a new form of warranty 
of inland marine 


rine 


to govern reinsurance 

lines governed by the I. M. U. A. with 
Lloyd’s. The new warranty reads as 
follows: 


“Warranted, the reassured shall not by 
the chief executive in the United States 
of the reassured, whether elected or ap- 
pointed, or by its United States attor- 
neys-in-fact or their partner(s), author- 
ize or accept any risk on classes of busi- 
ness under the jurisdiction of the Inland 
Marine Underwriters’ Association on a 
basis contrary to the forms, rates, rules 
or commissions of that association; pro- 
vided that errors or omissions on the 
part of the reassured shall not prejudice 
this contract, the reassured agreeing on 
its part to correct such errors or omis- 
sions upon the same coming or being 
brought to its attention.” 


Companies not members of the Inland 


Marine Underwriters Association, it is 
understood, will be given the choice of 
iccepting this new warranty, or the one 
previously suggested which was to the 
effect that the reassured would not 
knowingly offer to Lloyd’s for reinsur- 
ance any business which was written at 
other than I. M. U. A, forms, rates, rules 


and commissions, 


ALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. | 


knocks administered to him as a matter 
f discipline by his fellow members. 
May Wine 
An ex-fieldman and good friend of 
mine has sent me the following: 
“Dear Ed: 


“In a recent issue of the Evening Sun 
(Along the Wine Trail) I read a recipe 
for making May wine which forcibly re- 
called to my mind the marvelous May 
wine your father-in-law used to brew 
when he was operating his famous res- 


taurant down near the Produce Ex- 
change. His hostelry was one of my 
favorite dining places, but particularly 


with the advent of the May wine season, 
With a group of cronies I always took 
advantage of the season and we dined 
there daily until the last day of serving 
May wine, and now that the May wine 
season has opened I expect to enjoy a 
few luncheons at Luchow’s, where prob- 
ably the best May wine may be obtained. 

“I also remember that your father-in- 
law drew caricatures that you presented 
at one of the Summer meetings. TI still 
have mine, and while the likeness is rec- 
ognizable the tie is more true to life, and 
my friends have had many a laugh over 
the cravat. 

“Sincerely, 

“P. S—Having mentioned May wine 
sO many times, my thirst overcame me 
and with a mutual friend we have just 
returned from Luchow’s. Having ex- 
pressed the feeling that while the wine 
served at Luchow’s was good, the wine 
served by your father-in-law was far 
superior.” 


RHODE ISLAND FIELD CHANGES 


Special Agent Leonard Given All Con- 
necticut; C. C. Meyer, Jr., in Charge 
of Up-State New York 


The Rhode Island Insurance Co. of 
Providence has turned over to Special 
Agent Christian C. Meyer, Jr., the en- 
tire territory in New York State which 
was formerly divided between him and 
Special Agent Albert A. Leonard. Mr. 
Leonard has been transferred to the 
Connecticut field, formerly supervised by 


Special Agent Clark, resigned. Mr. 
Meyer now has jurisdiction over the 
entire up-state New York territory, with 


headquarters at 506 Onondaga County 
Savings Bank Building, Syracuse. 

Mr. Leonard, who was field representa- 
tive for the company in western New 
York for seven years, has taken over the 
entire State of Connecticut, with head- 
quarters at Room 514, 49 Pearl Street, 
Hartford. Mr. Leonard has been with 
the Rhode Island twenty-nine years, 
having served in various departments at 
the home office before going into the 
New York field seven years ago 


LOYALTY GROUP PROMOTIONS 


Sullivan Made Vice-President and Joint 
Manager on Pacific Coast; 


Two Others Advanced 
Fred W. Sullivan has been appointed 
vice-president of all the Loyalty Group 
companies and also joint Pacific Coast 


manager with Vice-President W. W. 
Potter. The latter has managed the 
group’s business on the West Coast 


since 1914, and the new appointment was 


made to relieve Mr. Potter of many 
increasing duties. 
Frank E. Chadwick will be first as- 


sistant manager with the title of second 
vice-president of the fire and casualty 


companies. A. A. Milhaupt, former as- 
sistant secretary of the casualty com- 
panies on the Pacific Coast, has been 


advanced to a of both fire and 
casualty companies. W. Walbey has 
also been promoted a assistant sec- 
retary to secretary. 





Boston Board Now Getting 


Rate Agreement Signatures 


The text of the agreement or lease 
which it is expected may be adopted 
finally between the Boston Board of 
Fire Underwriters and the New York 
Fire Insurance Rating Association was 
read at a special meeting of the Boston 
board last Friday. 

Under the terms of the agreement the 
rating equipment, personnel and func- 
tions of the board are to be leased to 
the newly formed association for a period 
of years, thus bringing all New England 
fire insurance rating, except for New 
Hampshire, under one rating bureau. 

The board, in line with its understand- 
ing with the company committee, forth- 
with proceeded to secure the signatures 
of the various members of the board to 
this agreement. When these signatures 
are secured, and many of them already 
have been obtained, another meeting will 
be called for final ratification of the 
whole matter. 


Kemper Interests Form 
New Auto Fire Company 


A new stock fire insurance company, 
known as the en Motorists Fire 
Insurance Co. has been formed by the 
interests headed by James S. Kemper, it 
was reported in Chicago late last week. 

The company will have an initial capi- 
tal of $200,000 and surplus of $100,000. 
It has been granted an Illinois charter 
but has not yet been licensed as the 
capital has not yet been paid in. For 
the present the company will write only 
automobile fire and theft insurance act- 
ing as a running mate for the American 
Motorists, stock casualty company owned 
by Kemper interests and writing a com- 
plete line of casualty and surety busi- 
ness on a participating basis. 

The principal company in the Kemper 
group is the Lumbermen’s Mutual Casu- 
alty. It also operates mutual fire com- 
panies 


N. J. SQUARE CLUB OUTING 


The Insurance Square Club of New 
Jersey will hold its annual outing on 
Monday, June 13, at the Locust Grove 
Country Club, Rahway. William C, Jen- 
kins, a local agent in Jersey City, is 
chairman of the committee of arrange- 
ments. General agents, special and state 
agents have been invited to attend the 
affair. 





Eagle Fire Insurance Company 
(New Jersey) 


Treaty 
18 Washington Place 
Newark, New Jersey 





FIRE RE-INSURANCE 


Baltica Insurance Co. Ltd. 
(Denmark) 
U. S. Branch 


Facultative 
90 John St.. New York City 
Pacific Reinsurance Bureau, Ltd. 
114 Sansome Street, 
San Francisco, California 
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ADELPHIA 


YOUR HOME 
AWAY FROM HOME 
Every Room with Bath 


Most Moderate Rates 
FOUR RESTAURANTS 


Floor show at dinner and 
supper in Cafe Marguery 
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eled with 
justers. 


experienced automobile ad- 


Close Control on Efficiency 

“Early in our program automobile 
supervisory departments were established 
in each of our territorial general offices. 
All adjustment papers are carefully 
scrutinized and the adjusters observed, 
both by the general offices and by tray- 
eling supervisors. We maintain constant 
control over the capacity of each ad- 
juster in order to prevent haste and 
consequent mishandling. Adequate time 
to do each job right, is in our opinion, 
urgently necessary and although our ad- 
justers worked under considerable pres- 
sure, our control over time and volume 
has been effective. Our adjusters aver- 
aged five hours per loss and thirty-eight 
losses per month. 

“It was costly to develop and equip 
this department of the bureau but much 
of this is non-recurring. We _ spent 
rather heavily to provide against particu- 


lar conditions interfering with good 
adjusting processes. 
“This subject is discussed with more 


than ordinary attention because it is 
particularly important to you now. 
conditions generally are to improve 
seems to be a logical conclusion. The 
several classes of interests, from auto- 
mobile selling to automobile loss adjust- 
ing enjoy a better understanding of each 
other’s problems and purposes and ap- 
pear to ‘be in a co-operative position. 
Too, civil authorities are becoming more 
active with their programs for safe driv- 
ing. We are impressed with the idea 
that even automobile collision insurance 
may soon be a desirable class for the 
underwriter.” 





ARTHUR E. MEAD DIES 


Funeral services were held last week at 
Rahway, N. J., for Arthur E. Mead, vet- 
eran insurance and real estate agent, who 
died after an illness of three months. 
His father, Joseph T. Mead, who died in 
1926, was ‘also well known as an insur- 
ance producer, Mr. Mead was a grad- 
uate of Rahway High School. 





OVERDUE BALANCES IN ONTARIO 


H. D. MeNairn, On- 


A summary by 
of Insurance, of 


tario Superintendent 
agents’ overdue balances, shows a total 
of $312,287 as at March 31, 1938, which 
compares with $315,154 at December 31, 
but with $283,462 a year ago. Reports 
from general agents indicate a similar 
trend, 
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Where Market Exists 
For Special Covers 

RESULT OF NEGLECTING THEM 

w. Owen Wilson Shows How Credit 


Men Can Avoid Bankruptcies by 
Demanding Proper Insurance 





Case histories of application of a num- 
her of forms of insurance to the protec- 
tion of credit were cited by W. Owen 
Wilson, Richmond, Va., past president 
National Association of Insurance Agents 
before the annual meeting of the Ala- 
hama association at Mobile May 20. 

Avoiding generalities, Mr. Wilson stuck 
to actual experiences in promoting the 
campaign now being conducted by him 


W. OWEN WILSON 


and T. Alfred Fleming, supervisor con- 
servation department, National Board of 
Fire Underwriters, to bring about a 
closer contact with credit men’s associ- 
ations. Some of the cases which have 
come under his observation, in which 
proper insurance saved the day were: 
A devastating tornado in one of the 
principal cities in North Carolina; an 
explosion in an industrial plant in the 
Middle West where there had been a 
recent change in operation; a town in 
Pennsylvania where premises of four re- 
sponsible concerns were entered and 
vandals destroyed thousands of dollars 
worth of valuables, and in no case was 
there insurance to cover this loss; a 
broker in New York representing a Euro- 
pean firm ordered a shipment of canned 
goods from a Western company, which 
was notified not to insure the cargo, 
as that would be taken care of in New 
York, The goods were lost at sea and 
the New York broker had failed on 
marine protection, 
Transit Insurance Neglected 
Stating that marine insurance is just 
as necessary in inland as in water trans- 
portation, Mr. Wilson said that only 
about 15% of business firms carry tran- 
sit insurance, and continued with his 
illustrations : 
Two sons took over their father’s 
business upon his death. The father had 
an enviable record of reliability from the 
standpoint of credit. A $50,000 public 
liability loss put the firm into bank- 
tuptcy. “Competent credit men,” Mr. 
Wilson said, “would have required a suf- 
ficiently large liability policy and, in the 
case of each individual, or partnership, 
sufficient life insurance to cover the 
additional contingency of loss of one 
ot the partners.” 
Judgment Causes Bankruptcy 

The falling of a building of an iron 
and metal concern killed one of its 
employes. No compensation was car- 
Ned and the judgment rendered threw 
the firm into bankruptcy. As an illus- 
tration of the importance of business 
interruption indemnity, a large manu- 


facturer of toys had a fire loss of $75,000, 
fully covered by insurance, but the loss 
occurred just before the Christmas holi- 
days. Business interruption indemnity 
would have saved it from disruption and 
ruin. For establishments which are de- 
pendent on other firms for the product 
they sell, a consequential use and occu- 
pancy policy may save the day. 

“While use and occupancy insurance,” 
Mr. Wilson said, “protects ordinary prof- 
its while the concern is out of commis- 
sion, due to fire, a special coverage 
known as profits insurance may be ob- 
tained. For example, a cement company 
must operate all the year, filling its 
warehouse to supply the cement trade 
in the Summer season. Profits insurance 
covers the gain they expect to make on 
that operation.” 

Rent Insurance Needed 


A Western concern used the first floor 
of a building it owned for manufactur- 
ing purposes and was granted an exten- 
s've line of credit, due to its ownership 
of the building and the income from 
rental of the upper floors. When a fire 
occurred it was discovered that the firm 
had no use and occupancy and no rent 
insurance. The credit man in that place 
failed to follow through. As a result 
the concern is in bankruptcy. 

Insurance Canceled 


A manufacturer came into an agent’s 
office seeking cancellation of a fire in- 
surance policy of $100,000, the insurance 
having been required by the bank as a 
condition precedent to making a loan. 
Credit also had been extended, condi- 
tioned on the manufacturer’s carrying 
fire and casualty insurance as well. In- 
vestigation proved that the loan had not 
been paid, and credit had been extended. 
Neither banker nor creditor had any 
knowledge that the fire policy was to be 
canceled, or that the casualty insurance 
had already been canceled for non-pay- 
ment of premium. The banker should 
have had the policies in his own office, 
and the credit man should have had a 
certificate from the insurance companics 
with the assurance that he would be 
notified in the event of any policy 
changes or cancellations. 

As his last illustration, Mr. Wilson 
cited the case of a large firm making 
a specialized product under secret for- 
mulae. Only the managers of the re- 
spective plants had knowledge of all 
processes and formulae, Two managers 
of important plans were killed in an air- 
plane wreck. Resultant chaotic condi- 
tions caused the firm to call in a special- 
ist to review its financial condition. He 
required that a life policy of $100,000 
be placed on the manager of each of the 
fifteen plants, with $200,000 policies on 
each of the five directors. “That,’”” said 
Mr. Wilson, “is simply applying horse 
sense and good judgment to the protec- 
tion of credit.” 





Re-elect Spencer President 


Of Virginia Field Club 


Francis H. Spencer. Virginia state 
agent for the Springfield, succeeds him- 
self as president of the Stock Fire Tn- 
surance Field Club of Virginia, having 
been reelected for another terms at the 
annual meeting of the club held at the 
Cavalier Hotel at Virginia Beach re- 
eently. R. Coleman Rice, Phoenix of 
London, was elected vice-president, suc- 
ceeding the late Louis E. English. R. F. 
Rushin, Home of New York group. was 
named to succeed himself as secretarv. 
Albert C. Word, secretary of Louis EF. 
English, Inc., general agency, Richmond, 
was reelected treasurer. Mr. Rice has 
been supervising Virginia for the Phoe- 
nix of London for the last fourteen 
vears. He was in the home office of 
the Virginia Fire & Marine for a time 
before going into field work. He is the 
present most loyal gander of the Vir- 
ginia pond of the Blue Goose. 

Four new members of the executive 
committee were elected: Tohn H. Cato, 
Royal Exchange; John H. Baker, Vir- 
ginia Fire & Marine; Lawrence P. Fray- 
ser, Great American; William C. Saun- 
ders, Jr., Fireman’s Fund. 
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The points of these large splinters were well driven home by “a 
force of the recent windstorm at Belleville, Illinois 


Leese nd Speaking of “points” 


we would like to drive home of our 
numerous Automobile Department 
features these four: 


1. Availability of our trained Auto- 
mobile specialists. 


2. Broad underwriting facilities. 


3. Knowledge of agents’ local 
problems. 


4. Individual advertising assistance 
and “helps.” 


Have our fieldman or this office 
show you how these and other features 
will assist you in writing more Auto- 
mobile business. 
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Expanding Agency Income 


How Improving Office Operations Will Increase Premium 
Production of Alert Agents Told by Oscar Beling, 
Royal-Liverpool Groups 


Oscar Beling, superintendent of the 
agency systems department of the Royal- 
Liverpool Groups, is well known from 
coast to coast as possessing a keen knowl- 
edge of agency problems of business ad- 
ministration, those dealing with production 
as well as office records and routine. He 
presented Tuesday last week to those at- 
tending the annual convention at Syracuse, 
N. Y., of the New York State Association 
of Local Agents some excellent pointers 
for increasing production, ideas which he 
has gained through his many contacts with 
agents in all parts of the country. On 
the subject of a well-defined sales program 
he said in part as follows: 

In these days of declining rates, keener 
competition and new and _ attractive 
forms of coverage, most forward-looking 
agents are turning more than ever to 
the survey method of solicitation where- 
by each important client’s insurance pro- 
gram is analyzed as a whole with the 
object of offering complete and adequate 
protection against any insurable contin- 
gency. In order to prepare such sur- 
veys intelligently, proper line records 
should be maintained from which the 
business already written can be deter- 
mined readily and, consequently, the 
coverages subject to solicitation. To put 
it another way, line records, to be truly 
effective, must serve the dual purpose 
of reference records and production 
media. 

Line Records 

There are many different types of line 
records. Such as I have been privileged 
to examine include separate cards, copies 
of invoices, the insureds’ ledgers, more 
or less elaborate index files, etc. One 
of the most effective forms I have seen 
is a line folder in which are placed all 
daily reports and pertinent correspond- 
ence relating to an insured regardless 
of class of business and the filing face 
of the folder is designed as the line 
record. These folders are maintained 
in alphabetical sequence on the theory 
that an agency’s contacts with its cus- 
tomers are based on the insureds’ names 
rather than the companies or expiration 
dates, and the service to the clientele 
is thereby accelerated. Here, too, the 
streamlining principle comes into play 
since the plan contemplates combining 
three files in one, viz., the daily reports, 
the line records and the major part of 
the correspondence. 

The development of a closely knit 
sales organization depends largely on 
intelligent direction of effort and, where 
the volume of business warrants such 
action, the control of selling activities 
has been delegated to a sales manager. 
Weekly sales meetings are considered an 
excellent means of increasing the pro- 
ducers’ knowledge of the ever-changing 
forms of coverage. Specialists may be 
developed for various classes of business 
enterprises or for the major divisions 
of insurance. In some instances terri- 
torial segregation by solicitors has been 
found helpful. In general, the scope of 
planned sales activities is determined 
measurably by the specific conditions 
prevailing at each agency. 

Another subject receiving increasing 
attention from progressive agents is the 
office staff itself. Again we may apply 
the streamlining principle by centraliz- 
ing each of the mechanical functions 
such as_ policy writing, stenographic 
service, filing, mailing, loss detail, etc. 
In the larger agencies separate units 
are established for each mechanical di- 
vision. In the smaller agencies excel- 
lent results have been accomplished by 
making each employe responsible for 
some one major function to which all 
other duties are subordinate. 

Sales Consciousness of Office Personnel 

While every office system should be 
planned to provide for a complete co- 


ordination of related operations and, 
consequently, a smooth, uninterrupted 
flow of mechanical activities, it may also 
be well to consider developing sales con- 
sciousness in the office personnel. Many 
agents are inclined to overlook the defi- 
nite value of a well-trained, enthusiastic 
and production-minded “inside” staff in 
stimulating sales and, at the same time, 
keeping expense at a minimum. It is 
significant that a number of progressive 
and successful agencies have made it a 
point to use the staff in building up in- 
formation on the insurable possibilities 
of their current clientele, bearing in 
mind that “an agency’s best prospects 
are its present customers.” Almost in- 
variably this procedure is accompanied 
by a simple and effective method of 
periodic review designed to present the 
possible solicitation of new and attrac- 
tive coverages at regular intervals. 

It may be safely said that no agency, 
however efficient, has reached the sat- 
uration stage in developing all the po- 
tentialities for additional coverages from 
its present customers. However, there 
is always a certain fascination in re- 
vitalizing an agency through the medium 
of new prospect names. Here, too, the 
inside staff may be used to good ad- 
vantage in listing new prospects. These 
include the local Chamber of Commerce, 
the Motor Vehicle Registration Bureau, 
municipal, county and state tax lists, 
the classified lists in the city directory 
and telephone book, news items in daily 
papers on business changes, real estate 
and mortgages, membership lists in so- 
cial, business and fraternal organizations, 
etc. Prospect cards may be designed 
and arranged to come out of file on the 
specific dates when it is most expedient 
to make contacts. Then, too, the pros- 
pect files may be utilized for distributing 
at regular intervals timely advertising 
matter designed to stimulate interest and 
pave the way for personal calls. 


Methods of Contact With Clients 

The question of proper contacts be- 
tween the office staff and the insuring 
public is engaging the attention of more 
and more agents. As you know, there 
are three types of such contacts, viz., 
personal, telephone and letter and either 
may be the medium through which a 
prospective insured gains his first im- 
pression of the agency. 

Consider the contact by letter. 
agents, recognizing the importance of 
this approach to the insuring public, 
make special efforts to have their cor- 
respondence truly distinctive and repre- 
sentative. Where agents use their own 
letterheads, a simple, dignified design 
is employed on a good grade of paper. 
Neatness, proper centering and a mini- 
mum of erasures contribute to the prop- 
er impression. It also follows that the 
phraseology receives careful attention in 
order to present a clean cut, friendly 
and informative message. 

The study of office systems in general 
presents a wide field for discussion not 
only because of the many factors in- 
volved but also since practically every 
agency has its own peculiar problems. 
The accounting methods in particular 
vary in accordance with the premium 
volume, the agency set-up and, of course, 
the individual preference. In the final 
analysis the simplest system is also the 
most effective. This is exemplified in 
many of the smaller agencies where the 
manifold invoice idea is gaining favor 
as a means of producing several basic 
and identical records at one operation. 

Under this plan several carbon copies 
of the original invoice are made which 
may include an accounts receivable 
ledger sheet or posting medium, an in- 
itial expiration record, an accounts pay- 
able posting medium, a collection follow- 
up, a broker’s or solicitor’s record, a 
location record and such other records 


Many 





Credit Men Seeking 
Light on Insurance 


WHAT PROTECTION HAS DEBTOR 


Charles H. Wilson Tells New York 
Agents of Huge Financial Loss That 
Could Be Avoided 





To show how the extension of credit 
may be safer through the medium of fire 
insurance was the objective sought by 
Charles H. Wilson, president of Wilson- 
Forster & McCall, Inc., Buffalo, and 
president of the Buffalo Association of 
Fire Underwriters, in an address to the 
New York State Association of Local 
Agents in Syracuse May 24. At the out- 
set he made the assertion that “three 
billion two hundred million dollars is the 
amount that creditors lost during the five 
year period ending 1936. More than 50% 
of this staggering sum was lost because 
of inadequate insurance protection.” He 
continued: “The employment of credit 
executives is proof in itself that granting 
credit to customers involves some risk 
and losses suffered reveals the need of 
the penetrative protection of insurance.” 

Business Men’s Views 


He told of a credit executive who takes 
the position that merchandise of many 
business houses represents the largest 
portion of assets. It is easy to see what 
destruction of this property means to the 
ability of the debtor to pay. 

The same man said: “I always have 
insisted on knowing what protection my 
debtors have provided but found it diffi- 
cult. If some plan could be devised that 
would be easy to understand, yet be effi- 
cient, it would make my job pleasant. I 
could then give our customers the bene- 
fit of this knowledge. Also as I am 
responsible for all the insurance protec- 
tion my firm needs I would welcome the 
plan myself.” 

Insurance as Investment 


A manufacturer told Mr. Wilson: “T 
expect our credit executive to be inter- 
ested (1) in knowing what the hazards 
are that may destroy ability to pay, and 





as the agent’s own wishes may dictate. 
In the larger agencies, bookkeeping ma- 
chines and other labor saving devices 
are employed where practical in order 
to carry out the same thought of reduc- 
ing waste effort to a minimum. Every 
accounting plan includes three primary 
book records, viz. the cash book, the 
journal and the general ledger, all of 
which may be prepared by hand or by 
bookkeeping machine. 
Have a Definite Collection Plan 


This brings us to the ever present 
and always more or less troublesome 
subject of collections. In every well- 
conducted agency it has been my priv- 
ilege to visit there is established some 
definite collection policy which is rigidly 
maintained. I realize that many agents, 
for competitive reasons, believe it nec- 
essary to extend credit in certain cases, 
but experience has taught us that this 
practice is likely to be overdone. When 
one considers that the unpaid accounts 
of an agency represent so many assets 
which do not produce income and that 
really good business is seldom lost by 
insisting on prompt payment, it becomes 
all the more imperative to take a firm 
as well as diplomatic stand on collec- 
tions. 

An agent I visited last year follows a 
plan which has proved quite effective. 
As a policy is written he intimates that 
the premium is due at the inception of 
the risk but he will be glad to allow up 
to thirty days for payment. He asks 
the client pointedly whether these con- 
ditions can be met. If not, and the cir- 
cumstances warrant, arrangements are 
made immediately for a definite method 
of payment supported by a _ premium 
note. An important point is that the 
arrangements are perfected at the be- 
ginning of the policy term and not when 
the item has been outstanding beyond 
the prescribed limits of credit. If pay- 
ments are not made when due, cancella- 
tion notices are sent promptly. 
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(2) to know what protection is availabk 
which will make this destruction impos. 
sible. I consider it to be a business-like 
procedure to protect every phase of ap 
enterprise. I consider that insurance j; 
an investment in protection and _ that 
money lost by failure to insure repre. 
sents a loss not only to initial sufferers 
but to all firms dependent upon uninter. 
rupted operations of a concern for bysj- 
ness progress. 

“Continuing credit standing requires 
continuing income, We feel insurance 
covering only physical property damage; 
is, therefore, not sufficient. Attention 
must be given to other forms of insur. 
ance. We regard management an im. 
portant item in any credit transaction 
and we feel that every firm should have 
one executive finally responsible for the 
insurance upon which business depends 
for financial safety. If you want m 
opinion I would say that what we need 
is a system whereby anyone, large or 
small, may know what insurance he needs 
and then be able to pay for it out of 


Where Local Agent Enters 


Mr. Wilson said that competent ex- 
perts will testify that “hit-or-miss buy- 
ing of insurance does not pay, but they 
refuse to investigate their own require- 
ments. Both credit men and their cus- 
tomers know the serious problems they 
face and are crying out for relief from 
this danger. As insurance agents we 
must protect accumulated wealth and 
preserve ability to earn. Because we find 
no two problems are identical and be- 
cause everyone needs some forms of in- 
surance more than he needs others, it 
becomes a question of what kind of in- 
surance is necessary in a given case and 
in what order of importance. It is here 
that we introduce the local insurance 
agent who is dedicated to the ideals of 
service. 

Yardstick of Necessity 


“It would appear that insurance might 
be divided into three classes (1) impera- 
tive, (2) desirable and (3) luxury type. 
Here the local agent must decide the 
proper place of each kind of protection 
available. Many persons do not consider 
how much they might lose without in- 
surance but rather whether a loss is 
likely to occur. It will appear then that 
the necessity of any form of insurance 
may be measured by the largest possible 
single loss that might be suffered with- 
out its protection.” 

Mr. Wilson introduced a chart of his 
own making, designed to furnish a com- 
plete picture from which full protection 
may be recognized. He added: “Such 
an analysis by a competent insurance 
agent is the business-like test in the se- 
lection of protection. It is my earnest 
hope that there will develop a close and 
intimate cooperation between credit ex- 
ecutives and insurance agents to the end 
that much information and help may be 
forthcoming. The insurance adviser 
creates in the buyer an ability to evaluate 
an insurance program and teaches him to 
buy intelligently,” 





NEW EXECUTIVE COMMITTEE 


The New York State Association of 
Local Agents’ executive committee for 
the coming twelve months consists of 
Theodore L. Rogers, Little Falls; Albert 
Dodge, Buffalo, and John J. Roe, Jr. 
Patchogue, all past-presidents and the 
officers. Follett L. Greeno, Rochester, 
has been appointed national councillor, 
succeeding Mr. Dodge. 





ASKS EARLY REGISTRATION 


Chairman V. W. McKinney of the 
general committee on arrangements fot 
the Grand Nest convention of the Blue 
Goose in Los Angeles in August, re 
quests that all Ganders contemplating 
coming to the convention make their 
reservation now in order that they may 
receive all the advance literature being 
issued by the committee. 





David Miller, local agent of Penn Yar, 
is a delegate to the New York constitu- 
tional convention. He was present at 
the Syracuse convention last week. 
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PRINTING SERVICE 


RE you contemplating putting on a 
sales campaign? Will you need sales 
. broadsides . . hand books 


_ schedules, etc. Let us estimate on 


boosters. . 





your ideas .. . perhaps we can submit 


ideas and layouts to augment your own. 


Specializing for years in text books 
and magazines, trade journals, house 
organs and brochures, our clients are a 
most satisfied group of printing buyers. 
Have our representative call and submit 
samples of our artistry in publication 


work in black and white and multi-color. 


RICHARDS-STARKEY CO, Inc. 


9-15 Murray Street, New York, N. Y. 
Phone, REctor 2 - 4267 
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Pascoe Rutter Sees Improvement 
Coming in Marine Experience 


Sir Frederick Pascoe Rutter, dean of 
the British insurance world, showed by 
his able address at the annual meeting 
of the London & Lancashire that he 
remains one of the most forceful speak- 
ers in the profession, He brought out 
during his speech an important side of 
British insurance activities that is often 
overlooked—the indebtedness of the rev- 
enue to the insurance offices for their 
activities abroad. 

The profit of the London & Lancashire 
abroad, according to Sir Frederick, has 
for many years been almost twice as 
much as that earned in Britain, with 
corresponding benefits to the treasury 
in taxation payments. The figure of 
£2,500,000 ($12,500,000) was given as the 
amount of tax paid to the British Gov- 
ernment by the London & Lancashire 
during the past twenty years on foreign 
profits. 

Discussing the marine experience and 
the problem of war risks, Sir Frederick 
said : 

High Costs of Repairs and Many 
Total Losses 


“Conditions of marine insurance busi- 
ness, with its confused atmosphere and 
its abnormal anxieties during 1937 were, 
in my considered opinion, the most try- 
ing which | remember since we began 
to transact marine insurance over thirty 
years ago, 

“We, speaking for marine companies 
generally, had been lucky in 1935 and 
193, partly through the absence of heavy 
losses, and also, paradoxically, through 
the depression in the shipping world, 
when so many vessels were laid up and 
when we got the benefit of the survival 
of the fittest. But, in 1937, shipping re- 
vived, Many less seaworthy ships were 
employed. This may also have applied to 
the personnel, and on the whole there 
was an undoubtedly increased hazard. 
And you must bear in mind that this 
increased hazard was coincident with the 
reduction in rates—and, therefore, the 
inadequate premiums—which we were re- 
ceiving as a consequence of the competi- 
tion which had been rife during the 
previous period. 

“Then, on the top of that factor was 
the increased cost of repairs, repairs to 
ships which had not actually gone to 
the bottom, but which had been seriously 
damaged. And the companies have had 
to pay more for those repairs, partly due 
to the busyness of the shipyards and the 
increased activity generally in the tim- 
ber, iron and steel industries as the out- 
come of the national rearmament pro- 
eram. 

“Finally, we had to face, especially 
during the latter months of the year, not 
merely a wave but almost an avalanche 
of total losses, which seemed to come 
without rhyme or reason from almost 
every quarter; but more than one of 
which was undoubtedly due to bad sea- 
manship; 1937 was actually the worst 
year for total losses since 1929. 

“You will easily realize, therefore, why 
the marine insurance companies have 
suffered and why so much concern should 
have been occasioned, 


Small Profit Made 


“Fortunately, we did not show a loss 
on our operations, but a comparatively 
small profit, and I think that result 
under such a concatenation of abnormal 
circumstances, must confirm your confi- 
dence in the soundness of our marine 
business as a whole. 

“This year we have not yet experi- 
enced any sensible relief, for the plethora 
of heavy Josses has continued until late- 

















SIR FREDERICK PASCOE RUTTER 
ly. Consequently, up to date, we are 
relatively worse than we were at this 
time in 1937. 

“But I do think there is some pros- 
pect of anticipating an improvement, be- 
cause of the hardening rates for hulls, 





because of the indications of a falling 
off in shipping employment (although | 
dislike making money out of other peo- 
misfortune, especially when they 
are one’s own friends) and because it 
would not be reasonable to anticipate a 
continuance of the surge of total losses 
through which we have passed. 

War Risks Question 


“Theré remains the 
question of war risks. 

“This anxious problem has become one 
of moment, not necessarily imminent, 
but sufficiently serious to attract general 
attention. And it is not surprising that 
the people of this country, and of cther 
countries, should be concerned as _ to 
whether, as might happen in many cases, 
they were to lose their all through devas- 
tation occasioned by war, whether civil 
or through foreign invasion. 

“May I, therefore, attempt to dispel 
the idea which seems to prevail in some 
quarters that the insurance companies 
have altered their policy; although, of 
course, we are always entitled to, and 
must, for the protection of our share- 
holders, vary our procedure from time 
to time according to the exigencies of 
civcumstances. 

“The protection given under our fire 
policies has always precluded any liabil- 
ity for damage due to foreign enemy, 
although it might have been argued that 
damage by civil war was covered. To a 
small extent, war risk on land might 
have been insured by special arrange- 
ment, but, generally speaking, companies 
have not granted this cover. 

“The grave disturbances and disloca- 
tion of territories on the Continent and 
in the Near East have, however, alarmed 
many nations, and there has been a gen- 
eral apprehension that what has hap- 
pened might lead to worse. It there- 
fore became not only desirable but nec- 
essary to make quite clear what liabilities 
were insured under the fire policies. The 
new clauses agreed upon merely crystal- 
lize and clarify what has always been the 
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intention—namely, that war and civil war 
risks are not covered by the standard 
fire policy, 

“So far as the real risk is concerned— 
that of foreign enemy action—I would 
emphasize that no change in our fire pol- 
icy has been made. 

“In marine policies it had hitherto 
been possible to obtain war risk cover 
for a limited period on land both before 
and after shipment, but the marine un- 
derwriters have lately decided—rightly, 
to my mind, having regard to the enor- 
mous accumulation of liability in such 
places as the London docks, for example 
—to limit their war risk cover to the 
period during which goods are water- 
borne, 

“The insurance companies, therefore, 
are not only entirely within their rights, 
but must be influenced by the predomi- 
nant consideration of what is their duty 
to both shareholders and policyholders.” 





Fire Companies Withdraw 
Approval of Auto Plan 


Acting upon the request of the Na- 
tional Bureau of Casualty & Surety Un- 
derwriters, directors of the National Au- 
tomobile Underwriters Association this 
week withdrew approval of application 
of the safe driver reward plan to auto- 
mobile property damage insurance writ- 
ten by its members. However, if pro- 
tests are received from 20% or more of 
the members of the N.A.U.A. the re- 
scinding action will be given considera- 
tion again. 

The National Automobile Underwrit- 
ers Association, if it continued use of 
the same driver reward plan, would 
grant the 15% reward on the basis of 
the property damage experience only and 
also would pay full commission to agents. 
Members of the National Bureau ob- 
jected to this on the ground that these 
features would tend to influence agents 
to place a greater percentage of their 
automobile property damage coverage 
with fire companies members of the 
N.A.U.A. and generally upset the sta- 
bility of property damage underwriting. 
At present the casualty companies write 
more than thirty times the volume of 
property damage coverage written by 
fire companies. The National Bureau 
contends that automobile bodily injury 
and property damage insurance should 
be written in the same company because 
so many accidents involve claims under 
both coverages. 





Aetna Fire Names Marine 


Specials in New England 

Two Aetna Fire Group field changes 
are announced by Secretary George G. 
Quirk of the marine department. A. J. 
Woodward has been appointed marine 
special agent for eastern Massachusetts, 
Rhode Island, New Hampshire and 
Maine, succeeding E. J. Gracey, resigned. 
Mr. Woodward, who has been marine 
special agent for Connecticut and west- 
ern Massachusetts will be succeeded by 
Eric F. Shaw, who has recently travelled 
in New York state as marine special 
agent. 

Mr. Woodward has spent his entire 
business life with the Aetna, during the 
greater part of which he has been in 
Connecticut and western Massachusetts 
as marine special agent. Mr. Shaw en- 
tered the service of the company in 1920 
and has been in the marine department 
for the past eight years. 





NEW MARINE SERVICE OFFICE 

The Royal-Liverpool Groups have 
opened an inland marine service office in 
Washington, D. C., located at 405 South- 
ern Building, 1425 H Street, N. W. This 
office, established to augment production 
and understanding facilities in this area, 
will be under the supervision of Inland 
Marine Special Representative W. K. 
Van Arsdale, who has been servicing this 
territory from the New York office and 
will not affect the reporting of business 
in this field to the New York office. 
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Leslie Faces Illinois 
Critics of Reward Plan 


GETS BARRAGE OF QUESTIONS 





Bureau’s General Manager Speaker at 
Chicago and E. St. Louis Gatherings; 
Also Penna. Insurance Days 





Illinois insurance men will probably be 
talking for a long time to come about 
the two appearances of William Leslie, 
general manager, National Bureau of C 
& S. Underwriters, at meetings in their 
domain last week and at both of which 
he valiantly defended the safe driver re- 
ward plan. The first occasion was held 
May 25 in Chicago under the auspices of 
the local Casualty Managers” Club and 
presided over by John Pabst, Western 
manager, Fireman’s Fund Indemnity, 
president of the club. An overflow crowd 
of 250, largely producers, gave close at- 
tention to his address and in the question 
period which followed Carl A. Berger, 
president, Insurance Brokers Association 
of Illinois, and others fired all kinds of 
questions at him, This organization has 
been opposed to the plan since its in- 
ception. Mr. Berger’s chief complaint 
was that no favorable presentation of 
the plan had been made at any of his 
meetings, and he intimated that if Mr. 
Leslie’s appearance had been earlier in 
the game “we might not have taken the 
action we did.” The consensus was that 
the Bureau manager had done a good 
“selling” job on the safe driver reward 
plan. 

The same performance was repeated 
the next day in East St. Louis, Ill, at 
the mid-year meeting of the IIlinois As- 
sociation of Insurance Agents and again 
William Leslie submitted to a barrage of 
questions, many of them from _ dis- 
gruntled agents, A poll taken by this 
association indicates that 75% of the 
agents of the state are opposed to any 
change in the method of writing auto 
risks and particularly the safe driver re- 
ward plan. W. H. Jennings, president, 
spoke of this attitude in his annual re- 
port. 

In such an atmosphere Mr. Leslie was 
“on the spot” and in the parlance of the 
ring he led with his chin when, at the 
close of his address, he expressed his 
willingness to clear up misunderstandings 
about the plan, His quiet, dignified and 
even-tempered manner added to his plat- 
form effectiveness. It was reported lo- 
cally that, apparently annoyed by the at- 
titude of the critics, he surriedly left 
the hall at the conclusion of the ques- 
tioning. This is not quite accurate. He 
had to leave to catch a train for Phila- 
delphia, where he spoke—again on the 
safe driver reward plan—before the 
Pennsylvania Insurance Days gathering. 


ZURICH OFFICIAL VISITOR HERE 


A. von Sprecher of Zurich, Switzer- 
land, who is manager of United States 
business for the Zurich General Acci- 
dent, is on his annual visit to the United 
States. Arriving on the Bremen last 
Thursday he was met by Neville Pilling, 
United States manager, spent a day or 
so in New York and then went on with 
Mr. Pilling to Chicago for a head office 
visit. Mr. von Sprecher will be here a 
few weeks, 


NUBEL WARMLY WELCOMED 
John F. Nubel was warmly welcomed 
on June 1 to his new post as vice-presi- 
dent of the Standard Surety of New 
York, and received a steady stream of 
Visitors in his flower-bedecked office. 
Mr. Nubel as production and underwrit- 
ng executive will devote a good share 
of his time to running the new New 
York branch office of the company. 
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O’Connor Slated For 
Head of N. A. & H. A. 


STRONG CLEVELAND PROGRAM 





Speakers Reveal Many Situations Which 
Should Aid Alert Salesmen in 
Promoting This Line 





E. H, O’Connor, assistant secretary, 
United States Casualty, is slated to be 
elected president today of the National 
Accident & Health Association which is 
in annual two-day convention in Cleve- 
land. 

In a program replete with practical 
sales suggestions W. T. Hammer, Loy- 
alty Group, led in giving some enlight- 
ening points on trends outside the busi- 
ness, such as the planning away from 
individual effort toward group effort. He 
noted the opening of a cooperatively 
owned hospital in a Western city, where 
service is provided free or at cost. He 
referred to other medical care plans of 
the group variety. There are forty ap- 
proved hospitalization plans in operation. 
All this, Mr. Hammer said, points to the 
attention people are giving to protection 
against loss by accident or disease. He 
observed that these plans go only part 
way in providing the expenses one in- 
curs by reason of being incapacitated 
He showed that because there is a fun- 
damental need for security against in- 
jury and illness, a variety of new meth- 
ods which partially fill this need are be- 
ing developed. With the exception of 
state health insurance none of these 
plans provide for any replacemnet of in- 
come lost through disability, 

In view of these prevailing conditions 
it was Mr. Hammer’s thought that ac- 
cident and health underwriters might 
profit by finding out just where there 
may be room for improvement in their 
methods. 

Many Potential Buyers 

A. M. Holtzman, Rochester, manager 
Mutual Benefit Health & Accident As- 
sociation, 1938 president of the as- 
sociation, spoke at the first day’s session, 
maintaining that in spite of business de- 
pression there are buyers still waiting. 
The real salesman will always find a way 
to sell, One question is, has one faith 
or fear? Mr. Holtzman’s presidential 
address will be reviewed next week. 

Edward H. O’Connor, United States 
Casualty, declared that one can be justly 
proud of the A. & H. business because 
it is truthfully a purveyor of social se- 
curity. It actually protects the income 
that provides the premiums for other 
forms of insurance. This insurance is 
the first line defense of the home, in his 
opinion. No agent or broker should pass 
it up. “There is no insurance that is 
more valuable to the business or pro- 
fessional man. Competition is practically 
nil,” the speaker declared. He urged 
his audience to cease being order-takers; 
to wake up and sell a line of insurance 
that contains a human element. 

Harold M. George, United States F 
& G.,, talked on merchandising income 
protection. He directed attention to the 
small proportion of adverse actions on 
applications for this class of insurance 
and to the moral responsibility of the 
insurance salesman to provide insurance 
to protect one’s income, or job. He noted 
the small number of persons who have 
been actually solicited for this class of 
insurance and the wide market that 
therefore exists. 

Messrs. O’Connor, Hammer and George 
were the New Yorkers on the program, 
and their party included Leslie W. Win- 
slow, Fireman’s Fund Indemnity, and J. 
L. Ullmann, W. L. Perrin & Son, all 
prominent members of the A. & H. Club 
of New York. 
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Defeat Likely for Auto Comp. 
Plan Argued June 1 in Albany 


Insurance interests lined up strongly 
against the Moffat and Gootrad_ pro- 
posals at an Albany hearing June 1 be- 
fore the Constitutional Convention judici- 
ary committee, and when the last shot 
was fired it appeared that the much dis- 
cussed auto compensation plan, which 
Republican Assemblyman Moffat spon- 
sored, would be defeated. Labor and 
civic interests including Bruce Barton, 
Congressman ; George Meaney, president, 
state federation of labor; A. A, Ballan- 
tine, prominent lawyer, and S. J. Block, 
vice-president, New York City chapter, 
National Lawyers’ Guild, argued for the 
proposal. 

The opposition was led by Ray Mur- 
phy, assistant general manager, Associa- 
tion of C. & S. Executives; R. M. S 
Carson, president, New York State As- 
sociation of Local Agents; Harry 
Perkins, Rochester Motorists’ Associa- 
tion; W. J. Gottlied, president, Automo- 
bile Club of N. Y., and former Senator 
C. R. Lusk who asked: “Why pass a 
constitutional amendment before the 
proponents have written a workable bill ?” 





Rain Failed to Spoil Pleasure 
At N. J. Casualty Outing 


Despite the rain last Thursday about 
110 members of the Casualty Underwrit- 
ers Association of New Jersey and their 
guests enjoyed the good fellowship, golf 
and dinner program of their annual out- 
ing held at the Essex Fells, N. J., Coun- 
try Club. Leading agents present in- 
cluded Don Pearsall, president, Union 
County Association; Herbert Brooks, 


president, Essex County Association ; 
Herbert Farrell, head of Monmouth 
County Association, and Edward 


Schmults, past president, New Jersey 
Association of Underwriters. Howard 
D. Meyer, Globe Indemnity, was toast- 
master at the dinner in his capacity as 
president of the association, and golf 
prizes were awarded by Clinton Temple- 
man, Maryland Casualty, chairman of 
that committee. Mr. Templeman also de- 
vised the “good time” policy announce- 
ment of the event which attracted so 
much attention. Golf winners were: 
Members Kickers handicap: 1. Ernest 
Babbage, Bankers Indemnity; 2. J. J. 
Callahan, New Amsterdam; 3, J. J. No- 
lan, Aetna C. & S. : 
Guest Kickers: 1. Frank Mitchell, 
O’Gorman & Young, Inc.; 2, Howard C. 
Lawrence, Lincoln National Life; 3. Rob- 
ert Hulbert, Orange, N. J., agent. 
Members’ high score: won by H. N. 
Hutchinson, American Surety. Guests’ 
high score: Clark C. Collins, Service Re- 
view, Inc. High score on hidden hole: 
won by Fred Weindorf, Fireman’s Fund. 
Low score on this hole: won by Jack 
Conklin, agent. His brother, Charlie, 
who is state agent of the Northern As- 
surance, won in the lucky number con- 
test. Adding to the enjoyment of the 
evening Matt Reeves, Royal manager in 
Newark, told Southern dialect stories. 
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Program of Public 
Relations Extended 


BY ASS’N OF C. & S. EXECUTIVES 





General Manager C. W. Fairchild Tells 
What Member Cos. Are Doing 
to Educate Public 





The stock casualty and surety business 
has in the past few years gradually but 
effectively entered a new era in its re- 
lationship with agents and the public 
which is in keeping with changing condi- 
tions, Claude W. Fairchild, general man- 
ager, Association of Casualty & Surety 
Executives, told the Missouri Insurance 
Council in Kansas City, May 24. 

Mr, Fairchild said that the motivating 
force behind the new program is a great- 
er recognition of the value of public re- 
lations—the establishment of harmonious 
relationships to the end that our busi- 
ness in its many-sided usefulness will 
win justified recognition. 

Taking the lead in the new program, 
he said, the association has set as its 
objective to be a constantly potent and 
expanding force in acquainting the pub- 
lic with helpful information about the 
protecting influences behind their poli- 
cies. Every phase of this new program, 
he added, has been initiated and devel- 
oped with the thought in mind of its 
relationship to the needs of the men on 
the firing line—cooperation with produc- 
ers and producers’ groups. 

The association’s public relations pro- 
gram is designed to be a positive force, 
Mr. Fairchild said, from which the pub- 
lic and the business will benefit together. 
He cited the possibilities of automobile 
liability insurance: “The traffic accident 
problem is among the most urgent in the 
country today. As citizens we face an 
increasingly serious threat to our secur- 
ity, and as insurance men we are threat- 
ened with the extinction of what ought 
to be a sound branch of our business. 
But as insurance men we are also in a 
unique position to deal with traffic acci- 
dents. We have the opportunity for 
creating an unusual partnership with the 
public. We can act as specialists in the 
problem and represent the public before 
those who must bring order out of the 
traffic chaos nationally as well as locally. 
This means not so much doing ourselves 
the detailed things that must be done, 
but helping to see that they are done 
by the proper authorities. Simultane- 
ously the problem of fraudulent claims 
and claims that are otherwise dishonest 
must be dealt with.” 

Mr. Fairchild described the activities 
of the various departments of the asso- 
ciation which together form a program 
for a close working relationship between 
the stock casualty and surety business 
and the public. 

That the problem of occupational dis- 
eases is becoming better understood by 
the public and by business as a whole, 
Mr. Fairchild said, is due in no small 
way to the association’s committee on 
the occupational disease situation. 
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On the Production “Firing Line” 








Agency Conventions, Contests and 
Financing Subject of Symposium 


Different Classes of Meetings Call For Varied Treatment of 
Program; Contests Benefits Are Prospective; Financing 


Agents Held Unprofitable 


Agency conventions — different kinds 
and how to run them—was the subject 
of an address by J. C. Higdon, vice- 
president Business Men’s Assurance, to 
the Health & Accident Underwriters 
Conference in Chicago last week. His 
company has reached the conclusion that 
agency conventions have a definite place 
in developing and motivating a successful 
sales organization and when properly 
handled may perform a service which is 
absolutely necessary and which can be 
obtained in no other way, 

This address was part of a symposium 
on agency management problems which 
was a popular feature of the convention. 
S. Robert Rauwolf, assistant agency di- 
rector, North American Accident, con- 
tributed to it with a talk on the profit- 
ableness of contests. What he said re- 
flected the experience of his company. 
He held that the profit or loss of any 
sales contest depends directly on how 
little or how much the home office does 
in developing each contest in a friendly, 
cooperative spirit between the agency 
force and the home office. 

E. H. Ferguson, assistant secretary, 
Great Northern Life, also spoke on 
financing agents. He finds that financing 
is being done by most companies; that 
there is no uniform basis of financing, 
and that financing is unprofitable. The 
address of William E, Lebby, Los An- 
geles, the only agent on the prograni 
and a participant in this symposium, is 
reviewed on another page. 

Higdon on Reasons For Conventions 


Mr. Higdon finds that there are four 
different reasons for holding conven- 
tions: as a reward for sales accomplish- 
ment; as a definite part in the training 
and education program of the sales or- 
ganization; for the purpose of announc- 
ing some new policy, plan of insurance 
or sales plan, and to build the morale 
of the sales organization. Occasionally 
personal contacts with company officials 
and other representatives are necessary 
to maintain unity of thought and action 
and to keep up enthusiasm. 

As to conventions as a reward for spe- 
cial endeavor, the selection of the place 
and the pleasures to be enjoyed are of 
primary importance. If a convention is 
held for training and education the loca- 
tion and accommodations are of second- 
ary importance. It should be borne in 
mind that most salesmen have difficulty 
in assimilating ideas from printed ma- 
terial. The same announcement read to 
them is more effective, The number of 
subjects and new ideas to be presented 
should be limited. The training process 
is essentially substituting good habits for 
bad. The program should provide for 
some relaxation. 


New Forms or Plans 


For the convention held to announce 
new forms or plans, the location is again 
of secondary importance. A good plan, 
said Mr. Higdon, is to remind the group 
of some specific problem of the prospect 
not adequately taken care of by any of 
the policy forms now offered by the com- 
pany. If possible it is highly desirable 
to have the new policy or plan announced 
well in advance to a few of those who 
will be present so that they shall have 
had an opportunity to test it. A round 
table discussion is desirable. Recreation 


and comfortable surroundings should not 
be overlooked. 


Building of Morale 


In planning conventions to build morale 
Mr, Higdon considers it urgent that 
those attending be given a clear picture 
of what is expected in group accomplish- 
ment and what is expected of each in- 
dividual present. It is important to give 
public recognition to those who have 
done an outstanding job. Assignment of 
good hotel rooms to production leaders 
and old representatives is important. 
Confidence in the salesman’s own ability 
may be fostered by reports of actual ex- 
perience. It is also well to impress upon 
those present that they are representing 
a company that stands high. Have a 
number of those present participate in 
the program. It has been found that the 
presence of wives at meetings of this 
sort is helpful. The meeting should be- 
gin with an enthusiastic talk on a sub- 
ject in which all are interetsed, followed 
by discussion. The duration of a con- 
vention depends on circumstances but it 
is difficult to continue one successfully 
for more than three days. 


Cost of Conventions 


Mr. Higdon said that in his company “the 
amount spent for agency conventions in 
the course of a year is not to exceed 2% 
of first year premiums produced by the 
sales organization. While this might not 
represent a very large sum in the case 
of any individual, it is in the aggregate 
a substantial amount and we must con- 
stantly ask ourselves whether or not the 
business is increased sufficiently so that 
the proportion of the fixed operating cost 
to each unit of new business obtained 
is no greater after adding the convention 
expense than it would have been on a 
smaller volume of business with the con- 
vention expense eliminated. Even taking 
into account the cost as outlined, we find 
that in most instances the cost of indi- 
vidual conferences and training sessions 
for the same number of men would re- 
sult in a much larger expense, would in 
many cases be less desirable because of 
the greater amount of time required and 
the much larger staff that would be nec- 
essary.” 


Profitableness of Contests 


Mr. Rauwolf, whose company finds 
contests profitable, said that the results 


obtained through contest work are vastly 
more far-reaching than just the return 
derived from the new business written 
during the contest period. He added: 
“Our full-time men were all part-timers 
at one time. Today’s part-timer can be 
made into tomorrow’s full-timer. That 
is the basic principle of every one of 
our contest plans. It might be interesting 
to study briefly the one thing about our 
agency work that makes our contests 
pay. That is, agency-development prin- 
ciple number one with North American— 
‘A friendly individual relationship with 
each agent who has producing possibili- 
ties results in a lasting attachment and 
the building of a profitable agency.’ 

“From the minute an agent is appoint- 
ed he is a special case calling for per- 
sonal, persistent attention. Each contest 
is tailor-made in our organization, based 
on friendly relationship between field 
and home office.” 


Objections to Contests 

Mr. Rauwolf mentioned these objec- 
tions which have been made to contests: 
That salesmen under pressure are tempt- 
ed to write undesirable business to qual- 
ify for a prize; that if a contest costs 
$500 one must get at least $5,000 of new 
business to break even; that contests are 
discouraging to the average producer be- 
cause he reajizes that he can’t meet the 
quota, and the prizes go to the same 
few agents every time. 

Mr. Rauwolf’s company chose meeting 
the first objection by educating the agent 
to making the will to win secondary to 
the need for writing desirable business. 
The full-time man is fertile soil for this 
kind of education. 

Concerning the second objection Mr. 
Rauwolf said: “We know that not only 
will the regular producers increase their 
production, but that a contest will have 
a definite appeal to several part-time 
agents who will indicate an interest that 
can be developed by proper home office 
work into full-time production. In other 
words, part of the cost of each contest 
can be legitimately charged to organiza- 
tion building.” 

As to the third objection, it was found 
that basing any contest on dollars of new 
business did not get the results wanted. 
“Means had to be devised for giving a 
break to the agent who adopted our rec- 
ommendation to write number of appli- 
cations rather than big premiums. This 
we have done by basing practically all 
contests on acceptable applications writ- 
ten.” 

In “team” contests it was found that 
while the award was not much the con- 
testants fought it out tooth and nail to 
hold their positions for the glory and 
honor of their teams. 


Ferguson on Financing of Agents 


In view of E. H. Ferguson’s findings 
respecting financing of agents, he held 
that the facts may be combined into a 
single sentence: “Most companies fi- 
nance agents without a uniform plan and 
find it unprofitable.” So what? The 
“so what” is simply this: Have a plan 
of financing agents and follow it. He 
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said the question, Why finance agents? 
is answered in that it is a working toj 
for recruiting new material and moy 
companies use it. “The financing of a 
experienced new agent might be simp 
provided one sticks to a uniform plan ap 
forgets about the agent’s requirement 
The new man moving from one company 
to another to sell the same type of bus. 
ness, say quarterly commercial, might he 
financed only to the amount of monthly 
renewal commissions he forfeited whe, 
he resigned. 

“The new man changing companies t) 
sell a different type of contract, say fron 
monthly premiums to quarterly prenj. 
ums, might be handled on the basis oj 
an inexperienced new man plus consid. 
eration for the forfeited renewal con. 
mission account. 

“Frequently new experienced agents re. 
quire a lump sum of money. These migh; 
be regarded as loans to be paid with 
renewal commissions or by cash pay. 
ments which the agent agrees to inake 
at stated periods. The practice on thes 
loans might well be the same as on loan; 
to present agents.” 

Mr. Ferguson is certain that financing 
is needed to recruit experienced ney 
men. He added: “Not often do we find 
a man with resources who is willing to 
spend those resources to establish him- 
self in our business, irrespective of the 
profitable opportunity offered. However, 
most men do not have surplus funds, nor 
will they give up a living wage and an 
assured position to accept a strictly com- 
mission proposition. That is where a 
financing plan counts. A financing plan 
will permit a standard of qualification 
such as is required of salaried employes. 
While this of itself is no guarantee of 
the recruiting of highly successful sales- 
men in our business, it certainly should 
give us a chance to recruit better men.” 





FIVE BRANCHES UP-STATE N. Y. 


Mutual Benefit H. & A. Has Offices in 

Albany, Buffalo, Syracuse and Utica; 

Rochester the Latest 

The Mutual Benefit Health & Accident 
Association has opened up branch offices 
in five up-state New York cities within 
recent months, the latest being in Roch- 
ester where A, M. Holtzman, formerly 
with the Colorado Life in Denver, has 
been selected as manager. Mr. Holtz- 
man, who is president of the National 
Accident & Health Association, has just 
joined the Mutual Benefit H. & A. 

Albany manager is Frank J. McGarry, 
who had previous experience with the 
Continental Casualty and the Travelers 
and who is well known in that city. 

B. F. Helmbrecht, manager of the Bul- 
falo office, was formerly the associations 
manager at Des Moines, Iowa. 

Morris G. Sleight, who recently opened 
up Syracuse territory, was previously one 
of the leading producers in the 
Brink Agency of the association in De- 
troit. 

W. G. Clarke, manager of the Utica 
office, formerly represented the Mutual 
Benefit H. & A. in Halifax with super- 
vision over the Maritime Provinces 0! 
Canada, which territory he opened up for 
the association. 


F. M. FITZGERALD PROMOTED 


Made Manager of Globe Indemnity’s 
Brooklyn Branch; H. M. King Ap- 
pointed Bonding Gen. Agt. There 
The Globe Indemnity has promoted 
Edwin M. Fitzgerald to manager m™ 
charge of its Brooklyn, N. Y., branch 

office at 16 Court Street. 

Mr. Fitzgerald has been superintendent 
of that branch since its inception i! 
April 1926, previously serving the com- 
pany as assistant superintendent of the 
metropolitan claim department. 

The company has also appointed Henry 
M. King as general agent for fidelity and 
surety with headquarters at the Brook- 
lyn Branch. Mr. King has been com 
nected with and has represented the 
company in Manhattan and Brooklyn for 
the past twenty years in similar capacity 
The quarters of the Brooklyn branch 
office have been considerably enlarged. 
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No Desire to Clash With 
Hospital Care Ass’ns 

4. & A. CONFERENCE ATTITUDE 

Informal Discussion on Dr. Rorem’s Ad- 


dress Brings Out Cross Section Opin- 
ion; C. O. Pauley Chairman 





The definite feeling that there should 
be no clashes between member compa- 
nies of the Health & Accident Under- 
writers Conference and the American 
Hospital Association whose hospitaliza- 
tion plans are now subscribed to by 
approximately 2,000,000 employed per- 
cons, was the consensus of the partici- 
pants in the Chicago convention session 
last week devoted to an informal dis- 
cussion of this subject. Center of inter- 
est was Dr. C, Rufus Rorem, director 
of the committee on hospital service of 
the American Hospital Association, and 
following his formal address (reviewed 
in another column) many questions were 
fired at him by the A. & H. executives. 
He ducked none of them. 

C. O. Pauley, Great Northern Life 
secretary, who presided, saw no reason 
why an accident and health company 
with a properly organized Group depart- 
ment could not offer hospital care in- 
surance as cheaply as the non-profit as- 
sociations of which there are now forty 
throughout the United States. This list 
does not include about thirty-five single 
hospital plans and others not officially 
approved by the American Hospital As- 
sociation with a total enrollment of 
200,000. 

Advantages of Insurance Coverage 


Speaking on the advantages of insur- 
ance company protection, Mr. Pauley 
said: “Our coverage pays cash benefits 
and the policyholder can go to any hos- 
pital he pleases. We are in a position 
to add such medical and surgical bene- 
fits to our policies as we think best 
and as the public will pay for them. We 
are giving a broader coverage than the 
non-profit plans and our benefits embrace 
tuberculosis, nervous and mental dis- 
orders and contagious diseases.” 

The only danger in Mr. Pauley’s opin- 
ion is that hospital service organizations 
will become so big and powerful in their 
respective communities that they will 
constitute practically a monopoly. Insur- 
ance companies would then be at a 
checkmate. Necessarily they have to di- 
rect their insureds to the same hospitals 
which are furnishing service under non- 
profit plans. But the only evidence of 
the monopolistic trend seen so far by 
Mr. Pauley is in the Minnesota Hospital 
Service Association of St, Paul, whose 
director, E. A, van Steenwyk, incidentally 
a member of an advisory group of execu- 
tives appointed to assist the A.H.A. com- 
mittee on hospital service, takes an inde- 
pendent position on this question in an 
article appearing currently in a medical 
society bulletin. Mr, van Steenwyk said 
in part: “There is room for only one 
hospital service in a community. All 
other plans should be limited as much 
as possible. This association seeks com- 
munity-wide control. To encourage any 
group to proceed by itself leaves the hos- 
pitals to absorb the loss of unstable 
groups and will in the end only return 
the hospital situation to its old unsat- 
isfactory status.” Mr. Pauley doubts 
that this attitude will spread. Under 
his stimulating chairmanship a valuable 
cross section of company opinion was 
developed: 

Don’t Be Stampeded, Says Manzelmann 


One of the most forceful speakers was 
George F. Manzelmann, vice-president, 
North American Accident, who cautioned 
against being stampeded into a costly 
competitive situation. While recogniz- 
Ing the increasing demand from agents 
in the field for hospital care insurance 
to compete with non-profit plans, Mr. 
Manzelmann doubted the wisdom of ac- 
cident and health companies diverting 


Dr. C. R. Rorem Describes in Detail 
Scope of Hospital Care Plans 


From 3,000 Subscribers in 1930 to Nearly 2,000,000 Is Amaz- 
ing Growth of American Hospital Ass’n Movement; 
$15,000,000 in Premiums Annually 


An amazing statement that prefaced 
the hospital care insurance address of 
Dr. C. Rufus Rorem, American Hospital 
Association, at the second day’s session 
of the convention was that the move- 
ment toward budgeting hospital bills, 
which started eight years ago, has grown 
to an annual premium volume of $15,000.- 
000 in this surprisingly short time. In 
1933 there were 3,000 enrolled; now the 
membership is close to 2,000,000 employed 
persons and. their dependents in the 
forty plans approved by the American 
Hospital Association. The largest of these 
are in New York City where there are 
700,000 subscribers; in Minneapolis and 
St. Paul, 200,000; in Cleveland, 100,000; 
in Rochester, N. Y., 95,000, and a 25,000 
enrollment in Pittsburgh since January 
1, 1938. 

Each of the approved plans is organ- 
ized as a non-profit hospital service 
association under the supervision of the 
state department of insurance or the 
general corporation laws of the various 
states. Ten states, the speaker said, have 
enabling acts established by the insur- 
ance departments which provide special 
regulation for these non-profit associa- 
tions. Those states are: New York, 
Massachusetts, Maryland, Pennsylvania, 
Illinois, Mississippi, Alabama, Georgia, 
California and New Jersey. A bill is now 
before Congress seeking an enabling act 
in the District of Columbia and a special 
type of act is being set up in Ohio which 
will give direction rather than super- 
vision. 

The speaker stressed that these en- 
abling acts, which compel hospitals to 
assume direct responsibility to subscrib- 
ers, have been sought by the hospitals 
themselves, not by order of insurance 
departments. 

Cost and Benefits 

Dr. Rorem gave in much detail in- 

formation as to cost, benefits and scope 





Not Antagonistic 

A significant passage in Dr. Rorem’s 
address was when he said: “The 
American Hospital Association does 
not take a position of antagonism to 
soundly financed stock or mutual in- 
surance companies. Any soundly 
financed insurance company has a 
right to offer cash benefit policies for 
the costs of sickness. If the private 
companies can offer the people of 
America more hospital service for less 
money than the non-profit service as- 
sociation, the public will be the gain- 
er. The association does, however, 
warn hospitals and the general public 
from any affiliation with fly-by-night 
promoters who are more interested in 
immediate gains for themselves than 
ultimate service to their policy- 
holders.” 











of non-profit hospitalization plans. 
Groups of employed persons and their 
families pay regular amounts ranging 
from 50 cents to 85 cents per month per 
person, or from $1 to $2 per month per 
family. Upon recommendation of the 
patient’s physician, a subscriber may be 
hospitalized in his choice of local in- 
stitutions or in emergency may receive 
care in other communities. 

The benefits usually provide hospitali- 
zation for three or four weeks for each 
person in any one year, including board 
and nursing in semi-private rooms, oper- 
ating and delivery room services, x-ray, 
laboratory, and medicines. The member 
hospitals are paid a flat rate per day for 
services to subscribers. All types of 
illnesses are usually included except 
those covered by workmen’s compensa- 
tion. After a waiting period of one year 
maternity cases are accepted in a num- 
ber of the plans. A few of the plans 


make provision for ward service accom- 
modations and all of them permit the 
subscribers to obtain private room ser- 


vice upon payment of an_ additional 
amount per day of care. 
Dr. Rorem emphasized that no one 


makes any profit. Working capital is 
provided by voluntary contributions from 
the hospitals, community chests, or pub- 
lic-spirited individuals. Trustees of the 
associations serve without pay as do the 
trustees of a hospital or college. Em- 
ployes who explain the program to pros- 
pective subscribers are reimbursed on a 
salary basis. No non-profit hospital ser- 
vice association formed during the past 
several years has failed to meet its 
obligations to subscribers or hospitals, 
he declared. 

Service Contracts Instead of Cash 

Indemnity 

Non-profit hospital care insurance plans 
resemble stock or mutual companies of- 
fering individual or group accident and 
health insurance but the fundamental 
economic difference between them, Dr. 
Rorem said, is that the non-profit hos- 
pital association offers a service contract 
plan while the insurance companies sell 
cash indemnity or hospitalization ex- 
pense policies. He explained that in the 
plans approved by the American Hospital 
Association, the participating hospitals 
underwrite the services; they guarantee 
to fulfill the contracts, and they “hold 
the bag.” It is this definite assumption 
of responsibility by the participating 
hospitals which requires the American 
Hospital Association to supervise their 
public and administrative policies, the 
speaker said. 

Financial Experience 

Further along Dr. Rorem presented 
financial data which his committee on 
hospital service has accumulated for all 
“approved” plans. It shows that the 
total earned income for eighteen plans 
in operation more than twelve months on 
December 31, 1937, not including New 
York City, was $3,600,000. Of this total 
60% was paid to hospitals for service to 
subscribers, 21% was used for acquisition 
and administration, and 19% has been re- 
tained for surplus for contingencies. New 
York City proportions for an equivalent 
total are about 5% higher for payment 
to subscribers. The proportions vary 

(Continued on Page 42) 





their attention from their main job of 
selling loss of time insurance. He said: 
“I believe that hospital care plans have 
a place in the community and I think 
we ought to regard them from that angle 
instead of competing with them.” The 
non-profit organizations are doing a com- 
plete job of hospitalization in his opinion, 
but fall far short of providing the com- 
plete ioss of time protection which com- 
mercial companies can give. 

Mr. Manzelmann agreed with Chair- 
man Pauley that the monopoly angle had 
its serious aspects especially in view of 
the tremendous surpluses hospital care 
associations are now building up. But 
he saw nothing to be gained from antag- 
onism or fright on the part of insurance 
companies. Just as the advent of work- 
men’s compensation insurance gave im- 
petus to the sale of Industrial A. & H. 
insurance so will loss of time insurance 
sales be stimulated by hospital care plans, 


he said. 
The Agent’s Attitude 


An agent’s view of the problem was 
given by William E. Lebby, A. & H. 
specialist of Los Angeles, who said that 
in his community he has had hundreds 
of requests for hospital insurance in the 
past six months. But a disturbing factor 
in the situation is the mushroom growth 
of unaffiliated private sanitariums and 
clinics. The competition of these fly-by- 
nighters has created a state of confu- 
sion in the public mind, he said. Conse- 
quently the sales resistance is all the 
harder to break down. He has, however, 
been able to convince employers and 
employes that in buying Group disabil- 


ity they will receive virtually the same 
protection as under the non-profit asso- 
ciation plans. 

Mr. Lebby expressed the hope that 
a standard rate for such insurance will 
be established by the companies which 
will put an end to cut-throat competi- 
tion such as exists in California. But 
Mr. Pauley thought that a period of ex- 
perimentation in policy forms and rates 
was first necessary. “The time has not 
yet come for standardization in hospital 
coverage,” he said. 

Attitude of Eastern Companies 

Chairman Pauley called on John F. 
Lydon, Ocean Accident, the chairman of 
the Bureau of Personal Accident & 
Health Underwriters, to give the attitude 
of the Eastern companies, The subject 
had figured prominently in the recent 
annual convention of that bureau and a 
committee has been appointed by Mr. 
Lydon to study it. Life companies, he 
said, are further along with the hospital- 
ization plans than casualty companies. 
He named one company that has de- 
veloped 60,000 to 80,000 of Group hospital 
plans but he understands there is a Group 
conference ruling to the effect that such 
nlans must be written with Group life or 
Group A. & H. insurance. Only one 
casualty company, the Employers’ Lia- 
bility, has developed any sizeable volume 
of premiums and that company is doing 
all right. Other casualty companies, Mr. 
Lydon said, hope that they will be able 
to meet the demand of their agents for 
such coverage. He senses that agents 
are having a difficult time selling income 
protection to prospects in the $1,800 to 


$5,000 class as so many in this income 
bracket have already subscribed to hos- 
pital associations and are not in the 
market for other insurance. 


Trevvett Gives Own Experience 


Anxious to get the individual experi- 
ence of a Conference company writing 
hospitalization coverage, Chairman Pau- 
iey called on H. E. Trevvett, Commercial 
Travelers Mutual Accident Association. 
This organization started in the hospital 
field in 1935 and had net premiums in 
force as of April 30, 1938, of $167,202. 
Net premium income in the last two 
years has been $227,443 of which 51.3% 
went for expenses and claims. Mr. Trev- 
vett said he was satisfied with this 
growth and believes his association’s con- 
tract providing thirty days’ hospitaliza- 
tion at the room rate of $3 a day has 
filled a real need. The Commercial Trav- 
elers Mutual insures male risks of one 
occupation only and 45% of the total 
membership has obtained hospitalization 
protection by rider to the regular weekly 
indemnity policies. Health insurance is 
not included, nor are member’s depend- 
ents covered under the hospital rider. 

Originally, Mr. Trevvett explained, the 
association charged $10 per person, esti- 
mating $7 for claims and $3 for expenses 
but the experience proved that this 
charge was too high and the rate was 
reduced to $6. Even at that benefits are 
being broadened although the association 
draws the line on indemnity for hernia, 
alcoholic or venereal disease cases. Al- 
though the cost has run much lower than 


(Continued on Page 42) 
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Annual Meeting of H. & A. Underwriters Conference 
spoken before forty groups of life pro- — 


Agent Specialist In 
A. & H. Gives Views 


SELLS NO OTHER INSURANCE 


W. E. Lebby, Les Angeles, Has Several 
Companies, Including Lloyd's; 
Cultivates Life Men 


The only agent on the program of the 
Health & Accident Underwriters Con- 
ference, in annual session in Chicago last 
week, was William E. Lebby, Los An- 
veles, who specializes in accident and 
health insurance. His subject was “Build- 


Accident and Health 
which will celebrate its 


Agency.” His 


ing an 


general agency, 

fifth anniversary on June 21, is unique 
because it is one of the few multiple 
company accident and health offices in 
the United States. That office neither 


solicits nor accepts any other form of 
insurance, It has not any agents working 
directly for it or under its supervision. 


In 1933 Mr. Lebby decided on having 
a general agency. Prior to that he had 
always been on the “payroll” of com- 


panies. He got the Massachusetts In- 
demnity which specializes on non-can- 
cellable disability. For two years he 
worked on the problem of rendering a 
“different” service. He found that the 
average life and casualty agent had only 
a smattering knowledge of accident and 
health insurance. He also discovered 
that representing a non-cancellable writ- 
ing company did not fulfil all his require- 
ments. He got other companies, includ- 
ing Lloyd’s, London. His office became 
known as the agency that solved prob- 
lems, and that if a disability case could 
be written his office could do it. With 
the representation he wanted completed 
he emphasized the following points to 
get business: 

This agency—Represents only companies 
of stability which are “disability 
minded.” 

Supervises all underwriting. 

Makes true comparisons of coverages, 
assists in programming. 

Gives quotations at all times. 

Assists in individual or agency cam- 
paigns, letter service and data relative 
to statistics. 

Without hesitance, advises the continu- 
ance of liberal or old forms. The 
assured is always given first considera- 
tion 
Supervises 
office. 
Pays standard commissions to agents 
and brokers on all coverages. 


Assisted Life Men 


In 1937 the Lebby agency was seven- 
teenth in California compared with A. & 
H. premium income of casualty company 
branch offices. For advertising the agen- 
cy’s monthly expense far exceeds that of 
any other accident and health agency, 
and perhaps some branch offices in Cali- 
fornia. Advertising has been the agency’s 
mouthpiece. When it opened, in 1933, life 
companies had dropped disability pro- 
visions, or increased premiums, or cut 
benefits, Many life producers were in a 
quandry. Mr. Lebby kept them selling 
disability insurance. When calling on life 
managers he presented the following 
story: 

Our agency 
affiliations. 

Our agency writes exclusively accident 
and health insurance. 

We eliminate shopping for your men. 

We conserve their time, which is yours 

we reduce lapses. 

We're not interested in direct repre- 
sentation, 

We give your man the information to 
properly present disability insurance. 

We pay standard commissions. 

We make it possible to secure more 
interviews, 

We fit the need to the pocketbook. 

You should have confidence in sending 
yer men to a specialty agency. 

In the past four years Mr. Lebby has 


and pays claims from this 


has no life or casualty 


ducers and his favorite topic is: “How 
Non-cancellable Disability Income In- 
creases Life Insurance Sales.” For more 
than ten years his interest has been in 
furthering the education of the producer. 
The average producer requires further 
education, What they desire is: 

1. Simplification of the business—tak- 
ing the mystery out of it, 

2. Better sales material—truthful liter- 
ature, easily understood by the prospect. 

3. Educational material. 

4. Closer relation between the 
public and company. 

5. Thoroughly _ trained 
and managers, 
Strict On Underwriting 

Mr. Lebby believes that closer rela- 
tions between the buying public and the 
companies could be effected through 
commercial advertising and the use of 
pre-approach letters. He says a thorough- 
ly trained underwriter should be in posi- 
tion to give the agent concrete and 
definite information, The Lebby agency 
does all preliminary underwriting. His 
motto is: “If it is not good business for 
the company it is not good business for 
the agency.” 

In addition to the Massachusetts In- 
demnity the companies he represents are 
as follows: General Accident, general 
agent for commercial A. & H.; Fireman’s 
Fund Indemnity, special representative 
for A. & H. department; National Casu- 
alty, special representative, A. & H. de- 
partment, and Lloyd’s of London, direct 
representative with complete binding 
authority. 


buying 


underwriters 


Believes in Programming 
For a year he tried to get business 
from casualty agents. That did not prove 
very successful. The life producers who 
represented companies which wrote no 
disability were forced to have their dis- 
ability requirements taken care of in 


With the 





CoverR-ALL PoLicy 
Life, Accident and Health—All in "One Packet" 


PLUS ... The following A. & H. features... 


NON-CANCELLABLE 
NON-PRORATABLE 
THIRTY-ONE DAY GRACE PERIOD 
NO PREMIUM INCREASE AFTER ISSUANCE 
GUARANTEED RENEWABLE TO AGE 60 
SICKNESS COVERAGE REGARDLESS OF CONFINEMENT 


LOYAL REPRESENTATIVES ARE ENABLED TO SELL 


Complete Personal Protection 


LOYAL PROTECTIVE LIFE INSURANCE CO. 


“INCOME PROTECTION SINCE 1895"' 
Over $2.00 in Assets—— BOSTON, MASSACHUSETTS —for each $1.00 of Liabilities 








other agencies. That’s where the Lebby 
agency entered the picture. Mr. Lebby 
has always emphasized programming to 
the life men. He believes it is one of 
the best ways to get business, It was 
by programming, he says, that the agen- 
cy’s average premium was increased to 
twice that of other agencies. 

As to quality business, Mr. Lebby 
holds that the easiest procedure is to 
underwrite one’s representation. As to 
the selection of managers by companies, 
Mr. Lebby believes that an agency man- 
ager should be a combination of good 
underwriter, good salesman and good 
leader of men. 

He suggested that an educational pro- 
gram on physical welfare, for policyhold- 
ers, sponsored by the Health & Accident 
Conference or in conjunction with other 
company organizations, would ultimately 
effect the desired results. 





WORK WITH BOTH HANDS 


Monarch salesmen work with both hands. They offer 


clients complete income protection. 


Their line in- 


cludes Noncancellable Health and Accident protec- 
tion in addition to the most popular forms of life 


contracts. 


1. Life Insurance—All popular forms with lowest 


participating rates. 


No initial prospecting—life pros- 


pects uncovered during Health and Accident inter- 


views. 


2. Health and Accident Protection—The most pop- 
ular and necessary form of insurance today. An out- 
standing approach for either Cold Canvass or Refer- 
ence Selling. Quick Sales with liberal renewals. 


Full Time Men Only 


Monarch protects its salesmen by having full time 
men only. Consider the real advantages of 


“Working With Both Hands” 





MONARCH 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 


More Interest Urged 
In Public Affairs 


DUTY TO ONE’S POLICYHOLDERS 





James S. Kemper Talks on Dictatorships 
and Resulting Loss of Demo- 
cratic Representation 





In his address of welcome to the 
Health and Accident Underwriters Con- 
ference in Chicago last week James 
S. Kemper, vice-president Chamber of 
Commerce of the United States and 
president Lumbermens Mutual Casualty, 
spoke feelingly of the conditions that 
now face business men generally, and 
praised President Thomas I. Parkinson 
of the Equitable Society for the straight- 
forward and fearless manner in which 
he has brought those conditions to the 
attention of his company’s policyholders. 

Mr. Kemper declared that the job at 
hand is to preserve what we can of the 
American system of government and in 
doing so insurance people have an obli- 
gation to discharge to their millions of 
policyholders. The serious aspect of 
the current depression is that there is 
a sharp recession in business, but con- 
currently there is a recession of more 
serious character. Mr. Kemper defined 
this as a definite retrogression of the 
moral fiber of the nation. He designated 
the present system of work relief as 
“loaf” relief resulting in a reaction 
directly opposite to the one sought. The 
dole, he said, would have been better 
because we have destroyed much of the 
initiative of the people and at a cost 
far in excess of that of a straight relief 
program. 

Handicap to Recovery 

Continping Mr. Kemper expressed the 
opinion that the very velocity of this 
new depression should shorten its dura- 
tion, but we face the handicap of heavy 
taxation, unfair and biased labor ad- 
ministration, government competition and 
of a citizenry much of which has lost 
its ambition. He held that the current 
philosophy of meeting our problems 
through spending is not the American 
way. The country did not achieve its 
present greatness by telling people that 
the government would take care of 
them regardless of what might happen. 

Fears for Reserves 

All of this, said Mr. Kemper, is of 
vital interest to insurance people, not 
alone as citizens, but as custodians of 
funds accumulated to take care of those 
unfortunates disabled by sickness of 
disease. Ability of insurance companies 
to make good will depend in large 
measure on their ability to invest their 
reserves. The speaker observed that 
even if the companies do invest care- 
fully their work may go for naught if 
the purchasing power of the dollar is 
materially reduced, 
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S. C. Carroll in Optimistic Mood 
In His Presidential Address 


Sees Harmony Prevailing in Conference; Praise for H. R. 
Gordon; Recommends Regional Meetings, Agency Research, 
Hospital Care Study to New Officers 


Ss. C. Carroll, vice-president, Mutual 
Benefit Health & Accident, was in an 
optimistic mood in his presidential ad- 
dress to the Health and Accident Under- 
writers Conference meeting in Chicago 
last week for its thirty-seventh annual 
convention. He was happy to report that 
the utmost good will and harmony pre- 
yails among member companies of the 
Conference, that the health and accident 
business is now the favored child of the 
insurance business, that its premium in- 
come in 1937 was larger than i in any year 
since 1931, and that last year’s gain in 
income of $22,000,000 was the largest 
ever experienced in any one year in the 
history of this line. 

Mr. Carroll also pointed to the de- 
creasing morbidity rate, an encouraging 
trend, and in leading up to this observa- 
tion he said: “Smart men are constantly 
devising plans to put this commodity of 
ours before the prospect in an attractive 
way, and policy constructionists are al- 
ways alert to add a new feature here 
and there to give broader protection.’ 
He maintained that the American people 
right now deserve the best health and 
accident policies they ever had, because 
the American people are better people 
than they were twenty-five years ago. 
He noted great decreases in tubercu- 
losis, typhoid fever, diphtheria, and the 
death rate due to auto accidents. 

“We are living better, bigger and fast- 
er than our daddies and our children are 
going to live better, bigger and faster 
than we live, and we might as well get 
in step and make the most of it,” Mr. 
Carroll said. 


Conference Flourishing 


Completing a year of successful Con- 
ference administration Mr. Carroll con- 
fessed to one omission—that he had 
failed to appoint a grievance committee. 
But no one noticed the omission, thus 
indicating peace and harmony in the 
Conference family. 

Full of praise for Harold R. Gordon, 
executive secretary, Mr. Carroll spoke of 
his able direction of Accident & Health 
Insurance Week since the inception of 
that movement. “It is not a Conference 
activity but it has so closely tied in with 
our organization that every member of 
this Conference may well be proud of 
our connection with this successful un- 
dertaking,” he said. 

Speaking of some of the national meet- 
ings he had attended during his term 
as president Mr. Carroll said: “At these 
meetings there have been some of the 
most important personages in the dis- 
ability business, and I have been im- 
pressed by the fine respect shown by 
commissioners and officers and members 
of other insurance organizations toward 
our Harold Gordon. His opinions were 
listened to attentively and the benefit of 
his experience and judgment requested 
on numerous occasions. I recommend 
that the incoming president and execu- 
tive committee urge Mr. Gordon to at- 
tend as many of these institutional meet- 
ings and conferences as his time will 
permit and his judgment dictate as 
worthy of Conference representation.” 


Recommendations 


Further development of regional con- 
ference meetings was also recommended 
by Mr. Carroll. The consensus of opinion 
is that much is learned by the free and 
unhurried exchange of experiences at 
these smaller meetings. He also noted 
the increased interest by member com- 
panies in agency research and said that 
in this exchange of information on agen- 
cy selection “we are opening a source of 
knowledge that will cost practically noth- 
ing but may be worth thousands.” 

Impressed by the growing interest of 
the younger men who attend Conference 





meetings the speaker said: “I leave to 
the incoming administration the thought 
that one Conference session might well 
be devoted to our junior members, where 
all present over thirty-five years of age 
keep silent and absorb the thoughts from 
these young students who in time will 


take up the administration of these 
businesses.” 
Attempting a preview of the year 


ahead during which forty-two legislative 
bodies will be in session Mr. Carroll said 
insurance cannot hope to escape pro- 
posals for heavier taxation burdens. In 
his opinion “our efforts should be con- 
fined to resisting increases, rather than 
to attempting reductions. But to resist 
increases successfully we must be pre- 
pared to show to legislators that this 
kind of taxation is a burden on the 
thrifty people of the commonwealth who 
are already paying premium taxes of 
twenty to fifty times what is needed for 





state 


supervision of the 


S.C. CARROLL 


insurance com- 


panies.” 


Mr. 


Carroll gave an interesting slant 


on the non-profit hospital care plans, 
saying: “A hospital service can hardly 
be called competitive as the hospital 
element in the policies sold by our mem- 
bers has always been a very small per- 
centage of the total protection offered.” 
He described this service as “an addi- 
tional commodity not to be confused with 
indemnity for loss of time.” 
Summing up the speaker said: “We 
are confronted with the proposition of 
offering a low price substitute for the 
hospital service plan or of declining to 


enter the field. It is important to our 
business that such service be offered 
either by hospital associations or H. & 


A. companies in order to forestall gov- 
ernment operation of such schemes.” 
Thus, “if we as insurance companies are 
not in position to offer this service, then 
let us lend our approval to such well 
managed associations as do offer it, and 
so close the flap of our tent against the 
government camel that might take a no- 
tion to insert his nose long enough to 
get it warm and then decide to take over 
the whole institution.” 
Public Relations and Legislation 

This brought Mr. Carroll to considera- 
tion of the Conference public relations 
and legislative programs. In his opinion 
the interference of the state with the 
right of companies to contract with 

(Continued on Page 40) 
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Harold R. Gordon of Chicago 


“Exceptional Work” of Executive Secretary of H. & A. Con- 
ference Wins Plaudits at Annual Convention; His Skill in 
Handling Many Diversified Activities; Accomplishments 


Guiding the destinies of an insurance 
organization composed of eighty-six com- 
panies of all types—stock carriers, mu- 
tuals, fraternals and commercial travel- 
ing men’s associations—is a job requir- 
ing great tact, con- 
stant exercise of Such 
an organization is the Health & Accident 
Underwriters Conference whose execu- 
Harold R. Gordon, lives 
adjectives 


diplomacy and the 
good judgment. 


tive secretary, 
up to all the fine 
that one might wish to use. 

An event of last week makes a per- 
sonality sketch of Mr. Gordon particu- 
larly appropriate and is convincing evi- 
dence of the high esteem in which he is 
held. At the Conference annual banquet, 
May 25, on the eve of his forty-third 
birthday Harold Gordon was called to the 
speaker’s dais and presented with a bound 
volume containing dozens of testimonial 
letters and then to his great surprise 
received from Dr. J. R. Neal, who han- 
dled the ceremony, a bonus of $1,000 on 
behalf of the entire Conference member- 
ship. This came in recognition of Mr. 
Gordon’s exceptional work as executive 
secretary of the organization. To the 
amusement of the banqueteers Mr. Gor- 
don was first subjected to an I.Q. test by 
Dr. Neal, who gave him a perfect score. 
The resolution of commendation was 
passed by the executive committee of 
the Conference and spread on the con- 
vention records. 


Conference Accomplishments 


sounding 


Last week’s annual meeting of the Con- 
ference brought to a close one of the 
busiest and most constructive years in 
the thirty-seven year history of the or- 
ganization, To mention some of its ma- 
jor accomplishments the Conference 
launched a selection study of new agents 
in which thirty companies are now co- 
operating; it inaugurated a program of 
one-day regional meetings so that mem- 
bers in one city or a group of cities 
could gather for informal discussion of 
current topics; attendance at annual 
meetings has been doubled by stressing 
more the business portion of the meeting 
and eliminating some of the entertain- 
ment features. An increased interest has 
also been taken in hospital insurance, 
including suggested phraseology for sup- 
plemental coverage, and a close watch 
has been kept on trends in this field such 
as the growth of Associated Hospital 
non-profit service plans. 

These are high spot activities, and a 
more complete picture of the large 
amount of work handled by the execu- 
tive office of the Conference may be 
gleaned from the many bulletins, special 
reports, digests of laws and rulings, and 
educational material, all of which is dis- 
tributed to member companies. Among 
the most popular pamphlets are the Ac- 
cident and Health Primer and the Un- 
derwriting Handbook for Agents. This 
diversified activity plus legislative and 
public relations, the maintenance of 
friendly contacts with insurance commis- 
sioners, the press and other insurance 
groups, must have a centralized control 
and, in the opinion of leading members 
of this Conference, Harold R. Gordon 
has proved to be the man for the job. 
He has been executive secretary for the 
past seventeen years, 


Hired by W. G. Curtis 


It is a matter of record that Harold 


R. Gordon was hired by W. G. Curtis, 


president of the National Casualty of 
Detroit, in April, 1921, and that his first 
insurance job was as assistant secretary 
of the Insurance Economics Society of 
\merica. Before that he taught school 
for two years in Detroit, starting when 
only twenty years old. He must have 
covered a lot of scholastic ground in 
short order, for the record further shows 
that he was graduated from Michigan 
State Normal College with degree of 
B.Pd. and spent a year in the School 
of Business Administration at Columbia 
University, New York, before he became 
a teacher. 

Mr. Gordon’s work with the Insurance 
Economics Society of America was by 
way of building the groundwork for the 
bigger job he was to make for himself 
in the Health & Accident Underwriters 
Conference, The established purpose of 
the Society was to study all forms of 
social insurance and “to disseminate in- 
formation best calculated to enlighten 
the public and to promote practical econ- 
omy by the conservation of human time 
value.” It acted as an educational or- 
— to offset the movement in 1917 
to 1920 leading toward state compulsory 
health insurance in some states, notably 
New York, California and Ohio. 

But when Mr. Gordon joined the So- 
ciety in 1921 there was practically no 
legislative work of this type to do and 
the organization devoted itself to tabu- 
lating and compiling accident and health 
Statistics. The Health & Accident Con- 
ference, then twenty years old, beckoned 


HAROLD R. GORDON 


Mr. Gordon in 1923 and it was decided 
to establish executive headquarters in 
Chicago and to take over the statistical 
work formerly handled by the Economics 
Society. From that time on Harold Gor- 
don’s career was of his own making. As 
he has grown the Conference has broad- 
ened in prestige and scope. 

A new phase of his work in recent 
years has been as general chairman of 
Accident & Health Insurance Week in 
the promotion of which Conference com- 
panies have played an important part. 


Some Tributes 


C. O. Pauley, Great Northern Life 
secretary, one of the wheelhorses of the 
Conference, has been intimately associat- 
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ed with Mr. Gordon for many years and 
he gives the following estimate of Mr. 
Gordon’s value to the organization: “Un. 
der his management the Conference has 
grown in importance and influence jn 
the business of health and accident in- 
surance, and I feel that this growth has 
been due almost entirely to Harold Gor- 
don’s efficient and tactful manner, and 
the good judgment he has shown in all 
of his decisions.” 

W. G. Curtis, his first boss, adds em- 
phasis to this endorsement by saying 
that with the constantly broadening work 
of the Conference and the increase in its 
responsibilities accordingly, Harold Gor- 
don has been equal at all times to giving 
it the administration so necessary for its 
continued success. 

In a similar vein George R. Kendall, 
president, Washington National, says that 
Harold Gordon’s word is as good as his 
bond, He adds 

“It is really a pleasure to work with 
him, and he will meet you more than 
half-way at any and all times. 

“To my mind he is one of the best 
informed men in the country on _ the 
business of accident and health insur- 
ance, not only as to policy forms and 
coverage but practically in every detail 
of the business. 

“To sum up, I do not know where you 
would find a finer fellow, more capable 
and more willing, than Harold Gordon.” 


The Personal Side 


If Harold Gordon were as good a press 
agent for himself as he is an executive 
an interesting story could be told about 
his hobbies, ambitions and philosophy on 
life. But briefly he sums up that he was 
born at Dearborn, Mich., May 26, 1895, 
and that his boyhood was spent in De- 
troit. Golf and his family give him the 
required relaxation outside of business; 
he is fond of good music. Membership 
in the Casualty Actuarial Society and the 
American Legion are his only outside in- 
terests. He comes of Scotch and English 
ancestry on his paternal side, and of 
Dutch descent on his maternal side, In- 
cidentally, he served during the world 
war as a second lieutenant in the air 
service with nineteen months’ experience 
in Louisiana and Florida air stations. 


Great Perseverance 


In this writer’s opinion the outstanding 
qualities in Mr. Gordon’s makeup are his 
confirmed optimism, all around capability 
and perseverance. An assignment that 
looks impossible of accomplishment to 
anyone else is a challenge which he ac- 
cepts readily. It may take months and 
even years to attain the desired objective 
but Mr. Gordon perseveres until the job is 
done. An excellent example of this qual- 
ity is to be found in the carrying through 
of the manual simplification program of 
a few years back. Obviously there was a 
reluctance on the part of some members 
of the Conference to set up new statis- 
tical machinery; varying viewpoints had 
to be reconciled and a meeting of many 
minds was essential before the program 
could be constructively completed. Final 
— of the new manual on January 

1936, was a tribute to the cooperative 
ie of Conference members and in the 
building up of which Harold Gordon 
played no small part. Today, the sim- 
plicity of the manual is greatly appreciat- 
ed by both home office underwriters and 
agents. 

This sketch would not be complete 
without a picture of Harold Gordon as 
seen by those who call him “boss.” They, 
his employes, speak of his thoughtfulness 
and a disposition so even that he is as 
considerate at 5 p. m. as he is at 9 a. m. 
And this kind of tribute is most con- 
vincing evidence of the real measure of 
the man. 





Marie Meade, assistant secretary of 
the Conference, who has been fifteen 
years on its staff, received much com- 
mendation for the smoothness with which 
convention registrations were handled. 
She was a popular figure at the banquet. 
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New Officers of the Conference 


President Faulkner Flanked by Messrs. Powell, Cavanaugh, 
Hills, McCord; New Plan of Company Dues and Home 
Office Training Course Approved 


The forward looking program of the 
Health & Accident Underwriters Confer- 
ence mapped out for the coming year 
will be under the leadership of A. E. 
Faulkner, president, Woodmen Accident 
and Woodmen Central Life of Lincoln, 
Neb. Mr. Faulkner, who served last 
year as executive committee chairman 
of the Conference and prior to that as 
second vice-president and program 
chairman of the 1937 meeting, was ad- 
vanced to the presidency in the annual 
election the closing day of the conven- 
tion. He comes of a fine old insurance 
family. His father founded the Wood- 
men Accident in 1890 and his ambition 
was that his three sons should equip 
themselves to run the business. But A. 
E. Faulkner went in for engineering and, 
although a vice-president and director 
of the company for many years, was not 
active in its management until the death 
of his brother, E. J. Faulkner, in 1931. 
He succeeded him as president at that 
time. R. W. Faulkner, another brother, 
is a vice-president. A capable executive, 
President Faulkner can be relied upon 
to give a good account of himself in 
office. 

J. E. Powell Executive Committee 

Chairman 


James E. Powell, Provident Life & Ac- 
cident agency vice-president, elected 
chairman of the Conference executive 
committee, which puts him in line for 
the presidency, has been a member of 
that committee for several years and 
long active in Conference affairs. He 
has also served on the general committee 


handling Accident & Health Insurance 
Week of which Harold R. Gordon is 
the chairman. A University of Missouri 
man, Mr. Powell secured his early A. 
& H. training in San Antonio. Follow- 
ing success in actual selling, Mr. Powell 
became manager of the accident depart- 
ment of the Southern Surety in 1929. 
Two years later he joined the Provident 
L. & A. through the reinsurance by that 
company of the A. & H. business of the 
Southern Surety. Shortly thereafter Mr. 
Powell was placed in charge of the ac- 
cident and health department of the 
Provident and has seen this branch of 
the organization show consistent and 
steady gains. 
L. D. Cavanaugh First Vice-President 

L. D. Cavanaugh, executive vice-presi- 
dent and actuary, Federal Life of Chi- 
cago, is the newly elected first vice- 
president of the Conference, having pre- 
viously served as second vice-president. 
High spots of his splendid actuarial 
background are his years in the actuarial 
division of the Wisconsin Insurance De- 
partment, following graduation from 
Wisconsin University; then consulting 
actuarial work in Syracuse, N. Y., and 
from 1914 to the present time his con- 
stantly broadening activity with the Fed- 
eral Life. He started as actuary and 
is now a director of the company, mem- 
ber of its executive and finance com- 
mittee, and executive vice-president. 

R. S. Hills, Second Vice-President 

R. S. Hills, assistant vice-president, 
Massachusetts Bonding, in charge of its 
accident and health department, was 


Left to right: 


elected second vice-president of the Con- 
ference. A conscientious, thorough 
worker, Mr. Hills has been particularly 
helpful as a member of the manual com- 
mittee. He took a leading part in the 
simplification of the Conference manual 
a few years ago. 

E. A. McCord, president, Illinois Mu- 
tual Casualty, was reelected secretary- 
treasurer. He has been a director of 
his company since 1916 and joined its 
official family in 1930 as vice-president. 

Executive Committee 
Elected to the executive committee for 


A. E. Faulkner, new president; 
mitteeman; H. R. Gordon, executive secretary; E. A. McCord, secretary-treasurer, 
and S. C. Carroll, retiring president. 








J. E. Powell, executive com- 


three year terms are S. C. Carroll, re- 
tiring president; G. F, Manzelmann, 
vice-president, North American Accident, 
and John M. Powell, president, Loyal 
Protective Life of Boston, who was pre- 
viously first vice-president. 

A. E. Faulkner’s Report 

Reporting as chairman of the executive 

committee, A. E. Faulkner, Woodmen 
Accident president, devoted most of his 
attention to the enlarged program of the 
Conference. The subject first came up 

(Continued on Page 41) 
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Annual Meeting of H. @ A. Underwriters Conference 


H. R. Gordon Hits High 
Spots of Busy Year 
RECEIVED FINE COOPERATION 


Legislative Council of 23 Companies A 
New Conference Activity; Regional 
Meetings to Continue 
In kaleidoscopic review Harold R. 
Gordon, executive secretary, Health & 
Accident Underwriters Conference, pre- 
sented 1937 activities to the convention. 
Happily he reported that the Conference 
organization has functioned smoothly, if 
not perfectly; that it affairs are in good 
standing; that the work handled by the 
executive offices has increased consider- 
ably but “with the splendid cooperation 
of members in their performance of com- 
mittee duties, we have accomplished 

much.” ae 

\n important step by the Conference 
in the past year was the inauguration of 
i regional meetings, first of 
which was held in Des Moines with 
twenty-seven persons representing S!Ix 
companies attending. Then came Bos- 
ton, Kansas City and Milwaukee. All of 
these meetings were for a single day 
and were so successful, Mr. Gordon said, 
that other similar meetings will be con- 
ducted the coming year in other localities 
and perhaps some repeat meetings in 
cities on last year’s schedule. 

Selection Study of Agents 

Progress in a selection study of agents, 
another new activity, was given by Mr. 
Gordon who said: 

“At the beginning of this year a proposal 

was submitted to all members writing business 
on an agency basis to ascertain certain facts 
about each new agent appointed for a _ six 
months’ period beginning January 1 and ending 
July 1 of this year, as well as keeping a 
record of production, persistency of business, 
loss ratios and other like data for those new 
appointees. Questionnaires were furnished each 
company for the purpose of enabling the agency 
supervisor to obtain personal history and _ pre- 
vious experience of each individual appointed. 
At the end of each six months for a period of 
two or possibly three years, the production 
record of these new men will be recorded. A 
rating formula will be developed from the re- 
sults accomplished by these new men, and an 
effort made to determine what characteristics in 
each new man are indicative of a successful or 
non-successful agent. 
_ “The response to requests of the Conference 
for this study was encouraging—thirty com- 
panies are cooperating in the agency selection 
study and the compilation will be based on data 
secured from approximately 2,000 new men. It 
will be a year or possibly two years before any 
conclusions can be reached but reports on this 
study will be awaited with a great deal of in- 
terest.” 


Cooperative A. & H. Week Advertising 

Reporting on his chairmanship of A. 
& H. Week for the third successive year 
Mr. Gordon said the 1938 observance was 
marked by a larger participation of com- 
panies and agents than for any previous 
year. Two innovations characterized this 
year’s observance, the first being the 
placing of advertisements in the leading 
trade publications the week prior to Ac- 
cident & Health Week. The advertise- 
ment consisted of an insert showing the 
poster design in three colors with a spe- 
cial message printed on the back and a 
list of cooperating companies. “This 
type of advertising was the first of its 
kind ever attempted and was considered 
very successful,” said Mr, Gordon. An- 
other new feature this year was a win- 
dow display contest with cash awards 


a series of 


to both insurance agents and druggists . 


who cooperated by arranging a window 
display in local drug stores directing at- 
tention to accidents and sicknesses and 
tieing in such publicity with the need for 
A. & H. insurance. Nearly 100 entries 
were submitted in the form of photo- 
graphs from all parts of the United 
States and Canada. 
New Legislative Council 


A new legislative feature of the Con- 
ference is its legislative council, com- 
posed of twenty-three company members, 
which was established following the 1937 
annual meeting. “The purpose of this 
council,” said Mr. Gordon, “is to estab- 
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lish an advisory contact for the execu- 
tive offices with respect to accident and 
health legislation throughout the coun- 
try. The forty-eight states were as- 
signed to these members according to 
the geographical location of each state 
and members in the council. While the 
newly organized legislative council has 
had little to do this year because of the 
few legislatures in session, nevertheless 
it will be in a good position to function 
effectively in 1939 when forty-two state 
legislatures will convene.” 
Manual Has Proved Practical 

The new simplified classification man- 
ual, adopted by the Conference a little 
over two years ago, is working out sat- 
isfactorily, Mr. Gordon said. Not only 
has it proved practical but from the ex- 
perience reported to the executive office, 
it has not proved to be a handicap from 
a competitive angle with those companies 
not using it. 

Bulletins, Special Reports 

During the past year the Conference 
maintained its regular bulletin services, 
issued fourteen court decision bulletins 
containing a digest of 228 decisions di- 
rectly affecting the conduct of the A. 
& H. business. Sensing a growing need 
for a more accurate and easier refer- 
ence to A. & H. premiums and losses 
than has heretofore existed, Mr. Gor- 
don’s office last year prepared an alpha- 
betical list of insurance companies doing 
an A, & H. business, showing their ac- 
cident and health premiums and losses 
for the calendar years 1934, 1935, and 
1936. The speaker said: “Our report 
showed that for 1936, 312 companies 
wrote an aggregate of $190,000,000 of 
accident and health premiums and in- 
curred losses of $100,000,000. We have 
already begun our compilation for 1937 
premiums and losses and this will be 
published shortly.” 

Mr. Gordon was glad to report friend- 





Convention Sidelights 

Sam C. Carroll, vice-president, Mutual 
Benefit Health & Accident, did a good 
job as presiding officer of the conven- 
tion. He has an informal, chatty plat- 
form manner, is well poised and gracious 
in his introductions. Retiring from the 
presidency of the Conference after a 
year of successful accomplishment he 
goes on the executive committee for a 
three-year term. 

e ££ = 

G. W. Fitzhugh, Metropolitan Life, 
made a hit with his address on “Group 
Accident and Health Insurance” and 
upon its completion President Carroll 
expressed the warm appreciation of the 
Conference to the Metropolitan Life for 
its unselfish attitude of passing along to 
other companies the benefit of its experi- 
ence. Mr. Fitzhugh’s address was re- 
viewed at length in The Eastern Under- 
writer last week. 

* * * 

W. F. White, Royal, Eagle and Globe 
Indemnity companies, and John F. Lydon, 
Ocean Accident, were the two New York- 
ers attending the convention, A Balti- 
more guest was Harry Prevost, United 
States F. & G, 





S.C. Carroll’s Talk 


(Continued from Page 37) 


agents is the result of the failure of 
companies and general agents to’ keep 
their own houses in order. He saw cer- 
tain flaws in the prevalent theory that 
an insurance agent is a professional man 
like a doctor, and declared that it was 
up to the companies themselves to be 
vigilant “in obtaining, training and keep- 
ing good agents, happy, loyal and well 
paid. But don’t class them with the 
doctors. It isn’t fair either to the agent 
or the doctor.” 

Reviewing legislation Mr. Carroll dis- 
cussed the policy forms trouble in Mis- 
souri which was amicably remedied, the 
proposed New York code revision which, 
he said, throws the health and accident 
business into the hopper with all casualty 
lines. “Plainly this is unfair, and the 
remedy is a separate statutory classifica- 
tion for A. & H.,” he emphasized. 


The Enlarged Conference Program 


Leading up to the need for an en- 
larged program of Conference activity 
Mr. Carroll declared that “the legislation 
of every state and the attitude of every 
insurance commissioner directly affects 
everyone in this business whether or not 
your company operates in the state.” This 
is because legislation and burdensome 
departmental rulings have a habit of 
spreading. 

“This Conference can go along pro- 





ly and much more intimate contacts with 
insurance supervisory officials of the 
various states. And in closing he paid 
tribute to the officers, committee mem- 
bers, and many individuals in the Con- 
ference “who have gladly and willingly 
assumed small and large burdens of re- 
sponsibility in the past year and—last 
but not least—actual work.” 
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Dr. Melchior Palyi, noted economist 
made a profound impression in his a4. 
dress the second day on “The Philosophy 
of Pump-Priming,” and even the Chicago 
dailies scrambled to get copies of it, A 
Hungarian, his background includes bank. 
ing experience with Berlin and London 
banks, ten years of teaching experience, 
one assignment being as guest lecturer 
at Oxford University in 1933 and another 
as a staff member of the Berlin Schoo] 
of Commerce. In 1928 he was the econo. 
mist of the Deutsch Bank of Berlin, 
Now he lectures at the University of 
Chicago and is research economist of 
the Chicago investment house of Stifel, 
Nicolaus & Co. 

x * x 

At two enjoyable cocktail parties held 
prior to the annual banquet Conference 
members were the guests respectively of 
the Hooper-Holmes Bureau and the Em- 
ployers Reinsurance. J. Charles King, 
who is an associate member of the or- 
ganization, was Hooper-Holmes’ host as- 
sisted by Mrs. King and his brother, 
Edward. E. G. Trimble, Jr., assistant 
secretary, son of the Employers Rein- 
surance president, and F. P. Proper, 
vice-president of that company, received 
at their party. 





moting good fellowship among its mem- 
bers, keeping an office open in Chicago 
and furnishing legislative information 
service, all on the funds it is now getting, 
or it can with the machinery already 
available expand to protect the interests 
of one and all wherever attacked.” Mr. 
Carroll was talking about a larger Con- 
ference program, at an increase in cost 
to practically all member companies 
which was unanimously approved later 
by the convention in executive session. 
The revision particularly affects in per- 
centage of increase the companies with 
smaller premium income on health and 
accident, “but even with the adjustment 
they will still pay far below the average 
per member,” Mr. Carroll said. 

Before closing his address Mr. Carroll 
was glad to report that the past year has 
not been marred with any serious insur- 
ance department conflicts. He saw the 
prestige of the health and accident busi- 
ness higher than ever before, and urged 
that the Conference might well devote a 
session to praise and thanksgiving be- 
cause: “We are in a business that is not 
overcrowded, a business whose field of 
operations is limited only by our ability 
to get the story told properly to the 
people.” 


Golf Prize Awards Added 
To Banquet Enjoyment 


Enjoyable features of the annual ban- 
quet were the presentation of the golf 
prizes and the moving pictures taken of 
the tournament held at the Illinois Golf 
Club the previous Monday The Brackett 
cup for the best golf played went to Dick 
Spangler of the Woodmen Accident Co. 
Joseph Helby, Federal Casualty, the low 
net runner-up, won a duffle bag as did 
L. R. Sams, Retail Credit Co., for his 
low gross score. 

G. U. Blomholm, Anchor Casualty, was 
appropriately awarded a golf bag for 
“the best performance with the worst 
looking bag on the course” while E. B. 
Fuller, Loyal Protective Life, received 
three golf balls and one carnation for 
“the quickest action with the most beau- 
tiful clubs.” To Dr. J. R. Neal, Alliance 
Life, went a raincoat as the best dressed 
golfer, and R. J. Wetterlund, Washing- 
ton National Life, judged the “poorest 
dressed,” was awarded a Thermos Jug. 

Col. James F. Ramey, Washington Na- 
tional Life, was rated the “most distin- 
guished looking golfer” and received six 
golf balls for this achievement. John M. 
Powell, Loyal Protective Life, was pre- 
sented with an alarm clock for “the best 
form and poorest drive’; O. F. Davis, 
Illinois Bankers Life, captured a_ bell 
shaker for “best score on the nineteenth 
role.” 
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Legal Session Led By 
V. J. Skutt of Omaha 


THREE TIMELY FORMAL PAPERS 

Speakers Are C. R. Holton, Great 

Northern; Hayes Kennedy, Adjuster; 
O. B. Hartley, Wash. National 





The legal session of the conference 
convention, held the final day, was un- 
der the chairmanship of V. J. Skutt, 
Mutual Benefit H. & A., Omaha, and 
brought into the spotlight three timely 
subjects for discussion, C. R. Holton, 
vice-president and general counsel, Great 
Northern Life, spoke on “Requirements 
of Proof of Loss and Notice of Claim”; 
Hayes Kennedy of Ryan, Condon & Liv- 
ingston, Chicago adjusters, contributed 
his views on “The Examination of the 
Insured and Autopsies,” and O. B. 
Hartley, associate counsel, Washington 
National, discussed “Prorating Because 
of Other Insurance.” 

In his lead-off remarks Chairman 
Skutt told the analytical work done by 
the legal committee on the proposed New 
York insurance code and of the brief 
prepared on the question of lay adjus- 
ters for the use of Secretary H. R. Gor- 
don at the hearing before the American 
Bar Association’s committee on unau- 
thorized practice of law. He said it was 
to be expected that as a result of the 
laree number of outstanding A. & H. 
policies a number of important court 
decisions construing such policies would 
be handed down during the past twelve 
months. In this connection he believes 
that the general trend of policy litiga- 
tion is gradually becoming more satis- 
factory from the insurer’s viewpoint. 

Attention was directed to two recent 
decisions of the U. S. Supreme Court— 
Erie Railroad v. Tompkins, 82 L Ed. 787. 
decided April 25, 1938, and Ruhlin et al 
v. N. Y. Life, 82 L Ed. 823, decided May 
2, 1938—which jurisprudentially speaking, 
he considers among the most far-reach- 
ing in our history. Mr. Skutt said: 


Reasons Why 


“The decision of the Supreme Court in the 
Erie Railroad case has changed the rule of the 
applicability of the Federal decisions to matters 
of general law which has been in effect for 
around a hundred years. The Ruhlin decision 
interprets this new rule, for the first time, in 
the construction of an insurance policy. Stating 
it practically, the Federal courts will now apply 
the particular state rule instead of their own 
in construing an insurance contract. It would 
appear that the decision may take from the 
companies much of the advantage hitherto en- 
joyed in the Federal courts, over a great many 
state courts, on cases involving breach of war- 
ranty, and other common defenses. In other in- 
stances where the state law is more favorable 
than the Federal the new rule may work to the 
benefit of the companies. Only by careful study 
of both the statutory and judicial law of the 
state controlling the pending case will such ad- 
vantage, if any exist, be obtained.” 


Formal Papers Summarized 


In his paper C. R. Holton discussed at 
length numerous cases that have been 
tried in the courts where the matter of 
time limit in notifying companies and 
giving proof of claims has been aired. 
He said that courts generally are in- 
clined to regard time limit as “reason- 
able” time for the assured. 

Hayes Kennedy told of instances 
where companies have encountered dif- 
ficulties in the matter of conducting 
autopsies. 

O. B. Hartley called attention to com- 
plexities that arise as between A. & H. 
insurance and life policies carrying dis- 
ability clauses and said that some recent 
court decisions have been in contradic- 
tion with former and old cases. He cau- 
tioned that where there is ambigious 
wording in the printed policy courts are 
inclined to give all benefit of doubt to 
the policyholder. Mr. Hartley devoted 
almost his entire attention to “Standard 
paragraph No, 17,” which deals with 
Prorating of claim in case that there are 
other A. & H, policies on the same in- 
sured, 


Noted Economist Views 
Effects of Pump Priming 


A noted economist, Dr. Melchior Palyi, 
now of Chicago, treated the Conference 
on Wednesday to a discourse on “The 
Philosophy of Pump Priming,” and his 
address made a profound impression. 
The prevailing idea behind pump prim- 
ing, he said, is merely to overcome what 
is regarded as an emergency from the 
economic and social viewpoint, and to 
safeguard the interests of the Adminis- 
tration from the political angle. Dr. 
Palyi is just as anxious as anyone else 
to gauge the volume of spending but 
said it was almost impossible to deter- 
mine. As to the lessons learned from 
experiments to end the crisis, the speak- 
er enumerated: 

A mounting national debt, with a grow- 
ing burden of servicing it. So far our 
spending has been entirely planless; not 
managed in accordance with any rational 
standards hy which to measure the use- 
fulness and efficiency of ventures which 
it finances. Pump priming tends to 
depress interest rates; put more money 
in circulation, increase cash reserves of 
the banks, thus pressing banks to buy 
bonds at present exorbitantly high prices. 


New Of _ficers 


(Continued from Page 39) 
a year ago upon recommendations of 
W. G. Curtis, National Casualty presi- 
dent, and since that time a special com- 
mittee of five has been at work on a 
new basis of company dues. Mr. Faulk- 
ner’s feeling was that once Conference 
members had a definite understanding of 
the new plan of financing its broadened 
activities they would agree with the ex- 
ecutive committee’s recommendations 
that “it is fair to all members.” 

That his feeling was an accurate one 
was conclusively indicated when the 
Conference in executive session Wednes- 
day afternoon voted unanimously in fa- 
vor of the new plan which, in some in- 





Reasonable monetary management is im- 
possible with the enormous volume of 
money in circulation. 

Dr. Palyi viewed the depression as 
the price which the country has to pay 
for gradually adjusting its economic 
system from a governmentally  subsi- 
dized to an entrepreneurial structure, 
from public control to private business. 


stances, will increase the dues of mem- 
ber companies. 

Mr. Faulkner was glad to welcome in- 
to Conference membership the Commer- 
cial Casualty, and Paul Garey, assistant 
secretary of that company, who was 
present, was cordially welcomed. 

The Conference again selected Harold 
R. Gordon, executive secretary, to rep- 
resent it on Accident & Health Insur- 
ance Week for 1939. 

In executive session the Conference 
adopted the report of E. J. Faulkner, 
Woodmen Accident Co., as chairman of 
the public relations and education com- 
mittee in which he recommended that 
an educational program for home office 
employes be launched similar to the 
study group plan of the Life Office Man- 
agement Association which has proved 
so successful. Recognizing the merit of 
Mr. Faulkner’s suggestions the Confer- 
ence authorized him to go ahead and 
develop his ideas, subject to final ap- 
proval by the executive committee. 

The educational committee also has in 
preparation a sales booklet entitled “Sell- 
ing Accident & Health Insurance,” which 
Mr, Faulkner said “will fill a long felt 
need for some concise general treatment 
our selling problems.” 




















Raining Cats and Dogs 








Raining Cats and Dogs. “The male blossoms of the 
willow tree, which are used on Palm Sunday to represent the 
branches of palm, are called ‘cats and dogs’ in many parts of the 
country. They increase in size rapidly after a few warm April 
showers, and the belief formerly prevailed that the rain brought 


them. Hence the saying to ‘rain cats and dogs’.”’ — Notes and 














Queries. It may, however, be from the French catadoupe, a 
waterfall. “Words, Facts and Phrases” —Edwards 
In this day and age there should be no justification 
for misconception regarding the Company you repre- 
sent. Ask us about 
| 
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World Reinsurance Markets 


In the latest annual reinsurance issue published by the Review of London, 


a leading British insurance magazine, an impressive feature is a tabulation of 
company facilities in the professional reinsurance markets of the world which 
has attracted much attention both here and abroad. The Review lists Germany, 
Switzerland and United States as the three great reinsurance markets, and the 
following company data with net premium incomes converted at par, current and 
year-end rates of exchanges as of the close of 1936, the latest available experience, 
gives a cross-section as to the relative standing of the first fifteen reinsurance 
companies listed by the Review: 





Total Sterling Value - 

Order at End 193¢ —At 1930 Par of— At Current Rate—— At End 1936 
Rate of Exchang¢ Exchange of Exchange Rate of Exchange 
Munich Reinsur. (30.6.37) £6,812,286 (1) 20.43 £12,913,012* (1) 12.36 £13,082,363 12.20 
Swiss Reinsurance Co 8,398,177 (2) 25.22 9,801,110 (2) 21.61 9,906,536 21.38 
Kolnische Riick (Cologne) 1,519,862 (5) 20.43 2,512,199" (3) 12.36 2,545,146 12.20 
ae in General (U.S. A.) 1,995,372 (3) 4.86 2/3 1,951,298 (4) 4 98 1,979,117 4.91 
Cie. Gen. Accidents (Paris) 1,651,429 (4) 124.21 1,393,033 (5) 147.25 1,950,777 105.15 
I Sele Reins. (U.S. A.) 1,402,190 (7) 4.86 2/3 1,371,218 (6) 4.98 1,390,767 4.91 
Frankona Riick & Co. (Berlin) 808,238 (15) 20.45 1,335,948 (7) 12.36 1,353,468 12.20 
Rheinische Riick (Basle) 1,098,576 (9) 25.22 1,282,096 (8) 21.61 1,295,889 21.38 
Aachener Riick (Berlin) 700,382 (18) 20.43 1,157,671* (9) 12.36 1,172,853 12.20 
Swiss Re'nsur. (U.S.A. A/c) 1,163,038 (8) 4.86 2/3 1,137,347 (11) 4.98 1,153,561 4.91 
Skandinavia (Copenhagen) 1,408,863 (6) 18.16 1,142,185 (10) 22.40 1,142,185 22.40 
Gerl. Konz. Riick (Cologne) 680,985 (19) 20.43 1,125,609* (12) 12.36 1,114,037 12.20 
Bayerische Riick (Munich) 661,437 (20) 20.43 1,088,310* (13) 12.36 1,107,800 12.20 
General Reinsur. (U.S. A.) 1,071,358 (10) 4.86 2/3 1,047,693 (14) 4.98 1,062,630 4.91 


1,033,070 (15) 
956,865 (16) 


1,033,070 
956,865 


Reinsurance Corp. (London) 1,033,070 (11) 
Mercantile & Gen’! (London) 956,865 (13) 


* Subject to a discount of 49% for registered marks on German business. 





claim of doubtful liability. The claim 
department can assist the agent in di- 


Casualty Speakers At 
Pa. Insurance Davs rect business production. Agents today, 
a in the face of fierce competition, must 


EMPHASIS ON TRAINED AGENT "0 only talk service but really give 


service, concluded Mr, Combs. 
O’Connor Calls for Action 
Edward H, O'Connor, in his address 
noted the constantly falling fire rates 
; ; with resultant reduction in the amount 
casualty insurance par- of agents’ commissions; unwillingness of 
annual Pennsylvania In- many companies to write workmen’s 
surance Days meeting last week in compensation, and limited possibilities in 
Philadelphia were Paul H. Rogers, acci- come other casualty lines. The answer 
dent and health superintendent, Aetna to this, he said, is to sell accident insur- 
Life; Hugh D. Combs, vice-president, which has been modernized and 


P. H. Rogers of 2 tt O’Connor Had 
A. & H. Themes; H. D. Combs For 
Just Claim Settlements 





Among the 
ticipants in the 


“fee ’ ’ : ance, 

United States F. & G.; Edward H standardized. He added: 

O'Connor, United States Casualty; John “These fs weteensible examee for aay taser 
F. Leibig, Continental Casualty, assistant ance agent, be he a life or multiple line man, 


Philadelphia, and D. R 
compensation actuary, 
Insurance Department. 
High spots of their addresses follow: 
The theme of Paul H. Rogers’ talk 
was that results are better from trained 
agents. He noted that uniformity 
brought about in contracts and rates 
has brought realization that now the 
business is that of selling income protec: 
tion. One major problem remains—that 
of adequate development of the business. 
He added that accident and health is the 
best advertised insurance field. Hospital 
associations have helped, also the safe 
driver reward plan. That accident and 
health is the most needed form of pro- 
tection is also plain, he emphasized. 


manager in 
Roche, chief 
Pennsylvania 


accident insurance as a seller and 
builder. Wake up! The old time 
non-production in this line are 


passing up 
an income 
excuses for 
worn out. If you don’t sell accident insurance 
today you are just plumb lazy. 

“There is no other line of insurance that is 
of more value to the business and professional 
man than that which protects the wherewithal 
from which he obtains his livelihood—his busi- 
ness or profession from which he derives his in- 
come. In this day and age, competition in any 
business is keen but I say that in the sale of 
accident insurance you have little or no sales 
competition.” 

John F. Leibig, Continental Casualty 
assistant manager in Philadelphia, vigor- 
ously condemned socialized hospitaliza- 


Mr. Rogers then showed how other tion and socialized A. & H. insurance 
people sell their wares and declared 2d Senator Wagner's proposal to in- 
that agents generally have been edu. Corporate compulsory A. & H. insur- 


ance in the Social Security Act. 

John A. Diemand, executive vice-presi- 
dent, Indemnity Co. of N. A., presided 
at the smoker which featured a talk by 
Zenn Kaufman on how showmanship 
principles could be used in selling in- 
surance. S. J. Carr, Standard Accident, 
was general chairman of the convention 
committee, and honored guest at the 
banquet was John W. Donahue, Mary- 
land Casualty. 


cated to sell property insurance and they 
overlook the accident and health field. 
The agent must be made to realize the 
need for this form of insurance and, how 
how simple it now is and what its sales 
possibilities are. Mr. Rogers then dwelt 
upon training courses and their bene- 
ficial results and added: 

“If you as individual agents will realize the 
enormous increase you may enjoy in your per- 
sonal earnings; if general agents and managers 


will but realize how comparatively easily this Compensation Rating 


our biggest problem, can be solved, our volume discussed workmen’s 
compensation rating. He regards state 
greatly during the next few years. regulation of rates as a controversal 
Combs on Paying Claims problem. The basis of the widely diver- 
Hugh D. Combs, speaking on the claim gent opinions may be found in the 
department and sales, noted that claim ancient conflict between two theories of 
men do get around and have opportunity prices, “just” prices and “functional” 
to absorb the thoughts and ideas of all prices, he said. Regulation is necessary 
sorts of people. A poor claim depart- to eliminate two factors—cut-throat com- 
ment can write more business off the petition and the danger of monopoly. Mr 
books than a host of salesmen can place Roche concluded, saying: “To my humble 
on them. He held that claims must be way of thinking, proper presentation 
handled by stock companies with more plus proper analysis will result in’ the 
liberality than is afforded by cut-rate or ideal rate under the “just” theory of 
mutual companies. Money is well spent, prices, that is; it will be a rate that is 
and chargeable to advertising if needs adequate, reasonable, and non-discrimi- 
be, that is given to an assured on a_ natory.” 


David R. Roche 


of income protection insurance will expand very 





Dr. Rorem’s Address 


(Continued from Page 35) 


among the plans. During the last six 
months “loss ratios” have increased, but 
administration and acquisition costs have 
decreased to a greater degree. These 
costs now range from 11% to 15% in 
plans which have been in operation three 
years or longer. 

The speaker was frank to admit that 
hospital people or other laymen know 
nothing about the details of insurance 
in their capacities as hospital executives 
or trustees. But they do know some- 
thing about hospital service and are able 
to make reasonable estimates of the 
cost of a total amount of service to a 
group of people, he emphasized. “It be- 
comes a problem, then, to follow sound 
advice in estimating the probable 
amounts of service and best methods by 
which subscribers may be enrolled and 
certified for benefits. The executives of 
insurance companies recognizing the non- 
profit character and _ public welfare 
values of these plans have been very 
helpful, and the executives of existing 
plans are learning more from day to 
day,” he said. 

Along this line Dr. Rorem added: “The 
non-profit associations have not success- 
fully sold individual hospital service in- 
surance policies. The associations have 
learned from the private companies the 
advantages of group insurance in the 
matter of collections, the improvement of 
selection and the minimization of can- 
cellation. Practically all of the plans at 
the present time insist upon enrollment 
through the place of employment al- 
though many of them are now permitting 
very small groups to enroll.” The Minne- 
sota plan for example, will accept two 
persons with a common employer, and 
more recently several of the plans have 
followed this trend to its logical conclu- 
sion and enrolled self-employed or re- 
tired persons. Experience indicates that 
100% of enrollment among people with 
a common employer gave equally good 
selection from small groups and large 
ones. Experience with — self-formed 
groups with representatives from differ- 


ent places of employment has _ been 
unsatisfactory. 
As to the threat of epidemics Dr. 


Rorem said the hospitals incur no more 
risk than if the plan were not in exist- 
ence, for epidemics are not limited to 
policyholders. He thought the effects of 
epidemics appear to have been greatly 
over-emphasized in the public mind. 


Surplus Accumulation 


The speaker had close attention when 
he said: “I have recommended the ac- 
cumulation of surpluses equivalent to as 
much as one-third of a year’s hospitali- 
zation. A number of plans have already 
exceeded this average for their enrolled 
subscribers. In New York City at the 
present time, more than 20 cents of 
every dollar is being credited to a sur- 
plus account for emergencies although 
the Insurance Department requires only 
4% of the earned premiums to be cred- 
ited to such account. Recently the board 
of directors of Associated Hospital 
Service of New York received approval 
from the Department of Insurance for 
the following allocations of earned in- 


come: 75% for hospitalization; 10% for 
contingency reserves; 15% for adminis- 
tration, including acquisition.” 


He admitted that there has been some 
tendency for subscribers, doctors and 
hospitals to abuse the privileges of the 
hospital service association, but said it 
was not as pronounced as was feared. 
A certain amount of malingering has 
been provided for in the present rate 
structure of non-profit plans. 


Competition with Ins. Companies 

As to whether there is a fundamental 
clash between the economic interests of 
the hospitals and of the stock and 
mutual insurance companies, Dr. Rorem 
said: “Probably not, whether viewed 
from the short run or long run basis. 
Accident and health insurance individual 
policies appear to be more easily sold 


in areas where non-profit associations 
are successful. Prospects for accident 
and health policies thus receive greater 
income protection and cash benefits jp 
the private policies. 

“The hospitals of the United States 
are currently unwritten by the general 
community. The non-profit hospital 
service association is organized to help 
the sick man pay his hospital bill, not 
to help the hospital pay its bills. The 
public must support the hospitals regard- 
less of revenue from private patients, 
Private insurance companies, therefore, 
must compete with an industry that js 
already subsidized by the general com. 
munity through the provision of tax. 
free and donated capital as well as the 
guarantee of support through voluntary 
contributions and taxation.” 

In closing Dr. Rorem pointed out that 
at the present time more than fifty well 
known insurance companies have en- 
rolled their own employes in local non- 
profit hospital service associations. Some 
of these companies have available in 
their own portfolios hospitalization ex- 
pense contracts for individuals or for 
groups, he said, and many of them are 
selling income protection benefits for 
people during periods of hospitalized ill- 
ness. “Probably in the long run,” the 
speaker concluded, “the provision of hos- 
pital care, being so generally recognized 
as a public service, is not a field in 
which a reasonable profit can be made 
by a private enterprise.” 





EXECUTIVE MEETING IN NOV. 


The next executive committee meeting 
of the H, & A. Conference will be held 
next November in Chicago. 





Hospital Ins. Debate 
(Continued from Page 35) 


anticipated Mr. Trevvett does not believe 
the original estimate of $10 was too high 
for as policyholders grow older there is 
bound to be a steady rise in hospitaliza- 
tion cost. But he does not expect the 
premium rate to go higher than $8. 

No Extension to Pay Doctor’s Bills 


One big question the accident and 

-alth men were anxious to have cleared 
ns was whether hospital care insurance 
plans will be expanded to pay the doc- 
tor’s bill as well as the hospital bill. 
Dr. Rorem emphasized that such action 
can only come at the suggestion and 
through the active cooperation of the 
medical profession. From the public’s 
point of view such a development would 
be desirable but, he said, the hospitals 
of America cannot assume the responsi- 
bility of providing their patients with 
the services of private physicians. He 
noted that the New York State Medical 
Society is considering a voluntary plan 
for medical expense insurance. 

J. R. Neal, Alliance Life medical 
director, came into the discussion at this 
point with the emphatic statement that 
it will be a long time before organized 
medicine will ask for a plan parallel to 
the hospital care plan. 

Making his final observations, Dr. 
Rorem said that to date 3% of the 
subscribers to hospital care plans have 
been hospitalized outside of their own 
communities, the general rule being that 
this is permitted only in emergencies. 
The most lucrative of all subscriber 
groups from the standpoint of surplus 
accumulation is the husband and spouse 
contract, he said, The individual sub- 
scriber rate is heavily loaded. Most 
plans require subscribers to join through 
the place of employment, with the em- 
ployer assuming a part of the responsi- 
bility for collecting monthly dues and 
forwarding them to the local hospital 
service plan. Employed groups of five, 
or even smaller, are permitted to enroll 
for the same benefits as persons en- 
gaged by large firms with several thou- 
sand employes. Enrollment among farm- 
ers and small town residents, Dr. Rorem 
said, has not kept pace with that of cities. 
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